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Warp's on hand... 


MARK-UP 


JOIN 
FORCES 


with 


WARP'S 


and keep the 
Window 
Material 
Business at 
home... where 
it belongs, 
instead of losing 
it to out-of-town 


Mail Order 


a > 


Houses. 
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PUBLISHED EVERY OTHER THURSDAY 
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NATIONAL ADVERTISING IN WARP’S HISTORY 
WILL BRING MORE FOLKS INTO YOUR 
STORE THIS YEAR THAN EVER BEFORE 


YOUR customers will be asking for EASY-ON’S, 
Genuine FLEX-O-GLASS and other Warp's Window 
Materials. Be sure you have a Good Supply of 


. The largest selling ee nase 





e* 
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LARGE DOMINATING \ Ox: S Sy) 
ADS will appear in 
thousands of Daily and 
Weekly Newspapers. . 


Throughout WEL a) 


Country. vnoanane 
OF RADIO 
NEWSCASTS 
will be telling 
people to get 
Warp’s 39c Easy - 
On Kits or Gen- 
uine FLEX-O.- 
GLASS from 
their Local 
Dealers. 
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Witor 4 Posters like this come 


in every carton of 
““Warp’s” to = up in 
your Store Wi 
during October and 
November to tie you 
in with Warp’s own 
Fall Advertising 
Program. 


Many dealers se// 

$1,000.00 worth of Warp's Window 

Materials during Co!d Weather. At this time 

of year, check your ““Warp's” stock Daily. Don't miss sales! 


IS CARRIED BY RELIABLE JOBBERS EVERYWHERE 


ity WARP BROS., CHICAGO 51 














Feel it, 


KING COTTON Th ak TO T c H 
CLOTHESLINE MEAT TTT RED ee 


& . 





. 

This new clothesline is a real value. 
it's the best grade which will really 
sell in volume. And this is a NEW cord 
a new type of construction with 

a tighter, more uniform braid which 
gives you a tough, heavier, more 


durable cord. 


Connected 50 ft. hanks of sizes 6 
and 7 are packaged in individual 


polyethylene bags; high display visi- 





bility for the product and complete 


protection from dirt, dust and 





handling abuse. 
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King) Cotton 
"iy CORDAGE 


105 Duane Sireet * New York 8, N.Y 


, 
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CLIP THIS COUPON 
FOR FREE SAMPLE 


King Cotton Cordage 
105 Duane Street 
New York 8, New York 


Please send me a sample of the NEW 
King Cotton Clothesline 


Name 


Address 





City State 


My Jobber is 


Lome 2 Oe Bees aeaeeaeanaereaas 








Now Atkins quality comes to garden tools 
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WZ / No.3 Shrub Rake 
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No. 24L 


Leaf and ‘ 
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Not shown-— 
No. 24S 


All Purpose ® ‘'Perma-Tine’’ Construction... Cast in Aluminum 


Broom Rake ® No Rusting Between Aluminum Frame and Tines 


® Finest High-Carbon Oil-Tempered Tines 

® Fiexes But Won't Break 

® Replaceable Clear-Lacquered Handle 

® Largest Leaf Area ® Biue Enamel Finish 


The new ATKINS INTRODUCTORY OFFER presents the 
first of a brand-new line of high-quality ATKINS garden tools. 
You get a FREE shrub rake with each leaf or broom rake you 
buy! Sell the shrub rake for extra profit or offer your own 
‘free rake special’ and watch the sales pour in! 


See your ATKINS wholesaler today... rake in extra profits 
1 ATKINS icc sates 


— SAW DIVISION . 














BORG-WARNER 
CORPORATION 


indianapolis 9, Indiana 
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Tinker...to Evers...to Chance 


The close co-ordination of three outstanding players made 
this the most famous double-play combination in baseball: 
cat-quick Joe Tinker at shortstop, pivot man Johnny Evers 


at second base, and at first base the sure-handed Frank Chance. 


All three men indispensable for fast, smooth ball handling. 


Producer...to Hardware Wholesale: 






...to YOU, the Hardware Retailer 





All three members of our hardware combination are impor- 
tant for the fast production and smooth flow of goods. The 
Hardware Wholesaler is the “pivot man.” He receives from 
the Producer the stock you need and relays it to you 
unerringly —when and where you want it. Your Hardwore 
Wholesaler is a specialist who saves you time and money 
by performing many functions for you. For example: 


He cuts your operating costs by stocking a multitude 
of items—both seldom-called-for and those you sell every 
day. Otherwise, your inventory and operating expense 
would be higher. 


He simplifies your purchasing problems by keeping 
you informed about new products, and by knowing where 
to find scarce items for you. 


He helps keep your store running smoothly by rush- 
ing badly needed items to you more quickly than you could 
usually obtain them direct, and by passing on to you sound 
product knowledge. 


He reduces the cost of the items you buy because he 
can distribute more efficiently than producers could if they 
dealt with all their hardware customers direct. Thus product 
costs are lowered, and the savings passed on to you. 


He is a single, convenient source for all your hard- 
ware needs. Imagine the time-consuming complication if 
you had to deal with every manufacturer individually! 


Dealing through Hardware Wholesalers can give you 
one extra turnover per year.” 


*PRatimate by National Hetail Hardware Association 
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\ op -for quick identification 


-for approximate Measurement 
-for full Protection 


ACCO now comes up with a great 
new idea in chain selling—an idea 
that will not only increase your sales 
of AMERICAN chain, but will save 
you time and trouble while building 
your profits! 

From now on, ACCO chain will be 
color-marked, approximately every five 
feet, with a self-identifying band of 
stick-tight tape. The tapes, each 
bearing the name ACCO and the grade 
of the chain, will be in standard 
industry colors as follows 


GREEN for ACCO Proof Coil 
RED for ACCO BBB 

BLUE for ACCO High Test 
| 5 © for ACCO Alloy 


Containers are marked with the same colors 


Quick identification « These new 
markings tell you and your customers 
instantly what grade the chain is, and 
who makes it. This makes selling easier 

and makes buying easier and faster 
It eliminates the possibility of confu- 
sion or error 
Easy Measurement « Because one of 
these bright, durable tape markers ap- 
pears approximately every five feet of 
the chain, it is a simple matter to 
measure off the desired length of chain 
in seconds 

Full Protection « These color- 

identification markers assure the user 
that he is getting genuine ACCO-made 
chain of the grade he wants — and in the 
length he wants. No chance for any- 
thing to go wrong. Even a color-blinag 
person can identify these chains by 
reading the clear markings! 


Now, more than ever, it will pay you to 
stock and push AMERICAN chain. 
Order these color-identified chains 

from your distributor today 


American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atianta, Boston, Chicago, Denver, Detroit 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh 
Portiand, Ore., San Francisco, Bridgeport, Conn 
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Editorial 


by W.A. Phair 


Sounds good, but is it .. .? 


One of the biggest causes of ulcers in sales managers these days is the 
job of trying to think up a new sales gimmick every few months. In the 
wild scramble to maintain sales volume, the types of sales gimmicks being 
used by hardware manufacturers seem to be getting wilder and wilder 
and crazier and crazier, This trend, especially the frequent use of cash as 


a sales “incentive,” is a dangerous one. 


If these unhealthy sales gimmicks continue to be used, they will destroy 
the concept of salesmanship and service that have been the cornerstone of 
the success of the hardware trade over the years. 


Surely, today’s hardware products are not so devoid of sound selling 
features that wholesale house buyers and salesmen must be continually given 


cash incentives to promote the product. 


Have wholesale house executives ever given thought to how this practice 
encourages low margins and bypasses the normal economic channels of their 
businesses? Have they weighed the extent to which this practice removes 
from their hands the control of the activities of their salesmen and put 
such control in the hands of the manufacturer who offers the cash incentive? 


This practice is distorting the outlook of wholesale house buyers and 
executives so much that they, themselves, are aggravating their profit 
margin problems at a time when the trade is particularly concerned about 
profits 


We also see many short profit lines getting special consideration from 
wholesalers who are blinded by the false logic of these sales boosting plans. 
This doesn’t seem to make sense at a time when we are all concerned about 
profit margins 


The use of cash incentives, or push money, or whatever you will call it, 
is not new. It has been used on and off over the years. But it never before 
reached the proportions that it has now achieved. 


The amount of money involved in some of the present sales ‘“‘contests”’ 
is startling; the size of the cash awards being distributed these days takes 
the effort out of the realm of incentives. They become, in effect, a switching 
of margin dollars from one hand to another, without consideration of the 


overall effect of the procedure. 


In many instances these days the size of the cash bonus is over-shadowing 
the values of the product itself. It is diverting the efforts of the distribu- 
tor’s salesman from an over-all service job, to a pointed effort to push an 


individual item or line. It blinds buyers and salesmen to the strength or 
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Editorial 


weakness of the line itself. It distorts the economic picture of the whole- 
sale house by diverting sales dollars from margin accounting. It tends to 
transfer control of the salesmen’s efforts from the distributor to the 
manufacturer. 


It destroys the incentive to the manufacturer to develop sound, long 
range dealer selling programs, with fair margins. It encourages the use of 
cash “bonus” payments directly to buyers and salesmen, instead of using 
these dollars in normal promotional activities. 


We certainly do not criticize a salesman for taking advantage of these 
opportunities to win cash awards; nor do we question the use of occasional, 
modest cash prizes in the introduction of a new model, etc. 


But we do feel that the use of outright cash payments under the guise 
of “incentives” is growing to the point where this money is taking the place 
of the critical judgment of a buyer in appraising the saleability of a line; 
it could eventually become a substitute for quality in a line. 


It is penalizing those manufacturers who are endeavoring to build 
quality and value in their products; it is penalizing those lines that attempt 
to include fair margins in their prices on the assumption that the dis- 
tributor will make a reasonable effort to sell the line. 


This trend, if it continues at the present pace, can do great harm to 
the inherent values of the manufacturer-wholesaler-dealer distribution 
system. 


Incentives can have value... 


Incentives can be very useful in stimulating sales, if the proper tech- 
niques are used. In fact, it is very probable that wider use of incentive 
programs or profit-sharing plans for retail salespeople could greatly improve 
the quality of retail salesmanship. The experience of dealers using such 


plans supports this statement. 


But, to be effective, an incentive plan must have value to both the firm 
as well as to the individual. Hence, such a plan cannot be a haphazard 
affair where outsiders contro] the payments. 


In the case of a wholesaler, it would seem that the primary goal of an 
incentive program would be to improve the productivity of salesmen, to the 
end that the firm’s operating costs would be reduced and margins corre 
spondingly improved. The salesman would benefit to the extent justified 
by his contributions to this lowered cost. 


The only way in which this can be achieved is by an incentive program 
that improves the sales of all lines, not just one or two Increasing the sales 
of one line, at the expense of others, can actually result in higher operating 
costs for a wholesaler, rather than a lower cost. 


So, instead of encouraging the use of cash bonuses by manufacturers, 
perhaps wholesalers should act to have this cash put into a better margin 
This, combined with a good incentive program operated by the wholesaler, 
for the wholesaler, could well help solve today’s profit squeeze. 





continued 
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ILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 








This closer packs a 3-way sales punch. It elimi- 
nates he:droom interference: it is safely out of 
the way when the door is opened. Its installa- 


tion is neater, less obtrusive no brackets are 
required. And finally, it is completely depend. 
i able 


Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 


To cash in on Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS gf 


_ 


\ 

COMPLETELY UNIVERSAL! 4™) 
to ae y MA 
7A 
” | 
a (G vel 








ILCO “UNIVERSAL’ 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 








Here's the closer that licks normal installation 
problems. It’s ready for mounting as is 
without any mechanical change... on right or 
left hand doors. No more“ wrong handed”’ in- 
stallations 


AIL ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis-  . 
appled or abused), have a rugged, leak-proof Hl Bs 
construction, an extra powered helical coil ; 
spring and a heavy, forged steel, one-piece 

shaft and crank which eliminates breakage 


Tle straight line tosatisfied customers. 


a ie ta _ pig 5 ” ce AP "iN , 4 . . a P. + 4 Lm ; “cane 
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25 Million Fishermen, Hunters 
Represent $1.3 Billion Market 


Supplying the hunting and fishing market is be 
coming a huge business. In 1955, a survey by the 
U. S. Fish and Wildlife Service shows some 25 mi! 
lion Americans spent a whopping $1.3 billion on 
equipment for these sports. 

The survey, the first ever conducted, shows the 
average sportsman spends $115 a year for these ac- 
tivities, of which $52 goes for equipment and $638 fo: 
lodging, food, transportation, etc. 

An estimated 20 million persons fished last year, 
and 11 million hunted (including seven million who 
did both). 

Women should not be discounted in promoting the 
sale of sporting goods. Some five million women fish 
and almost half a million hunt. 


Spending for hunting and fishing is bound to rise a 
leisure time increases and government increases out 


laye for recreation ared de velopment, 


Dealers Don't Like Survey Form 
To Be Used On Wage Checkup 


The U. S. Bureau of Labor Statistics has refused to 
go along with pleas from merchants that the forth- 
coming retail wage survey shows average pay for the 
industry as a whole. 

The survey, covering the pay period ending nearest 
Oct. 15, will break down wages paid by various types 
of stores, probably including hardware stores. 

A BLS official says the bureau has definitely turned 
down the retail industry's request. The bureau has also 
turned down merchants’ requests that the survey in 






BY WASHINGTON BUREAU OF HARDWARE AGE 
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clude fringe benefits many employees receive such a 
purchase discounts. 

The dispute between merchants and the BLS over 
the form of the study at one time threatened to touch 
off a refusal by stores to cooperate in answering the 
survey, but most businessmen are ready to go along, 
BLS officials believe. 





There ts little question that opponents of the retail ex- 
emption to the federal minimum wage hour law hope 
to get ammunition from the survey when it ts pub- 
lished sometime next apring. 


Bigger Homes and Families Mean 
More Sales of Household Goods 


The market for appliances and other household goods 
will expand rapidly over the next 19 years, according 
to projections by the U. S. Census Bureau. 

Census Bureau statisticians figure formation of new 
households will run at a rate between 700,000 and 
1,000,000 through 1975, which means that today’s 4%.% 
million households will become about 51 million by 1960 
and may hit 67.4 million by 1975. 

The Bureau also figures that the number of married 
couples will increase rapidly, from today’s 37.6 million 
to between 48 and 50.6 million by 1975, thus creating 
sizeable new markets at an average annual rate of 
857,000 marriages a year, compared with only 291,000 
a year for the past five years 





The Bureau warns, however, that its projectwns as- 


sume present economic and marital trends will con- 
tinue, and points out that the number of households 
formed may not be identical with the volume of new 
house construction. 

(Continued on page 96) 
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REPEAT 
SALES 


WITH KWIKSET “400” LINE LOCKSETS 


Pencils don't last long for the jobber and dealer 
who supply Kwikset ‘'400" line locksets. They are 
constantly in use writing repeat orders. 
You get more repeat sales with these low cost, 
easily installed locksets because they are 
unconditionally guaranteed to give outstanding service. 
Be sure you are always well stocked with Kwikset 


‘'400"" line locksets ... and with pencils! 


“America’s largest selling residential locksets”’ 


KWIKGET GALES AND SERVICE COMPANY + ANAHEIM, CALIFORNIA 
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LATEST 


Versatile Vise 


Home workshop owners and pro- 
fessionals will be customers for 
the Gyro-Vise Model No. 734%. Vise 
features increased jaw width plus 
removable and replaceable pipe 
jaws and 1%-in. polished anvil sur- 
face. Gyro-Vise operates on round 
base on which it can be turned and 
locked in any desired position. Vise 





may be removed and kept in a 
drawer or tool chest. Vise may be 
easily removed to different loca- 
tions and mounted on additional 
bases. Columbian Vise & Mfg. Co. 


Vor more data circle No. 1 on postcard, p. 161 


Water Pump Package 

Here is a complete water pump 
package for water systems custom- 
ers. Submerga pump package con- 
tains a complete 7 gpm '4 or Ye hp 
submergible pump with 40, 80, or 
150 ft of cable attached, contro! 
box, air release and gauge, pressure 
switch and one-piece air charger. 
Addition of a pressure tank and 
the proper length of pipe completes 
the water system. Pumps have ac- 


12 


INFORMATION ON NEW PRODUCTS AND SERVICES 











tual capacities of 3 to 12 gpm and 
pumping depths to 550 ft. Red 
Jacket Mfg. Co. 


For more data circle No. 2 on postcard, p. 161 


Rake Assortment 

Here is an assortment of rakes 
which are the first products in a 
new line of garden tools being in- 
troduced. Called Perma-Tine, these 
rakes are available in styles No. 
24L, for leaf and grass; No. 245, 
all-purpose broom rake; and No. 3 
for shrubs. Rake tines are high- 
carbon and oil tempered. Tines 
are permanently cast in aluminum 
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frames to prevent rusting and to 
allow a flexing action without 
breakage. Atkins Saw Div., Borg- 
Warner Corp. 


For more data circle No. 3 on posteard, p. 161 


Budget Priced Lockset 


This residential 
lockset features the same inverted 


budget priced 
cone in the knob as the popular 
Sunray lockset. New unit is called 
Sunray Deluxe and is available in 





all standard finishes. Unit was de- 
veloped to meet the demand for 
more impressive interpretation of 
locksets in budget priced 
Western Lock Mfa. Co. 


For more data circle No. 4 on postcard, p. 161 


homes, 


Heavy-Duty Circular Saw 


Home workshop owners looking 
for a heavy-duty saw will be cus- 
tomers for this 9-in. tilting arbor 
circular saw. Saw will cut to depth 
of 2% in., enabling operator to cut 


45-degree tilt. 


; 


full 2-in. stock nat 
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features 


Saw guarded safety 
switch, raised tilt scale which can 
be read without bending over, and 
up-front controls. Saw uses *4 hp 
motor and is rugged enough for 
commercial jobs too. Rockwell Mfq. 
Co.’a Delta Power Tool Di 


For more data circle No. 5 on postcard, p. 161 


1957 Power Mower Line 
This company’s 1957 line of eight 
rotary power mowers includes five 
completely new models: two self 
propelled and two deluxe units, in 
both 18 and 2l-in 


l8-in. economy model 


model , and an 


line are 





FOR THE HARDWARE DEALER 


lleading the 


the self-propelled models, 


feature me 


Automowers, which 
chanical drive. Automower is put 
into drive position by moving han- 
dle forward, and put into free 
wheeling position by pulling handle 
back. A knob 


gives the operator the desired for- 


single adjustment 
ward speed. A push-lever arrange- 
ment adjusts the machine to five 
cutting heights. The 2l-in. Auto- 
mower (illustrated) retails for 
$129.95 and 18-in. Automower re 
tails for $124.50. Lawn-Boy Diw., 
Outboard Marine Corp. 


For more data circle No. 6 on postcard, p. 101 


Plastic Weather Strips 
Three types of plastic weather 
strips are being featured by this 


company. For general purpose use 






there is white and neutral 


pure 
weather stripping 
trated) prepacked in 20 ft lengths. 


grey (illus- 


For casement windows and over- 
head garage doors there is a strip- 
ping packed in a self-selling plastic 
bag For bath tubs and fixtures 


(('ontinued ori page x 
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Want more information on these 
products? Then use free post 
card on page 101. 








| in hardware merchandise... 


TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
eee: eee 











New Clothesline Package 


Bison grade of clothesline is now 
packed in a new two-color, pastel 
tone plastic bag which shows the 
clothesline and protects it against 





soilage. Two 50 or 100-ft hanks of 
No. 7 cord come connected although 
each hank is in an individual bag. 


John H. Graham & Co. Ine. 


For more data circle Neo. 7 on posteard, p. 161 


Tools in Gift Packs 


You can sell hand tools as Christ- 
mas giftea with this manufacturer's 
promotion, the X20. X20 gives you 
a colorful 30-in. Christmas tree to 
attract shoppers to the 15 different 
hand tools packed in plastic red or 

Included is a new 
tools 


yreen stockings 
(illustrated), 
plastic stock- 


Car-Pack of 
You also get a 44-in 
(Continued on page 114) 











“vse El” app WaRE 
STORE 
SALES 

“1966 aoe 
ps a 
sULY » sony unadjusted) 


(in millions) 


| ' Diet , < 


ow she 


















sete?) eee ew we | 


_Lhesyyl [yea 








et r 
| zz r al 
. gh6Uf CT 


rrFf 
rreef ‘ 


eoerrerre 








For more How's the Hardware Business see page 141 


Sales Up in Non-Trading Stamp Stores 


July Hardware Sales Register Big Gains 


Hardware Wholesalers July Sales Ahead 


Trading Stamps Losing Punch On Home Ground; 
Chains Report Waning Value, Anti-Stamp Feeling 


The giant food industry, home 
ground and chief bulwark of most 
trading stamp plans, is enjoying 
its best year ever... with or with 
out trading stamps. 

Increasing numbers of food 
dealer reports made available to 
HARDWARE AGE through Progress 
sive Grocer Magazine show volume 
on the increase in all stores, and 
dissatisfaction mounting in those 
stores sacrificing a sizable chunk 
of profits to buy trading 
stamp plans. 


costly 


What about the value of com- 
munity stamp plans to cut costs, 
remain competitive, and hasten the 
doom of the big stamp companies? 
Do local stamp plans really work? 
How do they work? Be sure to read 
“More facta about the trading 
stamp headache” beginning on page 
45 to be fully informed on this 
stormy, tmportant subject. 


Food store sales at mid year are 
up an impressive 6.5 percent. This 
figure includes non-trading stamp 
Stamp giving stores had a 
higher average of 9.8 percent for 


stores. 


i4 


this period, but stores without 
stamps did surprisingly well at 5.4 
increase over last year in the face 
of potent stamp competition. 

In brief, non-stamp stores 
showed an increase that was over 
half as large as their stamp-giving 
competitors. But non-stamp stores 
had none of the heavy expense of 
stamp plans, or the time and 


(Continued on page 141) 


Hardware Wholesalers 
Have Heavy July Gain 


A gain of 10 percent for hard- 
ware, plumbing, and heating goods 
August over the 
same month last year has been an- 
nounced by the Commerce Dept. 


wholesalers in 


The hardware group increase for 
the seven months ending in Au- 
gust, as compared to last year’s 
like period, is 8 percent. 

For all merchant wholesalers, a 
gain of 8&8 percent was registered 
Year to 
showed a 


in August over last year. 
through August 
healthy 10 percent overall whole- 
sale gain. 


date 


July Hardware Store 
Sales Continue Gains 

Sales in retail hardware stores 
during July were $250 million, the 
Commerce Dept. reports. This is 
percent 
higher than the $238 million re- 


$12 million, or over 5 
corded in July, 1955. 

For the first months 
ended in July, sales are $1.57] 
billion. This is $91 million, or 6.15 
percent higher than the like pe- 
riod of 1955. 


Seasonally unadjusted estimates 


seven 


for the last three years are: 


millions of dollars 


1956 1955 1954 

January 175 170 165 
February 171 160 172 
March 207 196 196 
April 227 225 221 
May 266 246 229 
June 275 242 232 
July 250 238 233 
Seven month ee 
total $1,571 $1,480 $1,448 
August 237 216 
September 251 230 
October 259 243 
November 244 246 
December 317 319 
Total $2,788 $2,702 
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Rem, cases and kegs as far as you can see... all packed 
with RB&W bolts and nuts for shipment. This is just 
part of our finished stock... and in just one of our four 
plants. 


Obviously, only good fasteners with good reputation can 
sell in such volume. It proves that people everywhere recog- 
nize RB&W fastener-quality and buy it. 


MORE REASONS TO DO BUSINESS 
WITH THE RB&aW DISTRIBUTOR 
The most complete line in the field 
Top quality throughout the line 
Complete reliability of supply and product 


Fast, accurate and friendly service 


yaer > 


The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, make sure to make it the RBawW line. 
Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. Y. 


DISTRIBUTORS FROM COAST TO COAST 
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Portion of Warehouse in RB4&W's Port Chester plant. 


Fifty million fasteners can't be wrong 


TI1th year 


Port Chester, N. Y 
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Los Angeles, 


Coraopo!l's 
California 
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POST AD — A full-color, easel-mounted repro- 
duction of the November 3rd ad. 


2 WINDOW-WALL POSTERS—20’ x 20’ in full 
color with the slogan “Bright Gift Ideas in 
Stainless Steel.” 


20 MERCHANDISE PRICE TAGS— Use these to fea- 
ture each item of Stainless. One side carries the 
“Bright-Gift-ldea” slogan, the other side has 
space for the price. 


4 DIE-CUT EASELS— Designed for counter or win- 
dow display. Two are 20" x 20” full-color re- 
productions of feature illustration in the Post 
ad. Two are 15”"-high girls with message “You'll 
Love Living with Stainless . . . for Life!” 


e! 

SET OF RADIO SCRIPTS—Six open-end radio 
commercials. Easily tailored to fit your promo- 
tion and merchandising activities. 





HERE ARE THE CONTENTS OF YOUR FREE STAINLESS STEEL MONTH MERCHANDISING KIT 





2 SETS OF RETAIL-SELLING GUIDES—FExplains 
what to tell customers when they ask about 
Stainless Steel. Gives reasons why Stainless is 
a good buy. 

2 “AS ADVERTISED IN THE POST" STREAMERS— 
21" x 13° imprinted with the slogan “Bright 
Gift Ideas in Stainless Steel.”’ 

NEWSPAPER-AD HEADINGS AND ART SHEET— 
For use in your local tie-in advertising to build 
store traffic and sales for the Stainless Steel 
items you sell, 

SET OF PUBLICITY RELEASES—Stories on Stain- 
less Steel Month to send to your local news- 
papers. 

DEALER PLANNING GUIDE—Tells how you can 
tie-in with Stainless Steel Month. How to use 
the merchandising kit to build attractive win- 
dow and counter displays. How to build your 
own newspaper ads. 
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You’ve asked for a repeat performance... 


Co again, im EO... 


With hundreds of comments such as “Wonderful”... 
“Great Sales Builder” ... “Give Us More” pouring in 
from manufacturers, distributors and retailers, we just 
had to repeat Stainless Steel Month in 1956. 










NOVEMBER 


This year’s nationwide promotion will be even big- 
ger and better. Republic is backing the promotion with 
more advertising, more publicity, to help you sell more 
Stainless Steel housewares, kitchenwares, sinks, coun- 
tertops and appliances. 

A TWO-PAGE, FULL-COLOR AD in the November 
3rd issue of The Saturday Evening Post will carry the 
slogan “Surround her with Stainless... she'll love it 
for life’’ into more than 5,000,000 American homes. 
The ad emphasizes the permanent beauty, durability, 
ease of cleaning and high styling of today’s Stainless MAKE YOUR PLANS NOW TO TIE-IN WITH THIS 
ee Gree, BIG PRE-CHRISTMAS PROMOTION 

To add impact to the promotion, a big new merchan- 


dising kit has been designed with even more free point- @ Mail the coupon for your free merchandising kit. 
of-sale materials than last year, 


iS STAINLESS 
STEEL MONTH 





® Start planning your window and counter dis- 
Stainless Steel Month offers a real sales opportunity plays. 
to everyone who makes, distributes or sells Stainless 


@ Stock up on Stainless Steel Housewares and 
Steel products, 


Appliances. 


REPUBLIC STEEL 
Well While Reange of Stiwelard, Sols ana Steol, Prodliteta 


Se ee ees eee ee SS SSS SS SS SS SS SSF SS SS See ee SS & = 


Please send me _free “Stainless Steel Month” mer- 
(number) 


chandising kits. 























Name. ahiciemenitaas Title 
REPUBLIC STEEL 
CORPORATION Company ——— BEER 
Advertising Division 
Dept. C-2322A Address 

3154 East 45th Street 

Cleveland 27, Ohio | | 
City pu Zone State 
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In UEUY field lheve 5 Ld leader eon 


the sash cord and 
clothes line your customers 
deserve because they offer 
more quality, longer life... 


all at no extra cost! 


eA Y 
: - 


Rn Es. 


...now bagged and tagged for_g#F 3s 
. . (CMR? Wo 
new point-of-sale impact! “@ASSS 


. 


~ 


SAMSON CORDAGE WORKS ... BOSTON 10, MASS. 





iia 
Samson offers many other cords for better vse everywhere 


See us at the 
4 National Hardware 
show 
W/ 


SACHEM WHALE CROCUS BEAVER TITE- ROPE STARLINE HORIZON STRATOLINE 
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naturally... 


you 


WANT 


THE 














JOE! MY NEW MOWER 
USES A GAS ANO OIL <r 
MIXTURE FOR FUEL— 
CAN YOU HELP ME ? 








© 





SURE ! NO TROUBLE AT ALL 
WE HAVE LOTS OF CALLS 
FOR PRE-MIXED FUEL. ITS 
EXACTLY THE SAME AS 
USED IN OUTBOARD MOTORS 


4] 

















WHATS THIS POWER PRODUCTS | 
DOUBLE POWER ACTION 


VE HEARD ABOUT ON TY ? 














A 


COME OUTSIDE 
I'LL SHOW YO 











| READ IN THE POST ABOUT THE POWER 
PRODUCTS INSTRUMENT PANEL CONTROL 
DOES THIS ENGINE HAVE THAT ? 











YES, SIR RIGHT HERE. THIS 

FINGERTIP CONTROL KNOB SETS 

iT FOR START, RUN, IDLE OR 

STOP. IT’S EASY CONVENIENT 
CLEAN AND SAFE 
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according to independent newspaper surveys* 


THE MAIOR MOWER BRAWNE 
YVSE POWER PRODUCTS 





in Sacramento, Cal. In Seattle, Wash. in Saltlake City in Duluth-Superior in Newark, N. J 


of the 4 top the ; of the 4 top the Loy 4 of the 5 top 
elling brand ime elling brand ise elling brands use selling brands us« selling brands use #4 
r wer Product i wer Product r” ver Produet Power Produet Power Products fi 
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in Portland, Ore in Phoenix, Ariz. In St. Paul, Minn. in Chicago, Hl. 













the 4 tor the S te ) : of t re } top ; of the ; Lop 
selling brands usé elling brand ise elling brands use selling brands use 
Power Product rower Products Power, Products Power Products 





in Milwaukee, Wis. 
of the ; top 
selling brands use 


bs ser Products 
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in San Jose, Cal. 
4 of the » LOD 
selling brands use 


in Portland, 
of the 4 ‘op 


selling brands 
Power Products 


\ 
in Washington, 0.¢ 


Power Produet 





/ the 4 top 
in Modesto, Cal. in Omaha, Neb selling brands use 
Power P roduc 1 
t of the 4 top the 4 top 
: cin ) “@q - rin? cj j ° : 
selling brands use elling bra ‘ in Columbus, Ohio 
im wer Products Power Product 
1 of the 4 top 
: , <-f : . selling brands use 
In Long Beach, Cal. in Fresno, Cal. in indianapolis, ind. in Cincinnati, Ohio powee Products 
tS of the 6 top | of the 4 top of the 4 top the 4 top 
selling brands use selling brands use selling brands use s¢liing brands use 
Power Products Power Produet ower Products Power Products 


in Honoluly 


4 of the : Lop 


selling brands use ® Source: Consumer Analysis Reports, are regularly compiled by 
Power Product local independent newspapers in each of these 7! markets 


Yow Sell Mowers..-.mot service 
problems... with Mowers Equipped 
with Power Products Engines 











first... 

Power Products’ engines, year in and year out, require little 
service. They have only 3 major moving parts. This means = 
“asy maintenance because there are fewer parts to wear. 95 





second ... 




































JOE! MY NEW MOWER 


USES A GAS AND OIL <e 
MIXTURE FOR FUEL— ee 
CAN YOU HELP ME? J 
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A 


SURE | NO TROUBLE AT ALL 
WE HAVE LOTS OF CALLS 
FOR PRE-MIXED FUEL. ITS 
EXACTLY THE SAME AS 
USED IN OUTBOARD MOTORS 














WHATS THIS POWER PRODUCTS 
DOUBLE POWER ACTION 


VE HEARD ABOUT ON TY ? 
—_ J 
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COME OUTSIDE 
LL SHOW |} 
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| READ IN THE POST ABOUT THE POWER 
PRODUCTS INSTRUMENT PANEL CONTROL 
DOES THIS ENGINE HAVE THAT ? 
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YES, SIR, RIGHT HERE. THIS 
FINGERTIP CONTROL KNOB SETS 
iT FOR START, RUN, IDLE OR 
STOP. IT’S EASY CONVENIENT 
CLEAN AND SAFE 
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HERE’S ALL you DO. FILL THE TANK FROM THIS 


YOU HAVE FUEL YOU HAVE PROPER LUBRICATION! 


WHILE \'M GONE, IF THE MOWER NEEDS FUEL. 


f 
' 


AND DON’T WORRY ABOUT OIL. AS LONG AS 


T 


ee 


THIS IS THE SAME TyPé 

3 OF ENGINE THAT IS USED 
ON LARGE LOCOMOTIVES, 
OCEAN VESSELS, HEAVY 
EARTH-MOVING EQUIPMENT 
AND OUTBOARD MOTORS. IT 
FIRES ON EVERY PISTON 
STROKE, NOT EVERY OTHER 


WOW ! SOME MESS GEORGE ! 
YOU GET A MOWER WITH A POWER 


PRODUCTS ENGINE. IT USES PRE-MIXED 


FUEL 


El AS MANY OPPORTUNITIES TO START FOR 


WHY DON | 


NEVER TOUCH AN OIL CAN 


MS am 


- 
% 
Lad oad 
~ 
; 


LET ME DEMONSTRATE THE FIRST ADVANTAGE [c= 
OF DOUBLE POWER ACTION EASIER STARTING! 
TWICE AS MANY POWER STROKES MEANS TWICE 


wo & 
EVERY FOOT YOU PULL THE STARTER ROPE 


ie ‘a "© 


Joy 


STROKE, AS SOME ENGINES 
DO. IN SHORT, TWICE AS 
MANY FIRING STROKES 
DOUBLE POWER ACTION! 


UTSIDE 
SHOW YOU 


| ‘ 


ARE ALL MOWERS NOISY 7? 


os 


| 


NOT THIS MOWER MAM! 
POWER PRODUCTS HUSH-TONE 
MUFFLER MAKES THIS 


. Ww GC ¢ 
WHISPER ~~ Ss 
ee 


MODERN STYLING WITH TWO 
TONE COLOR APPEALS TO 
TODAY'S BUYER 


























THE RIGHT ENGINE 


means SALES 


From your most expensive model to 





your leader unit, you can double your sales 
ammunition. Sell the difference in engine 
features as well as the different mower 


es 


features. Only Power Products gives 
you a complete line of engines . 


eae 


the right engine for each product. 





On your standard 
18-20 inch mowers, the 
Power Products 605 
gives you top dollar 
appearance with a 
rope start engine. 


ONLY THE POWER PRODUCTS ENGINE 
gives the power mowers you sell these 


important sales making features 


@ Modern styling to add eye appeal and 
sales appeal to the whole mower. 


om @ Double Power Action for easier starting, 
SS faster acceleration, smoother cutting. 


i ss Convenient modern pre-mixed fuel that 
eliminates messy oil changing and checking. 
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CORPORATION 
GRAFTON, WISCONSIN 
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AT ANY SPRAY 


Exclusive ‘Green Trigger’ 
instantly locks Aqua-Gun 
ot desired sproy 
position 


* EXCLUSIVE - 


“GREEN TRIGGER” 


iS THE 
SF . DIFFERENCE! 
FROM ANY SPRAY 


A squeeze of the hondle 
avtomatically releases the 


“restos” = RESET with MELNOR'S Brand Nt 
TO ANY SPRAY 


A flick of ‘Green Trigger” 
instantly changes sproy 
from off to pre-set Eo 
spray position ; 


We'd like to introduce you to the newest mem. 
ber of the Melnor family .. . the Aqua-Gun Hose 


Nozzle! Just grip it and you get any one of 





100 spray positions from fine mist through full 
stream. Once you've shaken 
une | hands with the Aqua-Gun F O 
yourself you'll see why it’s a 
if sure thing to up your garden 
volume this season! 


retail 





Hundreds of thousands of customers will shake hands with Aqua-Gun 
in Melnor’s exciting new display box... it invites action and gets it! 


MELNOR METAL PRODUCTS CO., INC. ° a6 40 45th Avenue °* Lone isiand ( ity l. N f 
HARDWARE AGE, SEPTEMBER 27, 1956 












NEVER BEFORE... 


a vacuum bottle like this! 









it’s the beautiful, new 


UNIVERSAL 


Pour-Eady 


VACUUM BOTTLE 

























with 8 Revolutionary Features! Oy 
; EXCLUSIVE 
) a MARKET-TESTED 
Here are the most revolutionary new vacuum eesees 


bottles in the 50 year history of the industry. 
‘ ; RedOrange and Grey with 
Styled in colorful pastel shades, the new Blue-Green cup. Yellow and 

’ : es ° {, \ ole ° 
Universal “Pour-Easy” Vacuum Bottle ney WE VENTE ony 
will virtually sell on sight. The 
DRIPLESS PLASTIC 


POURING SPOUT 


practical bottom opening for easy 


replacing of glass filler is just one 
... easy to clean 


of the 8 big new features that 
. stays clean 


will place UNIVERSAL first in 


vacuum bottles that really move. 





a "ttn 


98 


from 
Pours like a pitcher... 
never drips a drop! 


Neo. 3380 Quart 
Noe. 338! Qvuert 















4090 Workman's Lunch Kit No. 2680 Pint No. 3384 Quvert 
409 Aluminum Lunch Kit No. 2681 Pint with 4 nested cups 
EASY-ON KLEEN-SEAL BOTTOM FILLER LOADING 
SHUR-GRIP CASE 
EASY-OFF CUP STOPPER 
; 2 é . Roettom opens for 
Newly designed Hands won't slip on The new flexible ; 
quick and f’aey re 
shock resistant plas ail this exclusive “Shur stopper makes pos , 

-. : hig ; placement of g| Li. 
tie cup seals tight rip” corrugated : itive seal Sitaye a Yo aay Rag ener 
or comes off just as ease. Play up this “sweet easy to it hit de , 

; ae Fees absorber mounting 
easily with a “twie feature that really clean. Has tab tor Be ee 
- (at cuts down bre ikhage 
of the wria.” selle them | easy removal i 







































PRE-SOLD i tre BIG 3! — get this FREE 


colorful display 


Hard-hitting, large- 
space ads in Look, 
Oct. 2 (out Sept. 18), 
Life, Oet. 15 Cout Oct. 
11) and the Post, 
Nov. 17 Cout Nov. 
13), are pre-selling 


A real shopper stop- 
per! Holds four pint 
bottles, twe quarts, 
workman's launch kit 
See your | nivereal 


Distributor 








millions on exclusive 
“Pour-Rasy™ features 
Look for these big ads 
in the “Big 3!” 








LANDERS, FRARY & CLARK, NEW BRITAIN, CONN 
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, The greatest advance in 





e@ bicycle shock absorbers in years! 








EVANS’ /“) EVANACTION FORK 


A BRILLIANT 
NEW SELLING FEATURE 





Completely new, completely redesigned, 
EVANACTION’S resilient, natural rubber combined with coil steel 
springs “PAVES” the rough roads to new-highway smoothness! 





or now 
0 


‘ once 
EVANACTION the P — . ihe 














iome w 
CONIC scour, sa available jar 
. iymP" , on Oo , 
Write today for catalog and prices delv oo va eay! men hes, 
"wr "a Ta a Se " : o* ° mod & proy ide 
EVANS PRODUCTS COMPANY Evans 






, . c ) , . » . 
‘pt. Al- ( - ¢ : 
Dept. AT-9, Plymouth, Michigan action giv 


EVANS PRODUCTS COMPANY also produces: 





railroad loading equipment; truck and bus heaters and ventilating systems; Evaneer fir plywood; Evanite battery separators 
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JONES & LAUGHLIN INTRODUCES 


JALZAINC 


JALZINC is Jones & Laughlin’s 


new trade name for its high qualit; 









zine coated steel sheet and coiled 
product. JALZINC answers your 
toughest forming, rolling and 
drawing problems. 

Produced by the proven Send 
zimir process, JALZINC hasa tight, 
uniform coating that resists crack- 
ing and flaking. The high lustre 
finish greatly improves the ap- 
pearance of your end product 
JALZINC is available in a wide 
range of gages and widths in both 
cut lengths and coils. 

Users are enthusiastic about 
JALZINC’S uniform ductility, flat- 
ness and surface finish. Write to- 
day for complete details. 


Jones & Laughlin Steel Corporation 
Dept. 510, 3 Gateway Center 
Pittsburgh 30, Pa 
Please send literature on JaALZinc 
Please have JAL representative call 


—_—_———_— ——— ee ee Of 


Name 


a yition 


Pf ° : f r. 
ca i - v2 
, os 


s 


a. 
if bd 


Company if at 
é. Flee 
| ing 
Address: , 
{ ity Jone 


aes Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 
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9,250,000 AMERICAN FLYER 
COMIC BOOKS! 


Exciting railroad adventure stories in full color, with 





each book featuring American Flyer Hobby Corner. Books 
will be packed in Kellogg’s Sugar Smacks and Sugar 
Pops. Kids are invited to send for American Flyer catalog 
and 160-page Model R.R. book. American Flyer will be 
featured on WILD BILL HICKOCK and SUPERMAN, two 


top TV shows. 

Hroverrisme REACHING 
100,000,000 READERS! 
Full page ads in LIFE, DELL COMIC books, BOYS’ LIFE, 
POPULAR SCIENCE, POPULAR MECHANICS and other 
top publications. Large space in Sunday comic section 


of 28 newspapers. 


HIGH POWERED PUBLICITY! 


American Flyer trains, Erector sets, Gilbert Chemistry, 







etc., appear on the nation’s foremost TV shows year- 
‘round. Gilbert toys have already been on STEVE ALLEN 
SHOW, ART LINKLETTER, STUDIO ONE, BEAT THE 
CLOCK, MICKEY MOUSE CLUB and many, many others 


this year. 
| FULL-COLOR CATALOG! 
1,000,000 copies of handsome 52-page American Flyer 


catalog, showing trains, accessories, etc., in full color. 
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BIGGEST GILBERT PROMOTION 


IN TOY HISTORY! 


designed to sell more AMERICAN FLYER trains... 
more ERECTOR and GILBERT toys 














TAs 


Advertising Dept 
The A. C. Gilbert Co 
New Haven 6, Conn 


Please rush 1956 Retail Promotion Kit 


Name 





Title — 


a iad 


City Zone _.___ State 
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CHIME MERCHANDISING DISPLAYS (0.303 SHOWN 


















tea 


nee = — 
— 
LUNGEN BUZZERS. ADJUST NEW 
ABLE TONE AND VOLUME TONE 





TRI-VOLT TRANSFORMERS 
12, AND 18 VOLTS 


ELLS 














BOLERO tit CHIME!’ 


| NOTE 4 


YiBRECHORD 


6 





BELLS 


NOTE 





FULLY ENCLOSED DIXIE TYPE LIGHT DUTY ADJUSTABLE 
B 


Specialists in Signaling since 1872 / DESIGN / DEVELOPMENT / MANUFACTURE 
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NUBEL EXPOSED-GONDO BELLS 


There are four good reasons why there's plenty 


of profit for you in Edwards’ “sound” line! 


1. lhe market is booming! Hundreds of homes in 
your own shopping neighborhood will get new 
chimes transtormers. buttons. bells. even fire 
alarms, this year. Americans are on a “spruce-up”’ 
spree . many are looking for new signaling hard 
ware in your store It's a volden opportunity for 


volume sales 


2. tdwards quality protects your profit! People 


want quality and quality sells at a fair markup. For 
over 80 years. Edwards has been the standard for 
signaling devices that look better, sound better, and 
last for a lifetime. That’s quality that builds cus- 


tome! satistace tion. repeat sales. good profits. 


3. Edwards helps you merchandise! Free mate- 





AT ANY ‘0 KNOCKOUT 





HOME FIRE ALARMS COMPLETE SYSTEM WITH SIGNA Nit 
AND OFtt TOR* 


National Hardware Show, New 
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EAS! MOUNT DOORBELL AND CHIME 
TRANSFORMERS. EASY TO INSTALL 








“SOUND” LINE FOR EXTRA PROFIT! 


rials from folders to counter and wall displays have 
heen engineered by kdw ards to help you sell. Dis 
plays that operate, demonstrating Edwards quality 
in sound, in sight and in operation. And don’t for 
get Ldwards advertising and public ity, constantly 


pre selline prosper ts 


. 

4.) Stocking is simple. Order everything from your 
Ldwards distributors one catalog covers the 
whole line of signaling equipment, designed and 


manufac tured hy kdw ards. 


How big is the home improvement and do-it- 
yourself market? 50 million dollars big! Get your 
share with Edwards line of signaling equipment. 
for more information, see your Edwards Distrib- 
utor or write Dept. HA-9, Edwards Company, Inc., 
Norwalk, Connecticut. (In Canada: Edwards of 


Canada. Ltd.. Owen Sound. Ontario. ) 


ALL-PURPOSE CONTACTORS 


7 








LA DOOR TRIPS MAKE AND 
BREAK AS DOORS OPEN 


PUSHBUTTON 
MERCHANDISING DISPLAYS 
NEW 0.330 SHOWN e 





NEW SYLVAN CHIMES 
(SENUINE NATURAL GRAIN 
WOOO CASES 


York City Coliseum (Booths 540 and 541), Oct. 1-5. 
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Order Gates Garden Hose now 


Advance booking order for 1,000 feet of 
Gates Garden Hose brings your display 
.when you want it! 





















ag ise Garden Hose Esta 5 REASONS WHY 
IT PAYS TO PLACE 
ADVANCE BOOKING ORDERS 


Better price. Your advance order allows 
* wholesaler and manufacturer to make savings 
usually passed along to you. 


2 Eases your financial load. Since advance 
« booking plans usually carry a dating plan well 
into the season, you are actually selling merchan- 
dise before you pay for it. 





PROVED PROFIT-BUILDER 


In thousands of hardware stores 


throughout the past season, Gates Garden Helps avoid lost sales. Weather makes a 
Hose Selector Stand boosted sales. It can S big difference in garden hose sales. An early 
pour extra profits into your cash register spring can catch you unprepared unless you have 


Available FREE to any qualified 
Gates Garden Hose Dealer who did not 
receive one in 1956. 


given your wholesaler an advance booking order. 


4 Assures delivery of all items you request. 
* You protect yourself against backorders and 
substitutes. 


A Enables you to do a better job of ordering. 
* With the gardening season still fresh in your 
mind, you remember which types of hose are 
most popular with customers, and have a better 
idea of the quantities you can sell. 





Makers of quality garden hose 
for more than 30 years 






YOUR STOCK ON WHEELS 


This beautiful tubular aluminum 


stand stocks all your Gates hose DO iT NOW! 


moves easily to any location on heavy- 










duty casters 
Available on ‘‘cost-back’’ basis: With 
each display stand you buy, you get four 
50-{t. lengths of Gates Estate Garden Hose 
FREE. Sale of this hose returns the cost 
of the stand, plus a profit TPA 126 











get this Jeti” display FREE! 





2 barggj,’ 
GATES 99 rden 
9orden hose 


water flows 
hand turns 


This remarkable display shows, with motion, the greater water flow 
available through full-size Gates Garden Hose. Teamed with Gates Selector 
Stand, shown on opposite page, it encourages customers to buy bigger, 
more profitable grades of hose. It’s a permanent display. Powered by a 
single pair of flashlight batteries, it can be placed anywhere... near cash 
register ... in store window. 


CONTACT YOUR GATES WHOLESALER 
aa 


~c.. Garden Hose 
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Brager sales ahead 
for folyelhiylene 
Noudensant. 


National survey shows 


increasing consumer preference 


Eight out of ten consumers pick polyethylene house- 
Wa>res whe nm LiIvenl a choice of artic les similar ith de 
sign, color and utility [his is the finding of a national 
survey by the Alfred Politz Research organization. 
( OUStIner TCASOt poly thy le ne houseware SAatTC long 
wearing unbre ikabl and sate, 

furthermore, those already using polyethylene 
housewares said they intended to buy them again. 
A large number of those using housewares of othe 
pla tic materials, metal or glass, said that they were 
going to switch to poly thylene. 

Thus, you can increase your housewares sales by 
stocking durable, attractive and easily cleaned house 
wares of polyethylene. But there is one important 


fact to remember! 


All polyethylenes are not the same. There are ALATHON 
polyethylene resins specially made for the finest-qual 
ifs house Wwa>©res and certain sper iic ALATHON resins 
yi ld such properties a tiffness, flexibility, stress-crack 
resistance or gloss in various desirable combinations 

Contact your supplies today and stock housewares 
made of Du Pont ALATHON or write for the name of 
the supplier nearest you EK. I. du Pont de Nemours & 
Co. (Inec.). Polyvchemicals Di partine nt. Koom 839, 
Du Pont Building, Wilmington 98, Delaware. 


j 
for n larn fiving 
/ 7 ‘i.e @e#@e 


Du Pont 
ALATHON® 


polyethylene resin 

















The Newest 
Reason 
sp Aah’) 





ARE | AMERICA’S FASTEST-SELLING 
STOVE and UTILITY MATS! 





the exclusive 
Rigid-edge" 
with the “lie-flat’’ feature 


Continual improvement has made 
Aristo-mats the top seller in the stove 
and utility mat field. First came the 
asbestos-cushion backing, then the 
safety-ringed Kant-Kut-Korners 


and Now the exclusive Rigid-edge’* 


Now, by using an exclusive patented 
process, Aristo-mat has solved the 
problem of making a better quality, more 
durable stove and utility mat. Your 
customers will know about this scientific 
pioneering through Aristo-mats 
powerful national advertising and 


publicity program. Make sure you are 





Formed under able to profit on their demand. 
*Patent No. 2,707,510 Check your stock and order your 


Aristo-mats today! 
Actual laboratory tests prove the exclusive 


Rigid-edge increases strength approximately 100 
per cent, stiffmess 300 per cent, and definitely 
improves the appearance of the mat. 






This sturdy floor display 
rack takes little floor 
space, yet substantially 
increases the frequency of 
“Impulse” sales. Holds up 


SOM Ly, 


A division of PHOENIX TABLE MAT CO é 
PALS se Chicago 49, Ill. 


to G6 dozen assorted mats. 





“oie! OF 2 fituny 


ad 
2” Guarenined by © 


Distributed in Canada by 
STERLING INDUSTRIES «+ 8&8 Scarlett Road, Toronto 9, Canada 


Only Aristo-mats have the exclusive Triple-feature! 
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This Fact-Filled Book Shows 


You Step by Step How 


to Sell More of Everything 
in Your Store... 


—— Ways ate inf od more walk-in 


ia poise Reasons why Do-It- 
Yourself Flourishes. 


@10 Automatic Gains for the Re- 
tailer who follows this plan. 


oer © Plan Store Layout to 
Meet » bt. Habits of Your 
Customers. 
@To Sell it Display it: All About 
Displays 


@ Personality in Selling 
@ Direct Mail Rules 


: N 
Advertising tells you how... Written in Plain 
How-To Style by Experts! Send for it now! 


Kenneth 
this new book as “ 
to the times. for today’s modern merchant.”’ 





invest 25c | Earn *1000 








ew Book on Merchandising, Selling and 


Kramer, Managing Editor of BUSINESS WEEK, describes 


. a kind of post-graduate course in selling, keyed 


It shows and tells you how to use American rental sanders as a means of 
earning ONE THOUSAND EXTRA DOLLARS of net profit yearly. 


Also —in this unique 48-page sales promotion tool —experts show you how 
to use store layout, window displays, store interiors, personal selling, 
direct mail, telephone directory, store magazines, newspaper, radio and 


TV 
It’s something new and inspirational for every retailer and wholesaler . 


a new insight on do-it-yourself and how to sell! Send for this down-to- 
earth practical book today! Available only from American! 


advertising to sell more of everything in your store! 














@Pro Kit, furnished by DO-IT. YOURSELF RENTAL TOOLS z Be 
American, is illustrated and ex- WORLD-WIDE SALES AND SERVICE j =e Amenese Meer Caremng Meme Ce | 
plained for each type of store- $22 So. St. Clair $t., Toledo 3, Ohio 
promotion. Enclosed i's 75 Please send me your sew 45 ge tive 

| trotted book entitied A Tested Petailing Flan for Maku 4 
| $1,000 Extra Met Proft Year After Year 
—— ‘ ’ 
... All this and more,a | '* MERICAN As: Suhel ic ccdesedadvevdbietianeedecestocnnes 
a te i he noon cer scm co | fis 
BD Meme cc ccccocccccccescscccvesscoccoococoscceooes 
, ESTABLISHED 19 EO Sac an aac Ret PRS 
| Toledo |, Otte | City fate | 
RRR oe pe 
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Columbian CARTON Coils 


Feed factory-clean Columbian Pure Manila or Radium 
Sisal through hole in top of this sturdy, non-kink dis- 
penser. Three-coil shipping container packs 3 sizes: 
4", %" and “4” diameters. Approximately 20 Ibs. 
per carton, or 60 lbs. of rope for full container. Light- 
weight, colorfully printed — makes an attractive, easy- 


to-reach display on counter or shelf. 





Columbian COLPACK 
Display Rack 
Combines neat, handy Col- 
pack Cartons of all sizes in 
20” x 29” of floor space! This 
eye-compelling display sparks 
plenty of impulse sales 
holds one Colpack 25, two 
50's and one box of 100’ con- 
nected coils. Comes com- 
pletely assembled, ready to 


use. 


COLUMBIAN ROPE COMPANY, Auburn "The Cordage City’’ N.Y. 





With These 


COLUMBIAN HELPERS! 


MANILA ROPE 


Se ened 


— “ 





Columbian COLPACK Cartons 


Dispense your choice of Columbian Pure Manila or 
Radium Sisal in diameters from %6" through “4” — from 
the sturdy Colpack Cartons! No lashings to cut... 
just draw rope through hole in top . . . leave uncut 
portion perfectly coiled and protected from dust inside 


carton. Easy to handle, store, display, and sell! 


Four sizes: 25 \bs., 50 Ibs., 75 |Ibs., and 100 Ibs. 


Columbian Rope MERCHANDISER 


Display 7 sizes of rope in 22” x 12” ‘Columbian} 
of floor space! The 52”-high Col- | : | 


umbian Rope Merchandiser meas- 





Pus 


ures the required length of rope 
and cuts it for fast, easy, con- 
venient selling. Your rope is 
displayed in a single compact lo- 
cation — forcefully reminding your 


customer of his needs! 
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Columbian Displays Make Money... 
Ask Your Jobber to Prove It! 
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i, = 
millions of Lausons 


and... 


millions for Lauson!... 


plus electric starters and 
10 exclusive new features! 





That’s what new ownership has done for 
Lauson since January |...and 


as a dealer in power equipment... 


here’s what that. means to you... 


@ With more than a MILLION Engines already sold for 1957 
and with production already quadrupled for 1956... 





YOU are going to see more Lauson Engines than ever before 
and PROBABLY RIGHT IN YOUR OWN ESTABLISHMENT! 


@ With MILLIONS of dollars being poured into an ultra-modern 
new plant and machinery, engineering and talented personnel... 


YOU can give YOUR power-equipment customers better. 
performing, better-made engines than ever before! 


@ With such new impact sales-features as Electric Starters . . . 


YOU will find YOUR Lauson-powered equipment easier to sell! 


@® With 10 exclusive Lauson quality features... 


YOU will have sales-clinching ammunition and better-satisfied 
customers because LAUSON ENGINES ARE IN A CLASS BY 





THEMSELVES! 
F ; 
L-BusOon's 10 Exotusive Remember that almost all top-brand manufacturers 
Quality Features include... ; 
now install Lausons on much of their power-equipment. 
@ Precision-Machined Cast-lron 
| Cylinder Sleeve ) | 
@ Cast-lron Valve Guides So, to sell more power equipmentin1957... YOU 
i @ Ground Cams (not merely shaped) will do well by SPECIFYING LAUSON EN- 
@ Finest, Highest-Priced Magneto GINES ON ALL THE POWER EQUIPMENT 
| @ Tested under Load for 20 Minutes! you BUY! 





AUSON ENGINE DIVISION 


TECUMSEH PRODUCTS COMPANY, NEW HOLSTEIN, WIS. 
Quality Leader of Small 4-Cycle Engines Since 1896 


SEE US AT BOOTHS 846-848 © National Hardware Show New York City Oct. 1-5 New Coliseum (Fourth Floor) ¢ You will be especially welcome! 
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Extra-lteng bledes 
on the Ne. 22 
sheers let you cut 
mere grass in one 
clip then is pos- 
sible with eay 
other make. 


ANNOUNCING TRUE TEMPER’S NEW 
NO. 22 ‘GARDEN CLUB’ GRASS SHEARS 


Opens wider than 
others, lets you gather 
more grass for cutting. 
Pivotiess blede assem - 
bly pute constent cut- 
ting pressure between 
blades. 


New Slicing Action Makes Cutting Easier, Cleaner 


True Temper engineers have developed a totally new kind 
of grass shears. These shears, No. 22 Garden Club, cut 
crisp, clean, easily. ‘Try them yourself. 

Notice that there’s no blade pivot bolt. ‘The upper blade 
assembly moves back toward your hand as you squeeze the 
handles. This is a true drawcut slicing action—the upper 
blade under constant pressure is drawn back and over the 
lower blade. 

You'll notice, too, that these shears open wider than any 
others. This allows more grass to be gathered for the extra- 
long blades to whisk clean. 

Work them along cement walks or drives. Lots of clear- 
ance avoids scraped knuckles. Flat-surfaced bottom blade 
means you can get down close to the turf. ‘The grip is more 
comfortable with the handles close together. 

Order a quantity of these new shears, today. They’ll give 
you more to talk about with your customers than all other 
brands put together. ‘True ‘Temper Corporation, 1623 Euclid 
Avenue, Cleveland 15, Ohio. 





No. 22-— weight each, 14 oz., 13" overall. 
Packed 6 in attractive display carton 














Ne more scraped 
knuckles. See the \ 
wide clearance. \ 
Flat bottom blade N 
lets you get close 


to the turf. 
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SWAN'S NEWEST HOSE CREATION! 


A Nylon Truck-Tire-Cord-Reinforced 
Plastic Hose that remains 





soft, flexible, pliable, 





and easy to handle 








in temperatures 





as low as 50 degrees! 








Leave it under full water 








pressure in hot sun for days 















with no danger of bursting! 









a 





50-FT FULL Y2 INCH| '° $745 


INSIDE DIAMETER Coit | “"'?" 


at 




















Swan PRESSURE-MESH Garden Hose has a smooth, Available in beautiful light green color in full 'y-inch 
tough innertube of LOW TEMPERATURE plastic and 5,-inch inside diameters. The ',-inch size WILL 
reinforced with Nylon truck tire cords, and a cover of DELIVER 10.5GALLONS, AND THE 5,-INCH SIZE 
virgin vinyl plastic. It is light weight, easy to handle, 17 GALLONS PER MINUTE AT NORMAL WATER 
easy to clean and keep clean. PRESSURE. TIME REQUIRED TO WATER THE 
‘ . P . , 4 % ' . ‘yr . ’ ’ ‘ = ») , ‘ : ‘ 
Special heavy duty couplings consist of smooth, flush- AVERAGE SIZE LAWN IS 5.2 AND 3.1 HOURS 
, P .%Clr> ‘ “ry , . , 
mounted nickel-plated ferrules, and a nickel-plated RESPECTIVELY. 
nut with extra gripping surface which makes it easy Fact tag tied to each coil gives complete product 
to secure quick, watertight connections. information. 
NO | coor =| SIZE ] PACKAGING | SHIPPING UNIT i (itwté‘(:”*t*CtWYTCWCS 
| Full | 25-11. coil coupled 5 coils per 125-49. carton 13 Ibs 
8840 | Green ) »-inch 50-ft. coil coupled 5 coils per 250-'t. carton 26 ths 
1.0 75-**. coil coupled 3 coils per 225-4. carton 23 ibe 
— —————— + —~+ aes + ~--— . wae ee - - + 
| Full 25-*t. coil coupled 5 coils per 125-11. carton 15 ibs 
8960 | Green | “-inch 50-ft. coil coupled 5 coils per 250-1. carton 30 Ibs 
75-4. coil coupled 3 coils per 225-'t. carton 27 ibs 

















SWAN RUBBER COMPANY « Bucyrus, Ohio 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
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EACH YEAR Mire and Me Amerisane 


SWAN 


as... £ Beas. 





ARDEN 


SWAN SINGLE BRAID 
BLACK No. 165$ 4 95 


to retail at 


For a 5O ft. full Yo inch 


inside diameter coil 








SWAN SINGLE BRAID 
BLACK No. 8050 $7765 


to retail at 


For a 50 ft. full %/\16 inch 


inside diameter coil 


GARDEN HOSE 
7 
7 eens 


ri 


SWAN SINGLE BRAID 
GREEN No. 8000$"995 


to retail at 





6, Ye! 


grame® For a 5O ft. full Ye inch 


( WA . . 
inside diameter coil 











RUBBER 





SWAN SINGLE BRAID 
GREEN No. 8100$@95 


to retail at 


For a 50 ft. full % inch 
inside diameter coil 





—— GARDEN HOSE 
os 
alee) ——s 


19 Ye? 


ee 


SWAN SINGLE BRAID 
RED No. 8101$¢@995 


to retail at 


For a 5O ft. full % inch 


inside diameter coil 








10 Yea 


Gyorame® 
SWAN DOUBLE BRAID 


GREEN No. 8190 $9 395 


to retail at 





For a 50 ft. full % inch 


inside diameter coil 





‘ 








ae, ae) ee 2 ee ee oe 










SWAN 
TRANS-LITE 
No. 8856 


(,voranteed 
le! Y ex rs 


i > 6” 


For a 50 ft. full 
Y inch inside 


diameter coil 











SW ANSEAL 
No. 8500 


(,vaoranteed 
8 Yeors 


Bis $ 5% 


For a 50 ft. full 
inch inside 
diameter coil 


ALSO AVAILABLE IN 








BRILLIANT RED diameter! 
(Ne. 8501) 
WAS THE CROWN JEWELS sol 
"Plastic Garden Hose 
RAS ee NOW ONLY | 
$595 
SW ANSEAL FOR A 50 FT. 
No. 8640 
(,voranteed Full 
8 Yeors Yo inch 


at 
For a 5O ft. full 
34, inch inside 


diameter coil 





Gian GARDEN HOSE! 


inside 
and s 7? 5 a 
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GARDEN HOSE 










Full 
"Iie inch 
inside 


diameter! 










LOOK! 





SO FEET... 33.95 & 

















SWAN-LITE GARDEN HOSE IN 


WAS 


p= 


FOR A SOFT. 
cou 








Full 
"lie inch 


inside 











Booths 206-208 





VISIT US IN ATLANTIC CITY 

























































~ Swati IMPROVED 
TRIPLE-TUBE 
SPRINKLE-SOAKER 


The Swan Triple-Tube Sprinkle- 
Soaker is made of light weight, 
super strength plastic which tests 
2400 Ibs. tensile strength! Has 
beautiful green “High Fire” finish. 
Water channels are larger, “hole 
growth” has been eliminated, and 

reater sprinkling and soaking 
ability achieved at sre water pressure! Easy to un- 
coil, and place on lawn. 


The Sprinkle-Soaker lies absolutely flat like a ribbon. 
Ie will not cwist out of position under pressure, and 
remains exactly where it is placed. Thus it sprinkles 
the exact area desired. The only practical way to sprin- 
kle or soak long narrow strips, terraces, uneven terrain 
~~ all those hard-to-get-at places. Since the water 
openings are on one side of the tbe only, it will 
not wash out soil or tender roots when sprinkling. To 
use as a soaker, turn the water openings down and 
adjust pressure. 


Special inserts where water enters tubes balance the 
water flow to each tube in correct proportion, thus pre- 
venting tube collapse, and assuring even water volume 
to all three tubes the full length of the Sprinkle-Soaker. 
W ater openings are scientifically placed to assure every 
square foot of area is thoroughly soaked. 


Has special Swan triple-tube male and female couplings STYLE LENGTH honcuandetind wor 

with indestructible plastic end cap for flushing out, or 
: : . . : eee , rinkler carton 1] Ib 

attaching Sprinkle-Soakers in series. Available in 25 Se es < ws : S cegeag a 

and 50 foot lengths. Mounted on full color display | ” . saideelinesr cto beonaeasa 

board as illustrated, 








Fiat Side Rests 
on (orour d 
Water Oper ings 
Up 











Worlds Largest Meavtectere: of 
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SwWatt wo.3 
PLASTIC SPRINKLER 


This full %s-inch inside diameter Swan lawn sprin 


kler and soaker is made of virgin vinyl plast 





25-FT. 
RETAILS AT 


$439 


hHiundreds ot holes pierced all around the tube throw 


out a gentle rain-like spray about 20 teet wide the 






enure length of the tube 








| Available in 25 and 50-ft. lengths. Beautitul grass 

STYLE LENGTH PACKAGING WEIGHT . 
green color with muirror-smooth tlame_§ tinish 

Ne. 3 25 tt 10 sprinklers to carton 10 Ibs Equipped with brass female coupling and end clip 
Ne, 3 50 f 10 sprinklers to carton 18 Ibs Has strong, colorful wrap-around display band 

















which tells complete product story 


Swat No. 2 
PLASTIC SPRINKLER 


Here is excellent value in a lawn sprinkler everyone 


NOTE: Avelieble in cartens ently 






20-FT. 
RETAILS AT 


$415 





SPRINKLER 





can attord! Made otf beautiful green plastic in 20 
and 45-toot lengths. Full inch inside diameter 


Hiundreds of small OpPcningRs pierced all the way 






















| srvie | LENGTH PACKAGING WEIGHT around the tube produce a steady rain-like spray 
about 15 teet wide the entre length ot the tubs 

Ne. 2 20 f+ 10 sprinklers to corton 5 ths 
35 fh. 10 sprinklers to carton 7 tbs. Equipped with brass temale coupling and end clip 





strong colortul band prac ks terrifu selling punch! 
NOTE; Avoileble in cartons only. 


SWAN RUBBER COMPANY ° BUCYRUS, OHIO, U. S. A. 


World’s Largest Manufacturer of Garden Hose 


' 




















more facts about the 


Trading stamp 
EADACHE 





Should you run a local stamp program? How much will it cost? What are the advan- 
tages? What is the experience of other dealers with such plans? For the answers to 
these questions, and for many other facts about trading stamps, read this article. 





Trading Stamp Outlook in brief 


p> Community stamp plans growing in number. Such plans usually sponsored by 
7 local merchants; stamps are redeemable for cash or merchandise in community 


stores. Advantages are low cost to dealer and keeping trade in local stores. 


i 

c p> Big national trading stamp companies step up promotion to consumers to combat 

Ww . 

we local plans. Schedule heavy newspaper and consumer magazine ads for Fall. Example: 
S&H starting fall campaign with 2-page color ad in Saturday Evening Post. 

” p> Little likelihood seen of any effective legislation being passed to curb big trading 

p. stamp companies. 

id 


B Signs appear that consumers are getting confused, annoyed over large number 
of different trading stamps issued to them. This could bog down further growth of 


national stamp plans. 


ne 
“) The revolt of the smaller merchant against the However, the local stamp plans have the strong 
s profit-smothering trading stamp mania appears to be advantage of being much lower in cost (they run fromm 
"? taking a turn that could seriously hurt the big trad- 1 to 1.15 percent of sales). 
" ing stamp companies. This new trend is the growing Since the stamps issued under such a plan are al 
. use of loca] stamp programs. ways redeemable, for either cash or merchandise, in 
Ip This expanding interest in local stamp plans is ad- local stores, they bring back to the community busi- 
h! mittedly a strictly defensive gesture and does not end ness that previously went to out-of-town redemption 
the burden of carrying the extra costs of any stamp centers. 
program This interest in local stamp plans does not indicate 
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Trading stamp headache 





(Continued ) 





S, > [DISCOUNT |< @ 


Seve This “Discount Dollar” for Free and Valu- 
able Premiums. See list of merchants on other side. 


HARDWARE 


S | DOLLA! r< 


These discount dollars are used by a group of Min 
nesota stores as part of a local stamp pian. Back 












of the coupon lists the sponsoring stores. See article 
for description of this plan 


This frontal attack on stamps by a North Carolina dealer 
felis the cost story trankly and logi« ally. 















TO SAVE 


XS 


AMPS 





———— 


1 


you can SAVE CASH* 


| THE CASH WED PAY FOR STAMPS 
| AND PREMIUMS IS PASSED On To 
j 00 2 on tomee pees . 

iT ADDS UP IN A SHORT THME! 


oF ae 


You den’ here te Gey ome of coy bind whee vee 
make @ perchese Gere You W get leet cnertly ehet ree 


A= efelte beew ofp Geeleeee & Gelee epereted far « 
pret = Ge peuple @he work for © com make © Dring 
vet te tap end of (he lowest poseiite prive nan "hs oly tephel thet ene lee roe oot & e@eitiee t 


et tipher te atew ter gree of Semee freer ore the Hem pou want te bey cont meeney. tom ond the only 
cugpoeediy gi ee ace thet money cam comme from w the «estomer 





the very minimem for overhead and profit |! 


GENERAL HARDUARE You “a Cash 


NOT STAMPS when 
Se you shop here! 














any lessened opposition to stamp plans by hardware 
dealers. Criticism of the stamp gimmick is still loud 
and strong and many dealers believe that a store can 
be operated profitably without giving away stamps. 

On the other hand, a great many dealers believe 
that stamps are so firmly entrenched that failure to 
give stamps will seriously hurt sales. They also feel 
that if they can operate a local program, it will seri- 
ously hurt the national stamp plans. They point out 
that to a consumer, a local plan has many advantages, 
especially the ability to redeem for either cash or 
merchandise. 

If these local plans grow in numbers, they believe, 
they could hurt the big stamp companies to the point 
where it might not be profitable for them to operate. 
Then, if the national stamp plans were to die, it would 
be an easier task to slowly drop the local plans entirely. 
That, in any event, seems to be the reasoning behind 
the strong interest being shown in local stamp plans. 

Meanwhile, the big trading stamp companies, appar- 
ently sensing the growing opposition to stamps, are 
setting up elaborate promotion programs to sell the 
value of their stamps to consumers. 

While some efforts have been made to pass state 
legislation to curb trading stamps, the legal depart- 
ments of the big stamp companies have succeeded in 
delaying the effectiveness of any such legislation. The 
general opinion is that it is doubtful that effective 
legislation can be passed. 

With these facts as the background, it can be seen 
why retailers are looking with such interest in the 
local stamp plan idea. 


> What is a local stamp plan? 


A local stamp plan usually consists of a group of 
merchants, all in the same general shopping area, who 
form their own stamp company. This stamp company 
buys stamps, or coupons, or whatever device is used, 
sells these to participating stores, and then buys back 
from the merchant the filled stamp books which he 
has redeemed for his customers. 

Usually one person, perhaps a local lawyer or bank, 
acts as the central operating point for the plan. 

The stores that are members of the plan issue 
stamps on the same basis as the big stamp programs. 
When a book is filled, the customer can have it re- 
deemed at any of the member stores, for cash or mer- 
chandise. 

Since the aim of local stamp plans is to keep costs 
as low as possible, the actual costs of the stamps the 
dealer buys vary from time to time. Changes in the 
percentage of stamps redeemed, printing costs, etc., 
affect the overall cost of operating the plan from time 
to time. 

The cost to a merchant for participating in a local 
stamp plan usually runs between 1. and 1.5 percent 
of sales, as compared with 2 to 3 percent for the na- 
tional stamp companies. This represents a savings of 
50 percent. 

An important advantage of the local stamp plan 
is that it keeps the stamp redemption business in 
local stores, instead of distant redemption centers. 
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When filled stamp books are used against the pur- 
chase price of merchandise, the store operator also has 
the advantage of his normal margin. 

It is very important in operating a local stamp pro- 
gram to have enough stores participating to assure 
that shoppers will be able to collect enough stamps to 
make the program appealing. 

Warning: Some states require a stated cash value 
on individual stamps and the redemption of stamps, 
at this value, in odd quantities, if a customer requests 
it. Be sure to check your state laws before printing 
stamps. 

These local stamp plans often differ in details of 
operation. Several examples of local stamp plans, ac- 
tually in operation now, are described in the following 
field reports. 


> How the Lincoln, Neb., plan works 


A group of merchants in Lincoln, Neb., including a 
hardware store and a large department store, operate 
a stamp plan called the Community Stamp Plan (which 
is copyrighted). The plan is managed by a group of 
who the 
The plan has a central office where all business 


nine directors are connected with stores in 
plan. 
matters of the plan are handled. 

Cost of the stamps to member stores, in pads of 
5000, run from $12.50 per pad for 20 or more pads, 
to $13.50 for one to nine pads. These stamps are 
issued by the stores to customers on the basis of one 
stamp for each 10¢ purchase. Each customer’s stamp 
collection book holds 1200 stamps. 

A stamp book, when filled, can be redeemed by a 
shopper in any of the member stores for $2 in cash or 
$2.50 in merchandise. The books can also be used in 
payment of charge accounts. 

When a merchant has accumulated a number of re 
deemed books he turns them in to the central office of 
the stamp plan and receives $2.50 for each filled book. 
The cost of this plan, to participating stores, is esti 
mated as follows: 
if 75°. of customers take stamps, the cost is 1.875%. 


If 50° of customers take stamps, the cost is 1.25% 


> A plan for a town of 1300 persons 


A somewhat different version of the local stamp 
plan is used by a group of nine stores in a Minnesota 
community 1300 population. Here is how 
this plan works in the words of a dealer who is in the 


plan. 


of about 


“We had been giving a national trading stamp ap- 
proximately nine months, with little increase in busi 
ness. Perhaps we gained a few new customers and 
possibly lost a few because they felt we had raised our 
prices to pay for the stamps. 

The cost of these national trading stamps was 2.% 
percent, buying them in $140 amounts or 3 percent in 
lesser amounts. As you pointed out in a recent issue, 
it would take quite some increase in sales to pay for 
this. 

“Our next problem was how to get out of this plan 


without dropping it cold and without losing the con- 
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Just Too Many 
Grocery Stamps 


By MKS. NANCY 8. MITCHELL 
606 Manor Ridge Dr, NW, Atieote 





My pet peeves—and getting more fanatic daily—is 
those darn stamps the clerks insist on giving at nearly 
every store. 

One can't avoid them at 
any turn. And because I'm 
too Scotch to turn them 
down—since I'm paying for 
them anyway—I keep letting 
myself in for feeling like a 
sucker each time I get a 
handful of them. 

Now I find myself trying 
to keep up with four dif- 
ferent kinds, pasting them in 
four different books with four 
different catalogs from which 
to choose articles that I didn’t want in the first place 

What housewife can honestly say they LIKE having 
this extra chore thrust upon them’ 

Wouldn't it be better to simply lower food prices and 
do away entirely with this commercial come-on «0 in- 
sulting to our intelligence? And how can anyone believe 
that it doesn’t all come out of our pocketbooks? That 
stuff you get costs, as well as printing the catalogs, books, 
stamps and promotion for the scheme. 

Who else pays for it except that much put upon, 
slightly demented public which is forever being hypno- 
tized into thinking that it is getting something for nothing? 


pet 





Do you have a pet peeve? If so, send it in to: Women's 
Peeves, The Atlanta Journal, P.O. Box 4649, Atlanta 2, 
Ga. Include your address and telephone number. The 
Journal will send $5 to the writer of each letter published. 
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Trading stamp headache 





(Continued ) 


fidence of customers. Our thinking was that as long 
as we were foolish enough to give them stamps so 
that they could get merchandise free, that we other- 
wise should be selling them, why not at least get them 
into the store to pick up the merchandise and increase 
our store traffic that way. 

“So, we organized nine different stores into our 
plan——one grocery, one apparel store, etc. The local 
printer prints the stamps, which we called “Discount 
Dollars (see illustration), in denominations of 25¢, 
$1 and $5. 

“The redemption value was set at 2¢ per $1 on re- 
tail price. When we, or the other redemption center, 
an apparel store, return them to the original merchant 
who gave the “Discount Dollar” we collect 1.5¢, or a 
25 percent discount to them. This leaves us, as the 
redemption center, a small margin to cover wrapping, 
etc. But it also brings us more traffic. 

“Only the ‘Discount Dollars’ which are redeemed 
cost the merchant any money, aside from the cost of 
printing, so we feel the percentage of cost to the mer- 
chant will not run much over 1 percent, compared 
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with 2.8 percent for the national trading stamps pre- 
viously carried. Me 

“Incidentally, of the nine merchants now giving 
‘Discount Dollars’ eight had previously been giving 
some other stamps. The customers, are, over-all, very 
happy with the plan, especially the opportunity to get 
their merchandise immediately and to see what they 
are getting. 

“We are all very happy with the results and also 
with the acceptance of the plan shown by our cus- 
tomers.” 


> How a one-store plan works 


A final variation of the local stamp plan is that of 
operating your own stamp plan. This means that you 
alone issue the stamps and the stamps can be re- 
deemed only in your store. 

There are obviously some limitations to this type of 
plan, but it can be worked successfully. Here is a 
direct report on such a program by a dealer in a large 
city in New Jersey. 

“When the trading stamp craze started recently, | 
was besieged by more trading stamp salesmen in one 
month than I had seen in 20 years. Finally, one day 
a salesman came in and sold me trading stamps. His 
plan is a little different than the usual plan. 


Se ee eee 


Five major sources of stamp company profits — 


Editor's note — The facts below are from a statement made by executives of the Double 
M Stamp Co. This company was recently formed as a stamp counseling firm. 


{1} NON-REDEMPTIONS. Despite discussion pro and con on the question of non-redemptions, non-redemp- 
tion definitely is one of the most important sources of profit. It is, however, only one source of profit 


for a merchant-owned stamp company. 


(2 


—~ 


MERCHANDISE MARKUP. An important source of profit is the markup on premium merchandise which 


stamp savers earn by saving stamps. This markup is hidden because the price of merchandise is stated 
in terms of the number of stamp saver books necessary to win the item. But the markup is there. And 
as competition between trading stamp plans becomes more intense it is only reasonable to expect 
that stamp plan operators will adjust their markups to win consumer favor. 
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SUPPORTING MERCHANTS. Most stamp plan operators make an effort to persuade other merchants 


in the community to give their stamps too. These supporting merchants purchase stamp pads and 
stamp saver booklets from the stamp operators—and the operators mark up these printed materials. 
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INVESTMENT OF RESERVES. Stamps are not redeemed the day they are issued. This means that 


money derived from the sale of stamp pads and the money set aside as reserves by the operator is 
available for investment. The really significant source of profit in many plans is the income from these 
reserves. Facts normally are hard to obtain. However, Double M is prepared to demonstrate how 
astonishing amounts of capital are accumulated in this way. These sums are available for investment 


or for refund to stores participating in the plans. 


PROFITS FROM PRINTED MATERIALS. A trading stamp company is an important user of printed 


(5 


men 


materials—stamp pads, stamp saver books, store display material, newspaper mats, handbills, premium 
catalogs, and similar materials. The purchase of printed material requires negotiation, which, when 
expertly handled, means added profit to stamp operators. 
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“Most trading stamp plans sell the dealer a quan- 
tity of books of 5000 stamps for anywhere from $10 
to $15 a book and they give the dealer a nominal 
amount of pass books to give out to their customers. 
They also give you window posters, etc. The books 
are redeemable, when filled at the redemption station, 
for gifts. 

“With the plan I bought, I purchase the books of 
5000 for less than $2 each. This price varies with 
quantity purchased. The pass books that are given to 
Mrs. Housewife cost approximately 3¢ each. Window 
posters, pennants, etc., are free. The dealer can get 
any color stamps he desires, with or without his own 
name on each stamp. 

“IT act as my own redemption station, by giving the 
housewife $2 in trade in my store. This does not cost 
me $2. | make my normal profit. It requires $120 in 
purchases to fill the pass book. 

“Now, why did | take on a stamp plan. 

“(1) Why fight it? Inasmuch as it is popular right 
now, | figured | might as well go along with the cur- 
rent craze at the smallest cost. 

(2) The advertising value of the pass book, with 
my name on it, being carried in a woman’s handbag 
or kept at home, is worth the nominal cost of the plan 

“(3) If a woman spends $120 in my store, I will 
be happy to give her $2 in trade. [f feel that this is 
good publicity. 

“It is too early for me to evaluate the full results 
of the plan, but I find that there are many women who 
request the stamps when they make a purchase and 
even ask their husbands and children to get the stamps 
when they are making a purchase in my store, 

“Some dealers may argue that my plan, because of 
its limitations, is not a good plan. The consumer is 
limited to purchase only at my store, as the stamps 
are good only in my pass books. However, that i- 
what | want. I am mainly interested in the advertis- 
ing value of the pass books. 

This plan has possibilities for a Mroup of non-con 
flicting dealers in a community, thereby broadening 
the scope of the plan. This will give the housewife an 
incentive to save stamps, if she knows that she can get 
stamps in a certain community. 

“You are right that some day, sooner or later, th 
stamp craze will die out, just as it has on past occa 
sions. But while it is hot, why not take advantage of 


its advertising value.’ 


> “Iam very bitter about stamps” 


Feelings against trading stamp plans generally are 
very strong in the hardware trade. Most of this oppo 
sition is based on actual experience with the national 
stamp plans. The emphatic opinions held by many in 
the trade are typified by the following letter from a 
Minnesota dealer: 

“I have been reading your editorials on the trading 
stamp craze, and | can only say you are not half a 
tough as you should be with your remarks. For a 
person who has had experience with stamps and who 
dropped them two years ago, my business keeps in 
creasing each month. 
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More facts on trading stamps 


The following articles, previously published in 
HARDWARE AGE, contain many additional 
useful facts on trading stamps. 


“Who's crazy now?"—an editorial discussion 
of the disadvantages of trading stamps. Pub- 


lished Aug. 2, p. 7. 


"How trading stamps affect grocery store 
profits," a report on a survey of experience of 
grocery stores. Published Aug. 30, p. |4. 


"Trading stamps not a vital shopping factor, © 
according to this survey of shoppers’ attitudes 
in Richmond, Va. Published Aug. 16, p. !4. 


"The trading stamp headache,” tells what 
dealers can do to meet stamp competition. 
Cites experience of dealers who dropped stamps. 
Published Aug. 16, p. 75. 
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“Five and a half years ago | came to this town anda 
purchased a store, bringing with me the stamp pro- 
gram of one of the major companies, which had sold 
me on their program 

“After this big stamp company got a foothold tn 
Minnesota, it came to the dealers, and said that the 
stump saving shoppers would save s0 many more 

tamps providing they could trade them for merchan 

dise. We were to tell the customer to send her book 
into a big city for the prize. This was a very cleve1 
cheme to make money faster for the stamp companies 
lsut it did not help the dealers 

“After this, the stamp company wanted to move a 
bigger quantity of stamps, so it approached the super 
markets and other large concerns and offered them the 
ame stamps, only for half the money the small mer 
chant Was paying 

“l am so very bitter about these money hungry 
stamp companies that anything | can do to hinder 
their activities | am willing to do. I have even had 
the vice-president of one of the major stamp compa 
nies in my store asking me to let up, and not be so 
angry, and not to talk against this popular plan 


“You and | know very well that any time you mal! 
a circular or give people something supposedly fo: 
nothing, if the return is 30 to 50 percent, you are 
very grateful. You can see why these stamp com 
panies are pushing so hard, because they sell $100,000 
dollars worth of stamps they only have to buy about 
$30,000 to $50,000 dollars of premiums, and pocket the 
rest. If the hardware business was that good we 


would have a lot of millionaires.”’ 












Turkey theme builds 


How to use lines from your housewares and giftwares departments 


that feature cooking and serving in a special holiday promotion 


Promote Thanksgiving aggressively to build 
traffic and increase your profits in your house- 
wares department, 

Kemphasize food preparation and serving items 
to create profitable volume for your housewares 
section. 

Your promotional period would be from Mon 
day, Oct. 29, through to Wednesday, Nov. 21. 

Make your theme, “It’s turkey time.” Play up 
that theme in all of your advertising and in your 
displays 

Why promote Thankagiving ? 

Thanksgiving rates aggressive promotion be- 
cause the averaye hardware store does from eight 
to nine percent of its annual sales volume in 
November. December and October totals are the 
only monthly volumes which exceed the average 
annual November sales figures. 

This volume points up the need to spend be 
tween eight and nine percent of your annual 
advertising budget to promote Thanksgiving 
saies in your hardware store. 

If your annual housewares sales total is $50,000 
you should spend a minimum of $1000 a year to 
advertise that section. For your Thanksgiving 
advertising expenditure for the department eight 
percent of that total would be $80 for this pro- 
motional period, 

What's the market? 

All families in this country celebrate Thanks 
giving Day to some degree, most of them with a 
turkey feast. This means that every family in 


50 


your trading area is a potential customer for 
some Thanksgiving Day needs. 

The chief market for Thanksgiving lines is 
among the new families in any area. This in- 
cludes people who moved from other sections into 
rented or newly purchased homes. It includes 
people celebrating their first Thanksgiving as 
married couples. 

People in each of these classifications want 
some new Thanksgiving preparation and serving 
items. Some of them want complete replacements 
of that equipment. Others want partial replace 
ments, and there are many who will be first-time 
buyers of complete turkey dinner preparation and 
serving equipment. 

Your potential minimum market for Thanks 
giving food preparation and serving lines may be 
determined by multiplying the number of new 
families in your trading area by $20.94 

That figure is a conservative average cost for 
the minimum essentials needed to prepare and 
serve a turkey and all the trimmings 

This expenditure would provide a new familys 
with those necessities at the following average 
prices: 

Open roaster at $2.95 ($5 if an enclosed model 

Five-piece cutlery holder set at $12 

Platter at $4.95 

Baster for 69¢ 

Six skewers for 25¢ 

If your trading area has 100 new families 
your minimum potential market could be $2,084 
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Aluminumware 

Aluminum foil, economy size 
Beveraye sets 

Bottle openers 


~ 


‘ake plates 
‘andy thermometers 


ze « 
leaning eq lipment 
leaning supplies 
‘ocktalil sets 
opperware 


‘rystalware 





anksgiving sales 


in Thanksgiving essentials for these people. 
Their impulse purchases of other types of mer- 
chandise can exceed that total. Those impulse 
purchases can include numerous big-ticket items 
for cash or on deferred payment plans. 

Salesmanship can push the sale per customer 
to a much higher figure. Some of the customers 
can be sold electric roasters, complete dinnerware 
sets, complete carving sets, electric mixers and a 
number of other fairly highly-priced lines. 

In this article are listed some of the many 
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items for which the Thanksgiving holiday creates 
a profitable market. 

Your suppliers can suggest additional items 
for your area. 

Go after your Thanksgiving market aggres- 
sively. Set your sights to make a 10 percent gain 
over your November, 1955, sales. Higher income 
is a factor which points to a better volume this 
fall for those who go after it. 

There is a good markup on Thanksgiving lines 
with many dealers using from one-third to 40 
percent for most of them. On some items they 
use as high as 50 percent. To sell the bargain 
idea on some items, excepting for fair-traded 
merchandise, it is advisable to set your markup 
on some numbers as low as 25 percent to lure 
traffic. 

How to advertise for Thanksgiving. 

Start your Thanksgiving advertising campaign 
late in October. 

Jecause you are competing with food markets 
for Thanksgiving dollars, good days to advertise 
in your trading area are Thursday, Nov. | and 
Nov. 15 

If your newspaper advertising rates are too 
high for your budget, get a local printer to run 
off some handbills on your Thanksgiving offer- 
ings. Distribute these from house-to-house in 
areas in which there are new families. Mail 
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Best sellers to feature in display, advertising 


Here are key lines to promote for Thanksgiving profits. Check over this 
list. Pick out lines you can stock. Pull these lines out of your normal dis- 
plays to feature in your Thanksgiving promotion. 


Decorative candles 
Dinnerware 


uve beaters 


el 


fake coolers types 


‘ake lifters 


clectric fryers 
ectric kettles 


I 
an openers be 
I 


‘anister sets electric mixers 


FE nameledware 


Flatware 
Flour sifters 
(lassware 


Griddles 


holders Kettles 
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“lectric broilers, open and closed 


“lectric can openers 


“lectric knife sharpeners 


Heat resistant glass ovenware 


Kitchen tools 
Knife sharpeners 
Measuring cups 
Measuring spoons 
Mixing bowls 
(Oven thermometers 
Paper napkins 
Paper towels 

Pie coolers 

Pie plates 
Platters 

Pot holders 
Pressure cookers 
Sauce pans 

Sauce pots 
Skillets 


Slicing machines 
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A demonstration booth will 























display 


A trained demonstrator who works in a well 
arranged demonstration booth will increase your 
sales of power tools 

Pian that booth to be an eye-catcher. Provide 
ample space for the demonstrator to work in 
comfort 

Our display consultant offers two power tool 
display ideas 

Fig. 1 shows a power tool demonstration 
booth constructed of three units. 

Fig. 2 uses the two side units. with additional 
shelving, to form a functional display table 


o " 
A weli sqned demonstroti fl booth 


promote more power tool and 
(J o> riers “yee a 4 YOur sfore 





Here's a unit you can use in all seasons to show do-it- 
yourselfers eye-catching displays. When you do not use 
demonstration unit, part of it may be used for functional 


Dimensions in Fig. 1 provide a demonstration 
booth 8 ft 6 in. square. Use greater floor space 
if you have room in your store 

The angied front and side portions in Fig 
serve two purposes. One is to prevent customers 
from getting too close to the tools and acces 
sories demonstrated. The other purpose is to 
support fluorescent tubes to reflect light on ac 
cessories on the angled panels. 

Cut the words “power tools” out of wallboard 


and cover the cut-out space with transparent 


' 


paper or plastic material mounted on a pine 
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sell power tools 





Place fluorescent 
frame to light up the letters. 
the line “Ask for a demonstration” 


wallboard and mount it on transparent 


the sign extra emphasis, 
to make the words “power tools” flash on and off 
| shows how sections of 
ean be installed in a wooden frame atop the side 
inits to protect customers watching demonstra 
irtner protection 


gate to the rear of the booth to keep customers 


ig-in-strip to the inner edyve of the 


while the two 
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are moved to any required location for back-to 


, 


back functional table installation. 

lig. 2 shows how you can equip the back-to 
ack unit with a plywood shelf to increase ad) 
play area 

You can divide the table top and sheif with 
standard metal corners and bin glass 

Note how you can create feature display bins 
for the end sections of the two (A) units. Use 
6- or &8-in. high bin glass for the feature bins 
You can use 4-in. high glass to bin the balance 


Attach the rear plywood gate with pin hinges 


—— 


Oo that it can easily be removed when the two 
A) init are used back-to-back to form the 
table shelf unit. The wood frame holding the 
plate glass can be installed with angle irons so 
that it may be removed easil' 

Notch the pis wood shelf supports shown at H 
«0 that center bin glass can be installed under 
them 


7 ,; F 
if {id} Zz ’ 


e eve-cati hey qualitie of the dis 
play over the top of the three units with dark 


blue lit f lf iyi W ith chrome edve molding Paint 


the front perforated panel in a lighter shade of 
hlue 
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To attract more anglers, 
and camping enthusiasts advertise 
sporting goods department as 
a Sports Shop 


your 


Encourage 
and know 


guns, 





Above 


thre gn 


pert roared 


quis onc 


‘ 
deorm: 


ing ofop 


Know-how sells sportsmen 


sportsmen. 


quiring about fishing grounds, and 
, bait and tackle used in mak- 
ing good catches. 

If your employees can pass on to 


their fishing tackle 


Emphasize the value of which equipment, 


your store's repu- 


‘Pt rts equipment. 
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If your staff knows how and where to fish and hunt you can attract 
Good display and well-rounded stocks can be further aids 


tation as fishing tackle headquar- 
ters will be enhanced. 

With an average sporting goods 
inventory of $6,000 and two-thirds 
of it in firearms and related items, 
an eastern retail hardware firm does 
15 percent of its annual volume in 
sporting and athletic goods. The 
balance of the department’s stock 
comprises fishing tackle, athletic 
goods and a fairly complete line of 
camping and outdoor. specialty 
items 

A backlog of firearms stock is 
built with the approach of the sea- 
son for hunting pest type wildlife 
and continues through the fall hunt- 
ing season. With the approach of 
spring, attention is focused on fish- 
ing, camping and boating gear, 
fishing lures, bait, tackle and re- 
lated items. 

Sporting goods are promoted by 
direct mail, display and personal 
contact with fishing and game clubs 


(Continued Ov page i ) 
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Builders’ Hardware 
Convention 





Builders’ hardware meeting keynote— 


Convention explores sales and profit problems 
in lively panel sessions. Local clubs seen of 


high value in teaching importance of consultants 


The 
of the 
the 


builders’ hardware segment 


industry proudly stepped 


on business two weeks 


ayo 
the 
tional 
of the Nationa! Builders’ Hardware 
Assn. and the 


Staye 
occupied 

the 
exposition 


four days 


This 


convention 


and for 


spotlight was na- 


and 


American Society of 


Architectural Hardware Consul 
tants, held in the Conrad Hilton 
Hotel, in Chicago, Sept. 9 to 12 
The highlights of the meeting 
were 
The program: An awareness 
that industry problems thread 


the fabric of 


problems 


themselves through 


individual company was 
all the 


exposition: 


evident at 
The 


huilders’ 


meetings 

New lines of 
hardware were presented. 
Emphasis was on new beauty and 
giamour, with items to fit all types 
traditional homes 
Standard 


hardware pointed up the 


of modern and 


and buildings. lines of 
builders’ 
items needed in 


many buildings 


and the importance of the builders’ 
hardware industry to the construc- 
industr’ it 


tended 


tion was a well at- 


and well housed exhibition. 
were held early 


the 


(,enera! ses 


S1OoT18 


in the morning, followed by 
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Better knowledge 
brings be 


opening 


evening 
builders’ 
The 
ware Assn 
the 
service, 


after 


Thompson 
Mass., is 
was first 


The 


new 





of the 
balance of the business day 
Ses BION 
hardware 
National 


customary 
William 
Corp., 
the 
vice-president 


second 


new 


exposition 


advanced 


was 
club 
Builders’ 
its 


one 


on 


ter profits 


for the 
(one 


local 


activities 


Davies, 
Weat 


president 


Hard- 


officers 


year of 


Davies- 


Newton, 


He 


vice-president 








is Joseph R. Murphy, Murphy, 
Malone & Green, Inc., San Antonio, 
Texas. 

The changed 
tional policy of electing new officers 
each year. Arthur H. Uhler, Stan- 
W orks, Angeles, Calif., 
continues as president for another 


society its tradi- 


ley Loa 
term. 

Advanced given 
during the coming year to further 
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the educational program of the So 


ciety, Mr. Uhler announced 
The greatest gains in the past 
year were in the educational pro- 


gram, he pointed out, when courses 
were given in four universities, at 
tended by 156 consultants. 
The 


( reased ry 5 


membership in 
the 


Society's 
percent during 
past year, he reported. 

The awareness of the close con 
industry and 


nection between com 


the 


pany problems was evident in 
yeneral sessions set up to discuss 
management and sales problems 


In one of these sessions such topics 


as ethics, the handling of sales 
situations, and similar subjects 
arew good discussions When the 


subject of how to educate 


and craftamen to 


carpen 
ters properly in 
stall hardware was up for consider 
the the 


point as 


ation discussions went to 


distributors and manu 
that 


probiem 


facturers realized 
the 


to nave 


“y “rT \ one 


faces mutual of how 


their merchandise installed 
correctly 
These made by 


awards were 
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New Builders’ Hardware Book a Sell-Out 





/ . 
aot 
J 
Mere is the author of “Hardware Age Builders’ Hardware 
} landbook,” Adon / / Browne! on right rer eiving grand 
award plague plus a gold watch tor the best editorial 
contribution during the past year fo Hardware Consul- 
tant, official publication of NBHA and ASAHC, pre 


sented at the banquet during the recent national con 


yvenrior 


A new text book, just off the press, entitled “Hardware Age Builders’ 
Hardware Handbook,” was shown for the first time at the HARDWARE 
AGE booth at the convention. 

A supply of hand-bound copies were rushed from the printers in 
order to have copies at the convention for examination by those attend 
ing the meeting. The response to the book was so enthusiastic that 
the entire supply was sold out and many orders for later shipment were 
placed. 

This new book was published by HARDWARE AGE to fill demands for a 
basic text for teachers and students, and for an authoritative reference 
Hardware,’ which has beey out of print for some time. Mr. Brownell 
was honored at the convention with an award from Hardware Con 
sultant, for the outstanding article published by that magazine during 
the year. 

This new book was published by HARDWARE AGE to fill demands fo: 
a basic text for teachers and students, and an authoritative reference 
for practicing consultants, distributors and architects. It fully meets 
these needs, as did Mr. Brownell’s earlier book, “Taking the Mystery 
Out of Builders’ Hardware,” which was also published by HARDWARE 
AGE. 

The new book is 8% x 1144, with 234 pages and 385 clear, easy to 
understand illustrations. [t has a hard cover. It covers the field of 
builders’ hardware with thoroughness and great clarity. It guides 
a reader from the basic aspects of builders’ hardware, through to the 
more advanced subjects, including scheduling and pricing and man- 
agement, 

Copies of this book may be ordered from HARDWARE AGE, Chestnut 
& 56th Sts., Philadelphia 39, Pa. Cost is $8, plus 45¢ for handling and 
postage. 
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Hardware Consultant, publication 


for the beat technical writing dur- 
ing the past year: N. Y. 


56 


Grand award, and a gold watch, 
of the Association and the Society, to Adon H. Brownell, Lockwood 


Hardware Mfg. Co., New York, 





Awards of merit, to William 
Davies, and Phillip Manzuk, Wil- 
liamsburg Steel Products Co., New 
York, N. a, 

The education of personnel to 
improve profits was the topic of 
the round-table discussion at the 
first session of the convention, an 
open meeting of the National 
tuilders’ Hardware Assn. 

Carl D. Himes, NBHA president, 
presided. John W. Mock, business 
consultant, of Evanston, Ill., was 
the moderator, assisted by Wm. 
S. Haswell, NBHA public relations 
director. 

The topics were selected after 
discussions at each table on what 
one problem of distributors, if 
solved. would do the most for the 
growth and progress of a distrib- 


utor s business 


Sell product first 


Here are suggestions summariz- 
ing the thinking of the groups af- 
ter discussing the topic: 

Teach personne! to sell the prod- 
ict first, and sell price second 

Provide better service to con 
tractors, 80 distributors do not 
have to depend so much on price to 
yet business 

Provide a profit sharing incen 
Live, based on net profits. 

Make department heads responsi- 
ble for the training of their pe 
sonnel. 

Instruction of employees to use 
price lists; putting cost up to man 
agement and selling up to the sales 
men. 

A number of suggestions in 
volved management taking person 
nel into its confidence so staff mem 
bers would be aware of the factors 
of doing business in which they 
could help improve profits 

Such suggestions include. ac- 
quainting employees with costs, by 
setting up separate books for each 
department, and by setting up 
separate costs for each job. Also, 
explaining the budget to employees 
Another suggestion was to bring 
stockroom and shipping department 
employees to staff meet Ings SO these 
employees would understand the 
part they play in economical opera 
tion of a business. 

The use of manufacturers’ and 
association literature in personne! 
training was mentioned a numbe 
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William Davies of Davies-Thomp 


of times. One group, however, 
pointed out that personnel train- 
ing is the responsibility of the dis- 
tributor, and that 
should be considered as supplemen- 


outside aids 


tal training materials. 


How to plan local clubs 


The growing importance of local 


builders’ hardware clubs was 


pointed up several times during the 
convention, 


Local groups are an important 


factor in the education of person 
nel to improve distributors’ profits, 
stated from the 


several speakers 


floor during the opening session 


round table discussion. 


An evening meeting on local club 


Builders’ Hardware 
Convention 





eon meetings held during previous 
conventions. 

Fellowship and the education of 
younger men in the industry are 
basic aims of local clubs Mr. Has- 
well noted in opening the meeting. 

Well planned meetings are the 
key to the success of local clubs, 
Mr. Haswell Active 
meetings depend on organizing the 
program, making complete arrange- 
ments for the meeting place, send- 
ing out interesting announcements 
well in advance of the meeting, and 
arranging to properly 


pointed out. 


meet and 





son Corp., the new NBHA ores activities and problems was held introduce the speaker. 
dent this year in place of the noon lunch- Other suggestions, from the 
Officers of the 
National Builders’ Hardware Assen. 
President 


* William Davies 
Davies-Thompson Corp 
West Newton, Mass. 


First Vice-President 
*Perry Topkis 

Delaware Hardware Co 

Wilmington, Del. 


Second V ice-President 
ae on Rh. Murphy 
Murphy, Malone & Green, Ine 
San Antonio, Texas 


Vanaging Director and Treasurer 
John R. Schoemer 
NBHA 
New York, N. Y. 


Secretary and Public Relations Director 
William S. Haswell 
NBHA 
New York, N. Y. 


issistant Treasurer 
Ronald J. Winters 
NBHA 
New York, N. Y 


Regional Directors 
*David H. Eskin 
Reliable Hardware Co 
Boston. Mass. 


F.. T. Hebert 
Elmer T. Hebert, Ine 
New Y ork. . 


*Walter bE. Swieck 
Kelley Bros.. 
Syracuse, N.Y. 





Ruilders’ Hdwe. Div 


Edward J. Wherry 
Wherry Tool & Hardware 
Trenton, N. J. 


*J. Lewis Howard 
Fries, Beall & Sharp Co 
Washington, D. C. 


Thos. A. Groce 
Citizens Hdwe. & Supply Co., Ine 


Asheville, N. C. 


*O. C. Meister 
Fort Pitt Hardware Co 
Pittsburgh, Pa. 


Fr. EF. Traver 
Architectural Hardware. Ine. 
Columbus, Ohio 


*William Hanley 
Central Indiana Hardware Co., Ine 
Indianapolis, Ind. 


C. A. Raneer 
Ranger Associates, Ine. 
Detroit, Mich. 


*Kenneth Lee 
Ken-Lee Hardware ( 0 
Chicago, UL 


Wm. B. Straughan 
Straughan Hardware Co 
Minneapolis, Minn. 


*Max Sawyer 
Curries, Ine. 
Mason City, lowa 


*Newly elected 


C. Donald Morgan 
Morgan Supply Co. 
Fort Smith, Ark. 


*William J. Clark 
Stratton-Baldwin Co. Ine. 
New Orleans, La. 


Arthur C. Bell, Jr. 
Arthur C. Bell Co. 
Dallas, Texas 


*C. H. Johnson 
K. C. Construction Supply Co. 
Denver, Colo. 


Jas. C. Carroll 
Linion Hardware & Metal Co. 
Los Angeles, Calif. 


*Cordon F. MeCall, Jr. 
MeCall Builders Hardware 
Sacramento, Calif, 


Fr. A. Haines 
Washington Hardware Co. 
Tacoma, Wash. 


°F. FE. Clayton 
Striton Hardware Co. 
Caineeville, Fla. 


(,. Tudor Davies 
Canada Hardware. Lid. 
Toronto. Ont.. Canada 


Warren Barry 
Pierce & Borry Hardware Co 
Memphis, Tenn. 
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Builders’ Hardware 
Convention 





floor, were to hold meetings over 
the week end for the convenience 
of members, inviting wives to at- 
tend, scheduling meetings for dif- 
ferent cities within an area, and 
arranging for social activities dur- 
ing business and program meet- 
ings. 

By-laws are important in obtain- 
ing continuing good government 
of local clubs and the by-laws of 
The Texas Builders’ Hardware 
Club were reviewed by William 
Weston, Jr., William Weston Co., 
Dallas, Texas. 


The Texas club by-laws were 
termed simple and not written to 





cover every situation, yet adequate 
to keep the club active and to in- 
sure its future progress. Member- 
ship requirements are spelled out 
clearly. Business affairs are hand- 
led mainly by the executive board 
consisting of six elected members, 
two past presidents and club of- 
ficers. There are three permanent 
committees to make sure these 
functions are carried out. These 
committees are program, nominat- 
ing and membership. 


Tries consumer ads 


The co-operative consumer ad- 
vertising program of the Nation’s 
Capital Builders’ Hardware Club, 
in Washington, D. C., was reviewed 
by Eliot R. Selinger, Eliot R. Selin- 
ger & Associates. 





Arthur H. Uhler, Stanley Works, 
who was re-elected president ot 


AHC. 





President 
Arthur H. Uhler 
Manley Works 
Los Angeles, Calif, 


Virst-Vice-President 
Robert A. Wesche 
Builders Hdw. & Supply Co. 
Tulsa, Okla. 


Second Vice-President 
Edward B. Veihmeyer 


Builders Hardware Corp. 
Bethesda, Md. 


Executive Secretary 
*Wm. S. Haswell 
ASAHC 
New York, N. Y. 


Treasurer 
*Ronald J. Winters 
ASAHC 
New York, N. Y. 


Past Presidents 
L.. Curtis Booth 
P. & F. Corbin Div. 


New Britain, Conn. 


Ralph J. Compton 
Ralph J, Compton Sales 
Los Angeles, Calif. 


George Merrili 
“Stanley Works 
New Britain, Conn. 


Regional Directors 
*Stewart Sanders 
Sanders Hardware 
Boston, Mass. 


Henry Peter 
Yale & Towne Mig. Co. 
White Plains, N. Y. 





Officers of the 


*Norman Whittle 
Clark Hardware Co. 
Jamestown, N. Y 


*John F. Stermer 
M.S. Young & Co. 
Allentown, Pa. 


*Charles S. Corse 
Fairfax, Va. 


*Donald C. Anthony 
Wm. M. Bird & Co. 


Charleston, 5. C. 


S. A. Romain 
S A. Romain & Sen Hdw. Co. 
Pittsburgh, Pa. 


*Joseph W. Hock 
Cincinnati Builders Supply Co. 
Cincinnati, Ohio 


*Joseph T. Buschermohle 
Alfred L. Schiller Hardware 
Louisville, Ky. 


*Russell A. McBride 
Russell Hardware Co. 
Birmingham, Mich. 


James Herbert 
Howell Hardware Co. 
Chicago, Hl. 


R. H. Gedatus 
Raymer Hardware Co. 
St. Paul, Minn. 


Grant Whitford 
Burke Lamber & Coal Co. 
Sioux City, lowa 


*Newly elected 


American Society of Architectural Hardware Consultants 


W. T. Bobbitt, Jr 
Murray R. Womble Co 
Oklahoma City, Okla 


J. Saunders Devall 
Doherty Hardware Co. Lid. 
Baton Rouge, La. 


W. W. Philleaux 
Huey & Philp Co. 


Dallas. Texas 


Leslie W. Neves 
Denver Hardware Co. 
Denver. Colo. 


George Lk. Tupper 
Manufacturers’ Agent 
San Marino, Calif. 


L. J. DuFresne 
Schlage Lock Co. 
San Francisco, Calif. 


Walter McAninch 
Northwest Builders Hardware, Inc. 
Seattle, Wash. 


William J. Williamson 
George E. Anderson, Inc. 
West Palm Beach, Fla. 


John M. Wilson 
Coast to Coast Agency & Sales, Lid. 
New Hamburg, Ont., Canada 


Hogan Jackson, Jr. 
Jackson Hdw. Supply Co. 
Birmingham, Ala. 


Jerome Merritt 
De Soto Hardware Co. 
Memphis, Tenn. 
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Nineteen advertisements were 
published every other week in the 
real estate section of the Washing- 
ton Evening Star. This was an ed- 
ucational campaign to sell the value 
and uses of quality builders’ hard- 
ware. Nine member dealers fi- 
nanced the campaign at a cost of 
$270 each. 

Some 200 inquiries were re- 
ceived, Mr. Selinger reported. 
These were mainly from home 
owners, with a few from builders. 

Reports on the success of the ed- 
ucational program at Springfield, 
Ohio, by the Buckeye Club was 
given by F. C. Frazier, Albrecht 
Hardware Co., Springfield, Ohio. 
Attendance was from 85 to 90 per- 
cent of those enrolled in the course, 
a night session each week for 12 
weeks. 

Members of the American So- 
ciety of Architectural Hardware 
Consultants held a meeting to re- 
view what it means to be an AHC, 
an Architectural Hardware Con- 
sultant. 

The review was conducted by a 
panel briefly discussing questions 
asked by a moderator, followed by 
open discussion from the floor. 

Norman F. Barber, Chandler & 
Barber Co., Boston, Mass., was the 
moderator. Panel members were 
Walter T. Bobbitt, Murray R. 
Womble Co., Oklahoma City, Okla.; 
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Members of a panel which discussed "What Being an AHC Means,” 
were, lett to right Wolter | Bobbitt. Murr Vy kK Wombie C- Robert 
©. Miller. Russell & Erwin Div.: Norman F. Barber, Chandler & Barber 
Co.. John M. Wilson, Coast to Coast Agency & Sales, and W am ff 
Weston, William Weston Co 


—~ 





Members ofr a pane! that discussed If piders hardw we problems were, 
lett to right Adon H. Brownell, Lockwood Mtg. Co Norman HM. Andrus 
S. H. Kemp Co.; Robert Skeels, Robert Skeels C: md J. R. Murphy 
Murphy, Malone & Green. 


A 
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Among the men who participated in a session on builders’ hardware clubs are those shown in this photograph 
Shown are. left to right. A. A. McBride, E. J. Morton, F. E. Clayton, F. C. Frazier, Don E. Williams, E. W 
Shown are, ; y 


a 


Salzgeber, Wm S. Haswell, R. M. White, W. R. Weston, and J. H. Heston, Jr 
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Officers and regional directors of the National Builders’ Hardware Assn. meet during the nafiona!l convention 
fo discuss association affairs. William Davies, new president, is at left at head table 


Kobert O. Miller, Russell & Erwin sided. Mr. Mock handled the skits Jr., Pierce, Inc., Dallas, Texas; 


Div., New Britain, Conn.; William and moderated the discussions. Charles M. Jones, C. Hager & Sons 
RK. Weston, Jr., William Weston Panel members were Norman H. Hinge Mfg. Co., St. Louis, Mo.; J. 
Co., Dallas, Texas; and John M. Andrus, 8. H. Kemp Co., Dallas, © Witedin Giller: Wastume 
Wilson, Coast to Coast Agency & Texas; Adon H. Brownell, Lock- Inc., West Hartford, Conn. 
Sales, New Hamburg, Ontario, wood Hardware Mfg. Co., New Also, Geddes Parsons, P & F. 
thet ork, N. 3.5 ¢. BR. Murphy, Corbin Div., New Britain, Conn.; 
The final general session, a joint Murphy, Malone & Green, San Eliot R. Selinger, Eliot R. Selinger 
ASAHC and NBHA meeting, high- Antonio, Texas; and Robert Skeels, & Associates, Washington, D. C.; 
lighted sales problems at the man- Robert Skeels & Co., Los Angeles, James D. Young, Yale & Towne 
 maemed can Calif. Mfg. Co., White Plains, N. Y.; 
aie See SeeeS Were Those who took part in the skits W. J. Ziegenhein, Russell & Erwin 
presented in skits, followed by dis- were Mrs. William Davies; Jack Div., New Britain, Conn.; and Gor- 
cussions from the floor, and a sum- T. Barlow, Clark & Barlow Hard- don F. McCall, Jr., McCall Builders 
mation by a panel. Mr. Himes pre- ware Co., Chicago; G. J. Creighton, Hardware, Sacramento, Calif 


Society business is handled by officers and regional directors of the American Society of Architectural Hardware 
Consultants during recent convention. Arthur H, Uhler, re-elected president is fourth from right on left of table 
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SELL the most advanced 


idea in snow brush history 


EMPIRE ALL PLASTIC 


KLEEN 
45 ee 


The whole trade is talking about this sensational 





SNO-KLEEN KIT 
Comes To You In An 
Easy-To-Set-Up, 

} Color Display 











Empire exclusive designed, packaged and priced 
right for the biggest Snow Brush season yet 

3 os ove Shipper. Each Kit 

Contains An Eye 

Catching 


LOOK AT THESE EXCLUSIVE EMPIRE DESIGN FEATURES: 
/ FITS ALL GLOVE COMPARTMENTS... 
IN STURDY VINYL SNAP-BUTTON POUCH 
¥ 3%,” VINYL SQUEEGEE WITH 9,” BLADE WIDTH 


y 4, HEAVY DUTY SCRAPER WITH 
SPECIAL ‘ICE RAKE"’. 


Merchandising 
Card (Disposable 
After Purchase) 







Backed by Advertising in GOOD 
HOUSEKEEPING Magazine with the Seal 
that 2 out of 3 Consumers Use as a 
Buying Guide And a Readership of 
11,500,000. Plus National Promotion 
Newspoper Mots, Electros and other Sales Aids 


= coon sae SNO-TOOL KIT #5633 Big Volume, Fast Turnover On This Big Troffic tem. 


Ail your brushes from one dependabie source 
| . EMPIRE 
EMPIRE BRUSHES, INC. Port Chester, New York | 
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INCREASE CHRISTMAS SALES WITH 





THE NG W PLUMB F-56 NAIL HAMMER 
Distinetively Gige ae. 


a x 














INTRODUCE THE LATEST MODEL 
FIBER-GLASS HANDLED NAIL HAMMER 


Stronger than steel—with the hickory feel 
WITH THIS SALES-STIMULATING GIFT PACK 
V New lightweight construction V Balanced for Driving Power 


V Handle guaranteed non-breakable, in normal use 
Display and Sell America’s most Advertised Hammer in 
A Luxury Gift Package—at the regular nationally advertised price of $4.49 each 


FURNISHED IN UNITS OF TWO F-56(X) HAMMERS— 
INDIVIDUALLY PACKAGED 


Order now —from your distributor 


PLUMB 


HAMMERS - HATCHETS -AXES-FILES 





FEATURE THIS 
SELL-ON-SIGHT 
GIFT PACKAGE 





FAYETTE R. PLUMB, INC. * PHILADELPHIA 37, PA. 
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the XOANI'........ 


America's favorite hickory handled hammer 


| 
















America's favorite hatchet 


SPARKLING NEW PLUMB FINISHES 


Distinetively Gut Packaged [m 
STIMULATE EXTRA CHRISTMAS SALES Aw 


Feature America’s Best-Selling Family of Hammers, Hatchets and 
Axes for Christmas. Display Plumb Tools in glistening white boxes 
with printed black and gold design and acetate window. Build 
sales during the Holiday Season. 

Order by catalog number in full packages 


Avutograf Tools —in individual Gift Boxes Plumb Tools —in individual Gift Boxes 
POUSHED HEAD—REO HANDLE BLACK HEAD-—RED HANDLE 
Nail Hammers Cat. No Packed Cat. No. Packed 
Octagon Face XOANTI1I'4 » Doz Nail Hammer x81 “% Doz. 
Round Face XCNII'A “y Doz Half Hatchet x2962 “yy Dor 
Half Hatchet XAH2 3 Doz Belt Axe with X662 ‘4 Doz. 
Sheath 


Plumb Tools as advertised in— & 


os on 


Only Plumb Tools have 
Permabond— fhe Assembly that Keeps Handles Tigh 
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SHEFFIELD 
Bolt Products 


Sheffield 
will speed up your bolt sales, 


‘serv-o-bolt”’ pac kage 
This trim and sturdy dispenser: 


end carton “serves them fast— 
without your moving the cartons 
or disturbing their neat array on 
Fosier 


your shelf handling all 


around ivy the siore and on the 


job! 


This “patrolman” guards the quality 





of your Sheffield Bolts 


Quality is guarded at every step in making Sheffield bolts. The 
man at the left above is known as a “patrol inspector.”’ He’s super- 
vising a ring-gauge check of bolts being finished on the machine 
in the picture. 


This is just one of many tests that protect the quality of Sheffield 
bolts from furnace to finished product. The most advanced elec- 
tronic, chemical and mechanical controls are used to make sure 
every Sheffield bolt measures up to Sheffield standards of precision 


size, easy installation, and holding power with strength to spare. 


That’s why you can sell Sheffield bolt products with confidence. 
back for more. Be 
sure you have the right bolt at the right time to meet all their 
needs. Order from your jobber now. 


SHEFFIELD STEEL 
DIVISION 


ARMCO STEEL CORPORATION 


SHEFFIELD PLANTS 


Your customers will be satisfied—and come 








HOUSTON *« KANSAS CITY * TULSA 






MAKERS OF QUALITY 
BOLT PRODUCTS 
SINCE 1888 
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How good is 


an outlying location? 


Former low-rental downtown 

location is succeeded by 

outlying section unit for 

four-store operator's branch. Here's why 


Some hardware dealers in outlying locations wish that they had a 
downtown location. 

Other dealers would like a downtown location, but for the high rental. 

A Seattle hardware firm, operating four units in different parts of the 
city, tried both types of location for one of its units. The location about 
five miles outside the city’s center is preferred to the previous downtown 
address. This, despite the fact that the downtown rental for quarters 
in a public market, was but $125 per month. 

Seattle Paint & Hardware Co. operates all four units in neighborhood 
business districts. 

Why the preference for neighborhood business districts? 


(Continued on next page 
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How good is an outlying location Robert Ziebarth, owner of the 
. stores, says, “After two years of 
operation in the downtown store, 
we closed that outlet and moved it 
to a new building in the Empire 
Open display units used through the center of all the firm's stores. Way business district, about five 





(Continued ) 


| miles from Seattle’s city center. 

, ; “My other three stores, all of 
them successful, going operations 
are situated in neighborhood busi- 
ness districts. My former down- 
town location store was a revela- 
tion to me as to just how poor a 
business could be in such a loca- 
tion despite a steady stream of 
pedestrian traffic in front of your 
store. 

“At the end of two years we 
were averaging only $75 a day in 
the downtown unit, not sufficient 
to justify our investment.” 


Anticipates $1000 Weeks 


The present No. 4 branch was 





opened Feb. l, 1955 Sales in- 
Pipe rack for display in rear of store. creased so steadily that the gross 
‘i | for March was double that of Feb- 
. eee | 7 ; et Be ruary. April volume doubled that 
. 3 a a. in March. 
i he... — = ” i.) a Mr. Ziebarth anticipates a_ bet- 
| | aaa rt, — Hf ter than $1,000 weekly sales aver- 
- sali | | ee? i age for 1956, with his labor cost 
a se ay ad | : one and one-half employees charged 
a | ’ against the new unit 
The bulk of sales in the former 
downtown location of the No. 4 
branch was in small items pur- 
chased by apartment and hotel 
tenants. tjulky items sales were 
limited because people did not wish 
to carry them several blocks to 
their cars. 
Unit No. 4 is a compact store, 
designed to display the maximum 
amount of merchandise neatly and 





effectively, in a minimum area. 


General manager Ray Porter adjusts the location of merchandise on isi | Z 
ao display. Mass display such as in this section is the general rule. The building measures 35x70 ft 


a 


with a small shed at the back for 
storing peat moss, fertilizers and 
other bulky merchandise. There is 
no large storage space in the store 
building. 





* 
“| 


The store displays $23,000 of its 
$30,000 inventory. 

Display fixtures are of a type 
with all merchandise easily visible 
to customers. There are no drawers 
or enclosed cabinets. 

Display islands are built so inside 
space between shelves is open, to 
simplify construction and to provide 
extra storage area. 

(Continued on page 73) 


66 HARDWARE AGE, SEPTEMBER 27, 1956 

















NOW THE X-RAY PROVES 






WHAT GOOD PAINTERS HAVE ALWAYS KNOWN 


| Sweeney painters know they get better results with Gum Tur- 
pentine. Now science proves that Gum Turpentine combines with 
the oil to form a vital part of the paint film. Substitutes contribute little 


or nothing to the paint film. 


Through the X-ray, scientists have learned to study and ‘finger-print’ 
the structure of any organized material. Below are shown the X-ray dif- 
fraction patterns (‘finger-prints’) of: (1) a film of linseed oil, (2) a film 
of linseed oil and a commonly used substitute for Gum Turpentine, 
(3) a film of linseed oil and Gum Turpentine. Examine these ‘finger- 


prints’ carefully. 





Above: X-ray diffraction pattern of a film 2 Above: X-ray diffraction pattern made by 
of linseed oil brushed on a glass slide and al- a film of linseed ofl mixed with a commonly 
lowed to dry for 24 hours, used substitute for Gum Turpentine. Note that 


it is almost identical with the pattern for linseed 
oi] alone, clearly demonstrating that the turpen- 
tine substitute contributes nothing to the film. 





VISIT BOOTH 


629 


NATIONAL 
HARDWARE 
SHOW 


INCREASE YOUR SALES “Now York City 
AND PROFITS 














Fer more than | 5 years (gum ‘| urpentine has been advertised in the 
great nationa) consumer magazines, including 7‘4e Saturday Even- 
lng Po fs Life, Better Home: -g (,ardéens and (,00d Houscheeping. 
Gum Turpentine is preferred by professional painters everywhere 
and by millions of do-it-yourselfers. Gum Turpentine is the original 
paint thinner and the wor/d's best paint thinner for oil-base paints 
and enamels and tor varnishes. Ordera good stock of (sum Turpen- 
tine from your distributor today. The A’T-FA Seal is your assurance 


of genuine spirits of Gum Turpentine. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 


General Offices: Valdosta, Georgie 
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Above: The X-ray diffraction pattern made 
by a film of linseed ofl mixed with GumT ur- 
pentine, Compare this distinctive pattern with 
Figures (1) and (2). Here is visual proof that 


(, im | inpentine combines with the linseed oil 


and becomes a vital part of the paint film. 


















Casual approach sells 


Fishing tackle 


As any fishing equipment salesman will tell you, you snag sales 
in fishing equipment when you use the right bait. 

The Huske Hardware Co., of Fayetteville, N. C., pulls in cus- 
tomers and lands sales in a well-stocked sporting goods department 
by using window and interior display for lures. 

A series of well-planned fishing equipment displays appear at 
Huske Hardware from early spring until hunting displays displace 
them in the fall. 

J. A. Cade, sporting goods manager at Huske has 25 mounted 
bass heads taken from fish that weighed from 5 to 12% lb. All of 
these fish were caught by the store staff. These heads are used as 
attention-getters wherever fishing equipment is displayed and they 
are also an assurance to customers that the members of the sales 
staff know what they are talking about when they recommend a 
particular piece of fishing equipment. 

A fisherman attracted by the display gets immediate attention 
inside the store—-but not too much. He is a potential customer but 
the staff talks to him as a fellow fishing enthusiast and sales seem 
to be almost incidental. 

Every member of the sporting goods department is trained to 

(Continued on page 86 





Open display of rods, 
spoons, plugs, spinners and 
flies builds customer interest 
and fishing tackle sales 
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EXTRA! LOWEST PRICE 
LP TORCH ON THE MARKET! 


$ The “Best Buy’ Torch for your Customers 
$ Fastest turnover and Full Markup for You 























NEW LA 

REDUCED Y 

PRICE x P 

my har Fm INSTANT STARTING 


Beli agiad, i ¢ Dabeaae 
Torch 


“@ 


THE ONLY THROW-AWAY FUEL CONTAINER 
AND SELF-SEALING SAFETY VALVE 
IN THIS PRICE CLASS. 


NATIONALLY ADVERTISED IN: 
> e MECHANIX POPULAR 
: “ES 9 aw ILLUSTRATED MFCHANICS 


MAGAZINE 


Handyman 


preselling thousands of customers 
in your neighborhood 


THE Lenk MFG. COMPANY 


BOSTON 15, MASS. 
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BIGGEST LAMP 


Now-a whole new idea 
in home lighting! 
















HEW WESTINGHOUGE 


Beauty 
Tone... 


4 MOD 


ree Cari ate tints @0¢ eater eetected 
fe 61@Rte wendertulty Nattering effects 
CAd MOde (@ 0140) MOede In BrOeTy [oom 





eee fee -owmee er © hee | me” (omnes 

gh og Se vere ite arDe & pomed i 

- 0 wee) 6 ents (etree on’ peta eatere 
And ewh Mere tome -p~ vee + es eet emma 
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be Oe gt betes Pat Bee, tome Bett nee te foes 
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ete one wake peer ere wee 6 @ ee Cems cee Ben Feo A 
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For impact and action! 4-color spread in Life 
tells the new Beauty Tone story to millions. 
Watch for it! See how Westinghouse is backing 
the hot one—/for you. 

‘| 


bs j § i _ A full line of 
j Pe ~ 4 f ANS + FINK | tinted bulbs 
. ~ “ [ ‘ ; é ") ‘ L 6 To 
We “ \ | ANDLE| IGHT : . - y up to 53 more 
FWY a 


- 


profit per sale. 





Cash in! Order 
lamps, free 
displays and 
merchandisers 
from your 
Westinghouse 
lamp supplier 
nNOw. 


A 


- ih 


we onrtee 


“Comer 


Mili 
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PROMOTION... 


BIGGEST PAYOFF...IN A LIFETIME! 


‘i 


This starts a whole new 
trend in home lighting!” 


Vr. W. W. French, J1 
Th 4 


fie fi 
Voor Handle ] Hiardu re Company, im 
hiirn ingnham Mobile \ Peetite 





“Westinghouse has sure stepped 


out in front with this one!” 





‘i 


shows it pays to sell 
Westinghouse...” 





“This new Westinghouse line is just what 1.» some 


we need for bigger light sales’. . 


er rhe ral M anage r& Ser retar 7, 
['nited Grocers, Lid 


San Franciaco, ( alif 





_ 


10 N E STORY ALL OVER! 


NEVER IN ALL LAMP MERCHANDISING HISTORY 


WATCH WESTINGHOUSE 


has there been a promotion like this... or such 


a once-in-a-lifetime opportunity to move the 


line that moves the money into your cash 
register! 


With color ads for Beauty Tone™ tinted-light 


bulbs in LIFE and Better Homes & Gardens, 


time on TV's Westinghouse “Studio One”, 
and radio, these lamps will catch on as no light 
bulb line ever did before. 


Getting set for your share of their success? 
Order up... feature ‘em ... cash in! These 


bulbs are making news. 





WHERE BIG THINGS ARE HAPPENING FOR vour 
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Turkey Time Theme Will Build Tranksgiving 
Season Sales for Your Housewares Section 








(f ontinued from page 51) 


PRODUCT :; 

























































YO ; copies of these circulars with you! and you have sales bullding dis 
U SHOULD October statements plays 
KNOW MORE Pa some manulacturers may be will Promote You! lhanksgiving of 
ABOUT. Mgt “ ing to participate in cooperative ad- ferings in a front-of-the-store loca 
pi la be vertising of their merchandise as tion to supplement your window 
f2 ye” part of your Thanksgiving promo displays 
; tion. This can help you do a more Use rail fence, autumn leaves 
. if , ) effective promotional job. pumpkins, turkey cutouts, figure 
Eemphasize in your advertising of pilgrims se TLIOU or comic, au 
the merchandise You offer for tumn colo! papel and cardboard 
“uy oe, Thanksgiving dinne) preparation cutouts to vive tne right atmo 
- and serving phere to your windows and to you! 
“MULTI-DIAM : Make your copy brief and easy to store interiol 
(LEAD ALLOY) read with appropriate decorative Make neatly, irranged merchan 
WOOD SCREW effects which can be supplied oh dise the most important element i! 
your local printer Or newspapel your window and in-store displays 
ANCHOR Quote prices in your ads. Where Atmosphere is important, but the 
possible use odd figures instead of purpose of a windoy display is to 
rounded dollars show merchandise 


Good signing of your Thanksgis 
How to display items. 





ing window requires some tie-in 

Install your in-store and window with the origin of the day and the 

displays to promote Thanksgiving pleasures of a turkey dinner at 

sales by the end of October home. If figures of a turkey, or pil 

Atmosphere has its place in Aa yrims are ised they should be 

Thanksgiving window and in the large enough to be eye-catchers but 

| store as evye-catcher and traffic amall enough so that they do not 

| | stopper devices. Combine atmos- overshadow the merchandise on 
\ ! \ phere with seasonal merchandise displa' 











Nb ee } 
FOR GREATER SUSTAINED 
HOLDING "POWER IN ‘SOLID 
WALLS. 


The U.S. E. Multi-Diameter is cast 
in ons piece with radial slots run- 
ning from the collar to the end of 
the anchor on opposite sides, there- 
by splitting the anchor in two 
halves. These two halves are made 
with a tapered, rectangular hole 
through which the wood screw is 
turned, cutting its own threads. As 
the screw advances, it not only 
splits the two halves apart but also 
tends to shift and spread them side- 
ways in opposite directions, mak- 
ing 4 points of pressure contact 
instead of the usual two. 


THE RESULT IS TWICE THE 
HOLDING POWER OF OR- 
DINARY WOOD SCREW AN- 
CHORS. 


U. S. E. Products are sold through The problem of keeping screen door stock upright to make it easy for cus- 
tomers to examine and handle the units has been solved by an inexpensive 

rack at East Lake Hardware & Appliance Co. in Decatur, Go. Made of pipe, 
U. S. EXPANSION BOLT CO. elbows, tees and caps this unit holds doors apart, yet enables quick removal 
YORK. PA DEPT. HA-9 or replacement. /t is bolted to the floor, and has been found to be an aid 
: in self selection and self service selling 














recognized dealers only. 
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Mirrors Build Volume 
In Giftwares Section 

Wall mirrors are used behind 
gift item displays at the John B. 
Vaught Hardware store in Dell- 
wood Shopping Center in Austin, 
Tex., to show store visitors how 
these items will look in their homes. 

Ernest Walston, manager of the 
store, says, “Our use of wall mir- 
rors behind displays of gift items 
has helped to increase our volume 
by approximately 15 percent.” 

The merchandising value of these 
mirrors is shown when a shopper 
selects a centerpiece for her mantle 
and then picks other items to go 
with it. With many homes having 
manties with mirrors above them, 
the homemaker makes a mental pic- 
ture of how a centerpiece will look 
for her home. 

Use of the mirrors makes many 
items more attractive in appearance 
and makes the store look deeper 
than it is 

Plate glass shelving and mirrors 
are kept clean at all times to add to 
the attractiveness of the entire 
section 


An Outlying Location 


(Continued from page 66) 


One of the firm’s merchandising 
policies is to provide as wide a 
variety of stock as possible and to 
display the maximum portion of it 
for easy inspection. 

Customers, Mr. Ziebarth says, 
will often buy from a fully stocked 
display where they might pass up 
the same item if there were only 
a few on the shelf. 

Many steps are saved, since the 
store's manager can tell from look- 
ing at his displays whether an item 
needs to be reordered. It is not 
necessary to go to a storeroom, to 
check stocks in that section. 

All branch units of the company 
display plumbing pipe and other 
bulky items in the rear of the store 
rather than in a back room. A 
work table with vise, pipe cutter 
and threader is in front of the pipe 
stock neatly stacked on special wall 
brackets 

Except for a limited number of 
items, all four stores in the or- 
ganization order their own stock, 
direct from suppliers. 







































































Wele) aeiomn F-VEL@], FUE 
Jelame tiie ae te l(t 
... nice profits 


A 2 Minute 
Preview 

OF FAST-MOVING 

NATIONAL 

PRODUCTS 


TH, Meee, 


a ee 


ms 


ro et az i 


LINOLEUM BINDING & EDGING 


Colorfully-packaged National and 
(olumbia Binding is truly a. best- 
seller. Lach convenient, selt-service 
cartons ontains one dozen cleat plastic 
packages of % linoleum binding 
i?’ long, puns hed tor installation and 
with nail supply enclosed. Comes in 
brass, aluminum or stainless steel, 
Fdging is available in plastic package 
(12° roll) and in 75° lengths 


"Sealer-strip METAL AND 
FELT WEATHERSTRIPPING 


The latest addition two the National 
line, Columbia “Sealer-strip” alumi- 
num-felt weatherstripping is bound 
to get a big: play from all your cus- 
tomers. It can be installed by anyone 
in a few minutes, can be used where 
units are “out of square,” and will 
eflectively cover wide cracks. Each 
colortul box contains 17 
and nails for installation 


of material, 


THRESHOLDS, SILLS, SADDLES 


All are furnished pre-cut to standard 
sizes, highly polished, completely ma- 
chined and individually wrapped with 
necessary hooks and screws-—ready 
for simple, speedy installation, 
They're made of highest-quality alu- 
minum or bronze in a wide range of 
styles to suit your customers’ varied 
requirements 


Order from your 
jobber today... 
or MAIL COUPON 
for catalog and 
price schedule. 












Alse menutfacturers of 
**Tript-Tite’’ Aluminum Siding ond 
Porcelain Enomel Bwilding Panels 








¥ 4 "hp 

T -.. Sh UD UD UD re. . Oe. . .  O. . es = = 
' - 

WLAT HERS | aP 


Research 
STITUTE 


| Please send catalog and price list 


| Advise name of my nearest jobber 
Name 
Address 


ES lone State 


WEATHERSTRIP DIVISION 


NATIONAL METAL PRODUCTS COMPANY 


2 Gateway Center, Pittsburgh, Pa. 
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MOTOR FUEL 
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A hardware firm's bottle gas service truck 


Bottle gas service 


leads to chain sales 


Distribution of bottle was in rural areas is a 
profitable operation in its own right. 

It is more profitable if the service is sup- 
plemented by aggressive merchandising of 
heating equipment, cooking appliances and 
water heaters. 

One hardware dealer profiting from the in- 
creased use of bottle gas is Carl Ammer, oper- 
ating Ammer Hardware in Sac City, lowa. He 
has been distributing bottle gas for the past 
eight years, and serves more than 90 home- 
owners who now use this fuel for heating their 
homes. 

Until recently, Mr. Ammer hauled bottle gas 
by truck from a distribution point 30 miles 
from Sac City. By building a $25,000 bulk 
storage plant for bottle gas, Mr. Ammer has 
gas shipped in by rail. The storage unit will 
hold 30,000 gals of bottle gas. 

Many farmers buying bottle gas from Mr. 
Ammer buy gas ranges, refrigerators, water 
heaters, brooders and in some instances a gas 
furnace. Ammer Hardware sells and services 
all of these types of units. 

The firm is at present serving 450 customers. 

The area served by Ammer Hardware in- 
cludes many homes which can be heated at an 
annual cost of $100 to $200. 





Some homeowners switch to bottle gas for 
$400 to $1,000, depending on whether they buy 
a new furnace or a conversion unit. 

Another profit in catering to the bottle gas 
customer using that fuel for heating his home 
comes from the sale of storage tanks priced 
‘rom $375 to $475, depending upon the ca- 
pacity. For those customers not wishing to buy 
a storage tank provision is made for renting 
them by the month. 

The firm’s bottle gas service men turn in the 
names of prospects for gas furnaces, water 
heaters and stoves as the result of their calls 
on gas customers. 

Occasional newspaper advertising of the bot- 
tle gas service is supplemented by annual ex- 
hibits at the county fair. For the three days, 
exhibit space in a tent cost $50. Thousands 
of farmers, rural] residents and businessmen 
visit the fair. 

Mr. Ammer and his employees pass out fold- 
ers On gas service and on gas appliances. Per- 
senal contacts at the fair lead to many visits 
to the store, with resultant sales of furnaces, 


water heaters, cooking equipment, refrigera- 
tors and brooders. These big-ticket prospects 
also buy numerous other unrelated lines on 
impulse. 
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from coast to coast...it’s the stainless success of the season! 


new \ X Jallace CONTEMPO 


... prize design at popular prices! 






CONTEMPO 1s contemporary design at its best. This handsome 
new member of the Wallace Blue Seal line is simple but smart. 
It requires no care, has a mirror finish that will keep its lustre. 


It’s made by silversmiths; backed by the famous Wallace 






tradition plus a Lifetime Guarantee. It’s a best-seller wherever 





it’s sold... . and a best-seller at full mark-up! See it soon! ee mt 
All sets display packaged 
TEASPOON 25 DINNER KNIFE. with wooe.ceo 26 PC GERVICE FOR 6 12 50 
HANOLE ANO GERRATEO @LADE 100 

M SOUP SPOON........-. 35 RVICE FOR 16 50 
CREAM SOUP SPOON a 0c. Ann exTTING ote 34 PC GERVICE FOR 
DINNER FORK. «-ccrcerccesscoes 3S 16 PC SERVICE FOR 4 6 50 CHECK YOUR WALLACE DISTRIBUTOR 
SALAD FORK ny _ 35 20 PC GERVICE FOR 4 995 OR FACTORY REPREGENTATIVE TODAY 


Wallace Stainless... Division of R.Wallace & Sons Manufacturing Company. At Wallingford, Connecticut, ance 1835 


HARDWARE AGE, SEPTEMBER 27, 1956 


75 








An in-store sign outlines the charge account story 
with Mr. Van Tine, left, telling a customer the facts 
on a $120 charge account plan 


With department stores increasing the scope 


of credit sales, some hardware firms have 


profited by following the same pattern. In effect 
many large merchandisers hand tailor their 
charge account setups to meet the needs of fami 
lies in all income brackets. 

A key to the success of hand-tailored charge 
account selling is to make it convenient for th 
customer to use his credit. 

In Inglewood, Calif., Morgan Van Tine of Van 
Tine’s Hardware & Paint Supply offers the re- 
volving account plan with limits ranging from 
$30 to $180 per month, all accounts being in 
multiples of $30 a month. 

The unit selected is dependent upon the in 
come and credit standing of the individual. All 
charge applications are put through the loca! 
credit association for a check up. 

When an applicant's credit rating is found to 
be sufficiently high to warrant opening an ac- 
count, an identification card is issued by Van 
Tine’s. 

Dependent upon the approval of the local credit 
association, the amount of the unpaid balance for 
each monthly account, is set in multiples of $30 
Customers can only add to their accounts when 
the balance due is less than their present charge 
ceiling. 

Kach month, revolving charge account cus 
tomers are required to make minimum standard 
payments, although they may make them large: 
than that required. 

A customer with a $30 per month account and 
with a 6 month’s unpaid balance limit, is re- 
quired to make payments of $5 per month. At 
$60 and $90, the payments are set at $10 and 
$15 respectively. If the account is on a $180 pe: 





Hand 
tailoring 
your credit 


Let your customer select the amount 


of monthly credit he wants 


month limit plan, the minimum payment is $30 
a month. 
A one per cent service charge is paid to the 
store on the outstanding balance each month. 
When approved, Van Tine’s will carry charge 
accounts for any item in the store. Charge ac- 
counts are financed by the firm. 





— 


AA , 7 


Miorgor Yon ime recoro: Q narge y f un? pay 
ment af his store 
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NOW ...six models retailing to $14.95 


Arvin 








Style 2900 @ Lady Arvin Deluxe. Finger-tip Style 2535 @ Arvin I2-heigh!t adjustable Style 2520 © Arvin Economy Adjustable. 
adjustability to any height from 22” to 36’ Instant adjustment to 12 different heights Top-flight promotional model. Easy ad 
‘Turquoise enamel top, chrome-plated legs from 24° to 36°. Turquoiwe enamel finish justment to 11 different heights between 
and feet throughout ‘5° and 35°. Colorful display appeal with 
Style 2800 @ Lady Arvin. Same as above, Style 2635 © Delux: model of above bright yellow top, turquoise legs and feet 
except turquoise enamel throughout Chrome-plated legs and feet, turquois 


enamel top 




















LADY ARVIN 
PADS AND COVERS 


EXCLUSIVE FEATURES! 


e (Covers are silicone treated and aluminized to 
resist scorch, reflect heat, speed ironing and 
wipe clean or Sanforized for complet 
shrink-proof washability ... colors: gold, alu 
minum, white 





© Hold-Fast elaatic cinch strap, and clastic bind 
ing all around, anchor cover firmly in plac 
won't bulge or bunch, slip or slde—fite right 


SPECIFICALLY DESIGNED and stays tight 


*beltray or cotton waffle-weave mada have tai 


TO CUSTOM-FIT ALL ARVIN lored pockets at each end to hold them securely 
in position Deluxe models are cushioned 
IRONING TABLES! with Foam Plastic or Goodyear Foam Hubber 
e assuring extra resilience and smoothness 
superior porosity and absorbency 









Furniture & hHlousm wares LDiiviaion 


Style 2200 @ Arvin Stenderd (non-adjust 


, , r T , . I ive pads and five covers individuall y j 
aADdie). Argest selling, nationally adver : : — — ack “i ft . al ' “i te 

ed , . ’ , PACKAZOCO 1 Sela OF COVOETR Alt price 
twed all-metal ironing tabl Purquom Arv IN INDUSTRIES, Ine retail from $1.98 to $3.98 for seta, 9M centa to 
enamel finish Columbus, Indiana $2.98 for covers only. 


Also, two non-adjuatable promotional model 


priced for volume sales 


See Arvin Ironing Tables, Dining Furniture, Outdoor Furniture in our permanent showrooms 


NEW YORK: SPACE 721 CHICAGO: SPACE 522 LOS ANGELES: SPACE 51-52 


One Park Avenue American Furniture Mart Furniture Manufacturers Mart 
533 S. Los Angeles Street 
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Do-it-yourself customers can be 
sold everything from a small quan- 
tity of fasteners to such big-ticket 
items as complete fixtures for a 
bathroom. 

They will buy these things if you 
display them. Even your most un- 
imaginative customer knows that 
you stock bolts and nuts. But if you 
display a range of bolts with price 
and size information he is im- 
pressed by the variety you stock. 

Other comparative displays can 
include hinges, lock sets and cabinet 
hardware. Show roofing on display 
units suggesting part of the over- 
hang of a roof to dramatize mer- 
chandise in your store. 

If you would sell more plumbing 
equipment have a section of your 
displays set up to look like part of 
a home bathroom. Have the basin, 
tub, faucets, medicine cabinets, 
lighting fixtures and water closet so 
mounted that they look much as 
they will in an actual home installa- 
tion. 

These ideas are utilized in the 
hardware and building materials 
store of Home Supply & Building 
Material, Inc., in Waukesha, Wis. 

Adolph Scheasler, president of 
the firm says, “We are always glad 
to help the do-it-yourself man with 
any jobs he wants to do. We will 
also tell him where to get assistance 
in installation of equipment he finds 
he cannot properly install. This at- 
titude is helping us get an increas- 
ing share of do-it-yourself trade in 
this section.” 

A bolt display occupies an 18 in. 
high, 8 ft long perforated panel. 
The size and price of each bolt is 
clearly indicated. Many customers 
consult the board and then help 
themselves to stock in boxes under 
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isplays that attract 


do-it-yourself fans 


the waist-high angled table top. The 
top is used for displaying unions in 
glass bins marked as to price and 
size. 

The small-sized bathroom display 
section includes wall and floor tiling 


Bolts and nuts are displayed to impress customer's 


stock. Tags indicate sizes and prices. 


from the firm’s stock, built-in medi- 
cine cabinets, a manufacturer’s dis- 
play of ventilators, shower heads, 
faucets and built-in receptacles for 
tumblers and tooth brushes. 


(Continued on page 86) 


with breadth ot the store's 








Roofing, posts 
lighted section. 


hand and power tools are dramatized in this compact, well 
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You are ideally set up to get flooring business. You already 
have the customers — the home owners, contractors and 
do-it-yourself men who visit your store regularly. 


When they decide to tile a floor they want to do it now. 
Supply them and you'll make the profit. 


Sales average from $40 to $60... tile stocks turn over from 
6 to 10 times yearly... flooring sales mean sales of allied 
products! And remember, flooring is a year-round business. 
It can all be yours when you (1) set up the Gold Seal 
displays, (2) carry sufficient Gold Seal tile in the new small 
(45 sq. ft.) carton for immediate on-the-spot delivery. 


Your Gold Seal Distributor salesman will tell you the patterns and 
colors that sell best in your area. The Gold Seal displays take 
minimum space and produce sales automatically, all out of 
proportion to their size. Gold Seal selling aids direct prospects to 
you, help clinch sales, Therefore, list your name in the Classified 
Telephone Directory under the Gold Seal heading. Install the 
Gold Seal electric sign and decals. Get in on the ABC Buy-Now, Pay- 
Later Plan for Gold Seal Floors and Walls. 


Yes, there’s profit in flooring and Gold Seal can get it for you 
Look into it now. 





the 


flooring profits 
soing to others 


should be 
YOURS! 









~ 


YO 
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GOLD SEAL 
TILE-O-MATIC 
Automatic salesmen for 
8000 dealers 


A complete self-service tile 
department. Takes only 5 sa. ft 
floor space, holds up to 432 

9” « 9 tiles. For only $25 you 
heave @ ‘natural salesman 

to the do-it-yourself trade 


GOLD SEAL 
NAIRONTOP* 
DISPLAY 
Werking now for 
2000 dealers 











FOR HOME OR BUSINESS: 
INLAID BY THE YARD. Linoleum + Nairon*® Standard « Nairontop* 
RESILIENT TILES —Rubber « Cork « Nairon Custom « Naira: 


Vinyibest « Linoleum «+ Ranchtile® Linolewm « A 


ptandard 
phait 
PRINTED FLOOR AND WALL COVERINGS — 
Congoleum ® and Congowall * 


RUGS AND BROADLOOM.-LoomWeve* 





©1956 CONGOLEUM-NAIRN INC., KEARNY, N. J. 


HARDWARE AGE, SEPTEMBER 27, 1956 





in 6 oq. ft. it stocks. displays 


yards each) of resilient Gold 
Seal Natrontop the oerfect 
plastic product for do it 
your sell :mstallatior of 
countertops and facing 


4 fo d Seall 


FLOORS AND WALLS 


and setis 4 rolls (about 40 lin 


URS! 











Counterfeit Money... .Watch for it 


Here is the latest information on new counterfeit 
bills as reported by the U. S. Secret Service. Train 
yourself and your sales people to study all bills so 
they know where to look for the identification listed 


below. After a little practice you will be able to 
check bills quickly and unobtrusively without offend- 
ing the customer. These pages can be filed for 
frequent review of counterfeit bills. 





NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE Sores 19S0A 


FEDERAL RESERVE BANK OF NEW YORK, N. Y. 


\)_J4 eee ee ee ee ee ee 
THE UNITED STATES OF AMER, 


) 00000000 

























{ CHECK LETTER AND 


FACE PLATE NUMBER: G260 


7 , 
c / ; 











wu 























BACK PLATE NUMBER 1573 
This is o fairly deceptive note printed on one sheet of paper. No 
attempt wos made to simulote the red and blue fibers. The portrait 
is coarse with many of the detail lines missing in Hamilton's hair 
and foce. The Treasury Seal is very poor. The serial numbers are SS No. 1511 
not in proper alignment. There ore breaks in the printing for both (Card No. 332) 
of the flag poles on top of the Treasury Building on back of the 
note. 
SERIES 1950A 
NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF SAN FRANCISCO, CALIFORNIA CHECK LETTER ANO 
rt FACE PLATE NUMBER M112 
M112 BACK PLATE NUMBER: 711 
This is @ deceptive note reproduced on one sheet of good grade 
poper that hos the distinctive fibers simulated by using strands of 
red and blue thread thet are impregnated on the surface of the paper, 
particularly the face. The threads are in groups ond ore exceed- SS No. 1512 
ingly long. The upper part of the loop in the letter “h” in the name (Card No. 333) 
*Humphrey” is missing. 
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TDetowianeis styled ahead’ 
__beaatiful, practical BASKETS 


that women buy 3 and 4 at a time 








in beautiful. practical 





green on Madagascar 
straw background 


There’s good reason why 
Decoware is always 
“styles ahead” in house- 
wares fashion. For exam- 
ple, take these attractive 
metal baskets. Women 
shoppers will! Here's real 
variety in up-to-the-min- 
ute designs featuring 
pink, turquoise, black, 
gold — all the latest fash- 
ionable colors. 


You'll sell these baskets 
three or four at a time — 
for living room, boudoir, bath and den. 
Size 10%" by 85%" top; 9%" by 6%" 
base; 1234” tall. Write, wire today for prices. 





PALOMINO — brown and tan on 
rich block background 





CONTINENTAL CE CAN COMPANY 


Eastern Division: 100 £. 42nd St., New York 17 
Central Division: 135 So. Lo Salle S1., Chicage J 
Pacific Division: Russ Building, Sen Francisco 4 

















ROSE BOUQUET—fioral, on red, black or green 
background 


etek S. 





ORLEANS~—red, yellow and bive blossoms 
on turquoise and pink background 





ROYAL VINE— golden leaves and silver ber- 
ries on black background 





OLD AUTOMOBILES—ecarly 1900 vintage on green, 
maroon and ton background 





TOLE ROSE—garden beauties on bieck, 
green, red background 





SELL THE BEST! 









ULTRA- 
MODERN 





—WAZEY 





VATU 


CAN OPENERS 


WITH THE SUPER-HONED T.M. Reg. 
CUTTING WHEEL THAT 













Check these STAYS SHARP FOREVER! 
Super- Sell , = 
Features! 


4 


I 
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Promoted in Lie and six 
other leading magazines. 


Leave it to Dazey to come up with the greatest 





idea in can openers! It's the new, modern 


Superchoned cutting wheel Canaramic—styled for every modern kitchen... 


opens all cans easier. engineered to give a lifetime of 

trouble-free service. 

With the biggest national consumer campaign 
ever done on can openers, the Dazey Canaramic 
really takes the lid off sales. 





7 at For all the facts on this new DAZE Y—contact 
your local wholesaler or write us direct! 





Dual magnetic Lid-Lifter 
holds cut-off can lids. 


FOR OVER 50 YEARS... 
LEADERS IN KITCHEN AIDS 





Ask your Dazey Distributor 
how you can get this beautiful 





lisplay with every doze 
Folds flat against wall St. Louis 7, Mo. display free with every dozen 


when act tn one. Dazey Canaramic can openers. 
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LOOK FOR THIS UNIFPUL |! TAG 


ON THE TRUE FLEE xXSCREEN 








PREE STANDING FLEE KSCREEN 
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| look what’s BEHIN 


color advertising! 


Flexscreen “big league” advertising year after 
year—in magazines like Better Homes & Gardens, 
American Home, House Beautiful, House & 
Garden, Holiday and Living — has made the com- 
plete Flexscreen line the most valuable franchise 
in the field! Take a close look at the full color 
advertisement on the other side of this page — 
multiply its impact by the millions who will see it 
this Fall—and you can see why more people will 


insist on complete Flexscreen ensembles this year! 
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Flexscreen in black and brass combina. Solid brass Picture 
panel, andirons and matching fireset. fender panel, solid b 


Fiexscreen offers 20 promotion ensembies to sell in 
every price range. Each ensemble is backed by a com- 
plete promotion “‘package”’ tailored for your local use. 
Shown here are just 3 of the many Flexscreen ensembles 
— you're sure to find the right ensembles — at the 
right prices — to sell and satisfy every customer! Why 
should you accept less than Flexscreen quality? 


See your Flexscreen man .. . get the full story about 
how you can participate in our 50th Anniversary Pro- 
motion! Or write us for details. 


BENNETT-IRELAND INC., 656 Mein $t., Norwich, N.Y. 
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Toy department is leading 


profit builder 


Looking for a profitable way to 
keep youngsters from interfering 
with store traffic? And maybe 
making use of an odd corner up 
front? 

Clarence Roach, owner of West- 
boro Hardware in Topeka, Kan., 
has found a satisfactory answer 
for his store. He front 
corner of the store for a year- 
around toy display that keeps the 


UBCS a 


Youngsters have a 
4 


youngsters happy and make the 
cash register jingle constantly. 

The department is a leading 
profit builder. Its front location 
exposes it to both store and street 


traffic. 


More than 500 different items, 
priced from 25¢ to $3.95 are 
stocked. Most items sell for $1. 


Mr. Roach is shown in the photo 
with a young customer 





orner of their own at Westboro Hardware. 
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FIRST IN SALES! 


PERK-UP 
PROFITS 


with America’s 
Most Wanted 


MAIL 











STYLE-SETTERS BY 


Leming 


WITH SENSATIONAL NEW 


“RAIN-PRUF”’ Design 


individually Packaged in eye-catching 
3-coler Display Box. 


CHECK THESE TERRIFIC SALES FEATURES: 


Cast Aluminum—won't rust! Completely rain- 
proof. Takes long envelopes. Heavy magazine 
clips. Ingenious louvre design keeps out rain 
—lets mail be viewed. Space for name 
plote. Newest styles 









Ranch Design 


CREST THREE DIMENSIONAL 


oo 
oF 


MARKERS 


Aftractively 
Gilt Boxed 


Manufactured by 
Remington, these 
rustproof Aluminum Post & Stake Markers 
offer the largest selection of attractive figures 
designed for every home or landscaping 
Sensationally priced! 

ALSO AVAILABLE—Crest-O.Lite Reflecting 
Letters & Numbers with pressure-sensitive ad 
hesive bocking. 

ORDER FROM YOUR JOBBER 








, or write today for latest catalog and price sheet 


Many other style-sefting designs available 


R E M | N G T 0 N HAROWARE CO., inc 


102 GREENWICH ST.. NEW YORK 6. N.Y 
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Your Staff's Know-How Will Attract Sportsmen 
To Look at Your Hunting and Fishing Displays 


(Continued from page 54) 
in the area by the Badgley & 
Wheeler Hardware store in Scho- 
harie, N. Y. Over one of the store's 
visual-front windows is a neon sign 
calling attention to the sports shop 
section. 

Through personal experience and 
contacts with rod and gun clubs, 
members of the firm’s staff can tell 
anglers where trout, bass, pike and 
other fish are biting. When sports- 
men from cities some distance from 
Schoharie visit the area to hunt or 
fish the reputation of the sports 
shop section is a means of attract- 
ing their trade. 

The friendly fishing and hunting 
advice given out at the store re- 
sults in many sizable sales of sports 
equipment. Sportsmen wanting 
hunting or fishing licenses are taken 
to the town clerk’s office, or are 
directed to it. Three of the store’s 
four salesmen are experienced fish- 
ermen and hunters. 

Maps of the area, prepared by 
the New York State Conservation 
Department are available free of 
charge to visitors. Maps are sup- 
plemented with details gained by 
personal acquaintance with the fish- 
ing and hunting areas within a 30- 
mile radius of the store. 

Know-how of the staff includes 
the experiences of Don Wheeler, 
junior partner, among the first 
sportsmen in the area to use spin- 
ning tackle. 

In recent years women anglers, 


and hunters are more numerous in 
the area. It is not unusual for a 
woman visiting the store with her 
husband to show interest in sport- 
ing goods items. Later when the 
man is engrossed in handling guns 
or fishing gear, that woman will 
frequently move into the house- 
wares department. 

Deferred payment sales of guns 
are on the increase at the store. 
People known to the firm as having 
good credit ratings, may purchase 
guns for $1 down, with weekly pay- 
ments of a like sum, and without 
any carrying charges. 

Trade for the hardware depart- 
ment and the sports shop is drawn 
from a four-county, 30-mile radius. 
Parking space for 25 cars is avail- 
able at the rear of the store, and a 
larger black-top covered village 
parking lot is directly across the 
street from the store. 

The firm traces many sales in the 
sports shop and other departments 
to the use of direct mail material, 
including the stuffers with monthly 
statements. In addition the firm ad- 
vertises in a mimeographed shop- 
pers’ paper, the Budget Booster, 
published locally and having a cir- 
culation of 6,000. 

A good traffic puller for the sports 
shop is its annual sponsorship of a 
fishing contest. Awards are given 
for the largest fish in several spe- 
cies which are brought into the 
store for weighing. No fees are 
charged for participation. 
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A Parade Float Can Advertise Your Store 


A ' 


re 
a 


A rare opportunity for subtle advertising presents itself occasionally in the 
form of a local parade. When Kiel, Wis., celebrated its Centennial with a 
large parade and other events, Reindell Hardware entered this butterfly float. 
The store's name was on both sides of the float. 





Casual Approach Sells 
Larger Tackle Orders 


(Continued from page 6%) 


talk fishing with his customer, last 
season’s catch or a choice spot for 
fishing and sooner or later the con- 
versation turns to new and better 
equipment. The casual sales ap- 
proach attracts the novice and the 
dyed-in-the-wool sportsman. 

Inside the store there is plenty 
of room to test a new rod. In view 
of the window, on a side wall is a 
collection of fishing rods hung from 
hooks on a crossbar. More than 
60 different rods are displayed to 
tempt the fisherman. The rods are 
placed so that customers can han- 
dle them. 

Below the rod displayed are four 
glass covered panels mounted on 
the wall at an angle to display 
spoons, plugs, spinners and flies. 

To improve fishing equipment 
sales and make your sporting goods 
department fishing equipment head- 
quarters in your community J. A. 
Cole suggests: (1) show your stock 
in well planned displays—don’t keep 
it a secret that you sell fishing 
equipment; (2) encourage your 
sporting goods salesmen to use a re- 
laxed approach; (3) encourage fish- 
ermen to handle merchandise— 
avoid any suggestion of don’t touch 
the merchandise. 


es 


Attract Do-lt-Y ourselfers 
(Continued from page 78) 


Mirror-faced medicine cabinets 
are bordered with scalloped-edge 
valances creating a market for ad- 
ditional material distributed by the 
firm. 

A display section for showing 
hand and power tools is topped with 
several samples of roofing on a 
canopy in which are included flu- 
orescent lighting equipment. Fast- 
ened to the canopy are metal clothes 
poles and adjustable steel florr 
posts. 

Another display showing manu- 
facturers’ display units on brackets 
and hooks supported in perforated 
panels interests do-it-yourself fans 
in new builders’ and cabinet hard- 
ware installations. Packaged and 
bulk items are shown in bins on 
step-up fixtures along the base of 
the wall displays. 
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Builders, carpenters and homeowners will be asking you for 





RUSTPROOF, STAINPROOF 


ALCOA ALUMINUM NAILS 


Nobody wants to see a good job ruined by “‘nail- 
pox’’—that common construction disease that 
results when rusty nails rear their ruinous heads. 

Alcoa is calling this problem to the attention of 
builders and consumers through a continuing pro- 
gram of national and trade paper advertising. 
These advertisements tell nail customers about 
the advantages of Alcoa Aluminum Nails. And 
they suggest you as the local source of supply. 

Through the facilities of Macklanburg-Duncan 
Co., and leading national distributors, you can 
order a stock of Alcoa Aluminum Nails... now 
packaged in a new and popular manner. The pack- 
ages are designed to hold just the right number of 
nails to do a specific job. Every size and type you'll 
be asked for is packaged in this way! 


And there are ten different types of nails to 
handle every kind of nailing job 
range of sizes. 

Be ready for the rush of requests when they 
start coming. Order your stock of Alcoa Aluminum 
Nails now. Aluminum Company of America, 
2268-J Alcoa Building, Pittsburgh 19, Pa. 


each in a full 














Your Guide to 
ALCOA o. | the Best in 
ALU AAIN U AA Aluminum Valve 


NAILS 
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Alcoa Aluminum Nails and Fasteners are available nationally through 
Macklanburg-Duncan Co. and leading wholesalers of other Alcoa products. 
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Here are Weller's 3 basic small 
homecraft and hobby power 
tools made for and priced to sell 
to America’s millions. 


Weller POWER SANDER and 
POLISHER. 25 square-inch sanding 
area-—twice that of comparably 
priced sanders. 14,400 power strokes 
a minute—almost impossible to stall. 
Sands down old paint, puts satin- 
smooth finish on new wood. Light- 
weight design ideal for men or 
women, Straight-line action. Sands 
with the grain. Fits under low places 
—goes all the way into corners. 
Positive sandpaper and polishing 
cloth grip. Guaranteed, Model 700 
$14.95 list. 


Weller SABRE SAW. This portable 
jig sow—newest Weller power tool 
tuts wood up to |'' thick, do-it- 
yourself aluminum, composition 
board, plastics, etc. Cuts curves, 
tight circles, various shapes. Exclu- 
sive strain-relief eliminates biade 
breakage. Polished aluminum hous- 
ing. 3 blades and wrench included. 
Guaranteed, Greatest thing for 
homecraft and hobby jobs to hit the 
mass market. Model 800 $19.95 list. 


Weller SOLDERING KIT 8100K. 
Complete soldering set. Latest type 
Weller gun. Over 100 watts. Heats 
in 5 seconds. Triggermatic heat con- 
trol. 2 pre-focused spotlights light up 
work. Kit includes Soldering Brush to 
clean connections, Soldering Aid to 
twist wires and open old joints, 
famous Kester Solder. Ready to plug 
into any ovtiet. Has already won 
nation-wide market foothold. Priced 
to sell on sight. Model 8100K 
$7.95 list. 


See opposite page for mass-market adver- 
ising and promotional coverage. Act now 
te take advantage of Weller's $100 
BONUS PLAN. 


What the Law Say 


Expressed Warranty 


by ALBERT WOODRUFF GRAY 


A Georgia hardware dealer was 
asked by a customer to recom- 
mend a paint which could be used 
on various surfaces, new or old 
woodwork, new or old plaster, 
sheet rock and composition board. 


The dealer showed the customer 
some paint and gave him litera- 
ture from the manufacturer. The 
literature stated that the paint 
could be used on the types of sur- 
faces about which the customer 
had inquired. 

The customer said, “I know 
nothing about paint. ... If we 
buy it and put it on according to 
directions, are you going to stand 
back of it?” The dealer agreed 
that he would. 

When the paint was applied over 
the old coat both the old and new 
peeled. The customer sued the 
dealer for damages. 

In his defense the dealer said 
that he had made no expressed 
warranty of the quality of the 
paint. In its decision the Georgia 
court referred to a case in Ken- 
tucky. A seller had been sued for 
damages when merchandise had 
been found unfit for the purpose 
for which it was sold after the 
seller had said that he would 
“stand behind”’ it. 


Dealer found liable 


The Kentucky court had said 
that if the dealer represented to 
the purchaser at the time goods 
were sold, that he would “stand 
back” of them, the dealer was lia- 
ble if the goods were not as repre- 
sented. He was found liable for 
the difference between the value 
the goods would have had if they 
had been as represented and their 
actual value when they were sold. 

In its award of the judgment 
against the dealer, the court said: 

“The dealer recommended the 
product on the basis of the manu- 
facturer’s representations and his 
experience with it. But he also 
went farther and told the pur- 





chaser, ‘I will stand behind it!’ He 
admitted that he knew at the time 
that the purchaser was looking to 
him rather than the manufacturer 
to stand behind the merchandise. 

“The words ‘I will stand behind 
it,” may and usually do amount to 
an expressed warranty. Indeed, 
we can hardly imagine a different 
implication for those words as 
here used. 

“The rule that where the inten- 
tions of the parties may differ 
among themselves, the meaning 
placed on the contract by one 
party and known to be thus un- 
derstood by the other, shall be 
held to be the true meaning, is 
applicable here.” 

The Georgia court held that the 
dealer when he said he would 
stand behind the paint, “knew that 
the purchaser would look to him 
rather than the manufacturer, to 
make good the defect and sold the 
paint subject to this condition.” 

The court awarded the sum for 
which the suit was brought. It 
ruled that the paint “was defec- 
tive and the amount sued for rep- 
resented the paints purchased plus 
the labor of putting them on and 
subsequently removing them.” 


A Compact Handle Display 


This 19 compartment hammer and | 
hatchet handle display in a front-of 

the-store location at Mitchell Hard.- | 
ware Co, in Homestead, Fia., is an 
impulse sales builder. The 12-in 

square rack stands five feet high. 
Prices are marked in black crayon 
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You can make sure of success for your fall and Christmas 
small power tool sales by featuring Weller. This year the line 
will be backed by the biggest ad and promotion campaign in 
its history—a full-page, 2-color insertion in 3 of America’s 
most influential magazines, 4-color pages in 3 leading home- 
craft and hobby books, plus a ‘‘power-packed”’ array of 
point-of-purchase materials! (See opposite page for prod- 


uct details. ) 
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SATURDAY EVENING 
POST—November !0th 
issue will feature Weller's 
sensational Soldering Kil 
value at $7.95 list. Cur- 
rent Saturday Evening Post 
circulation — 5,340,647, 
readership, claimed by 
the Post, 14,050,000 


BETTER HOMES AND 
GARDENS — November is- 
sue will highlight the W eller 
Power Sander and Polisher, 
worksaver extraordinary, 
yet priced at only $14.95. 
Current Better Homes and 
Gardens circulation — 
4,285,427; projected 
readership — 15,500,000. 


LIFE—December 10th issue 
will introduce Weller's new- 
est power tool—the highly 
versatile Sabre Saw This por- 
table jig saw does the work 
of 7 saws, yet priced within 
the moss-markel range at 
$19.95. Current Ufe circy- 
lation — 5,639,694; reader. 
ship claimed, 26,450,000 


SEE OPPOSITE PAGE FOR DETAILS ON Weller's POWER SANDER AND POLISHER, 
SABRE SAW, SOLDERING KIT. THEN WRITE PROMPTLY FOR DETAILS ON Weller’s 


$100 BONUS PLAN. 


VISIT BOOTH 504 














Display cards make 
Bassick’s Hand-L-Hold 
a Self-seller 


Now —attractively carded for im- 
pulse sales—here is the easy-to-use, 
easy-to-sell Bassick Hand-L-Hold. An 
upward touch sets the broom, mop, or 
tool handle in place. It holds by its 
own weight—can’t mark, scratch, o1 
damage handles. And, once folks see 
it work, you can practically start ring- 
up the sale. 


Display-demonstrator 
free with 30-piece order 





That's where the Bas- 
sick display demonstra- 
tor comes in. It invites 
attention, lets shoppers 
try out Hand-L-Holds 
for themselves. It will 
spark impulse sales. 

Put the new display 
card package—prepriced 
for self-service sales— 
and the handy demon- 
Sstrator near your check-out counter 
and in the houseware section. See how 
many extra sales you pick up. 

Order from your jobber. THE BAs. 
SICK COMPANY, Bridgeport 2, Conn 
in Canada: Belle- 
ville, Ont. WA 
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Convention Calendar 
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National Events 
American Hardware Mfrs. Assn. joint National Garden Supply Dealer 


annual eonvention with the Na- 
tional Wholesale Hardware Assn., 
Oct. 7-10, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen 
heim Hotel. Arthur L. Faubel is 
secretary of the manufacturers’ as 
sociation with offices at 342 Madi- 
aon Ave., New York 17, N., # 
Thomas A. Fernley, Jr., is manag 
ing director of the wholesalers’ 
association with offices at 1900 
Arch St., Philadelphia 3, Pa 
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Shows, Nov. 18-20, at Navy Pier, 
hotel headquarters, Morrison Hotel, 
Chicago, Ill.; and Jan. 13-15, 1957, 
at Kingsbridge Armory; hotel head- 
quarters, Concourse Piaza Hotel 
New York, N. Y. Sponsored by 
Garden Supply Merchandiser Mag 
azine, Baltimore, Md 

National Hardware Show, Oct. 1-5, at 
the Coliseum, New York. Spon 
sored by National Hardware Show, 
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Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


406 Lexington Avenue * New York 17, N.Y. 





Gelvenized Ware Piants: Telede, Ohie and Atiantsa, Georgia 
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WARE gives you faster turnover 
..and increased profits, too 
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Convention Calendar 





Inc., 331 Madison Ave., New York 
17. Frank Yeager, director 


National Sporting Goods Assen. Con- 
vention and Show, Feb. 3-7, 1957, at 
Hotel Morrison, Chicago. Spon 
sored by the National Sporting 
(;00ds Asen., 716 Rush St., Chicago 
11, Til. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Asen.. 
Oct, 7-10, at Atlantic City, N. J 
Headquarters, Marlborough - Blen 
heim Hotel. Thomas A. Fernley, 
Jr., 18 managing director of the 
wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with offices at 342 Madison Ave.. 
New York 17, N. Y. 


Regional Events 


Ace Hardware Corp., Chicago, 33rd 
Annual Convention and Exhibit. 
Feb. 11-13, 1957, at Conrad Hilton 
Hotel, Chicago. Arthur Krausman. 
convention manager 


Cotter & Co., Chicago, Spring Future 
Order Merchandise Show, Oct. 28 
$1, in company office and ware- 
house, 365 E. Illinois St., Chicago 


Gift Shows: Washington, Hotel Wi! 
lard, Jan. 27-30; Chieago, LaSalle 
Hotel and Palmer House, Feb. 3-14: 
New York, Hotel New Yorker and 
New York Trade Show Building, 
Feb, 24-March 1; Boston, Hote! 
Statler, March 4-8; Philadelphia, 
Hotel Benjamin Franklin, March 
17-20. George F. Little Manage 
ment, 220 Fifth Ave., New York 1, 
except Chicago Show which is con 
ducted by Eastern Mfrs. & Import 
ers Exhibit Inc., George F. Little 
managing director. 


Hardware Wholesalers Ine. Fort 
Wayne, Ind., 10th annual conven 
tion and stockholders’ meeting, Oct 
24-25, at company warehouse, Ne!) 
son Rd., Fort Wayne 


Hibbard, Spencer, Bartlett & Co.. 


220) WwW. lioward St.. Evanston, 1}} . 


4th Annual Merchandise Show & 
Convention, Jan. 13-16, at company 
warehouse 


Janney, Semple. Hill & Co. 22-26 
Second St. South, Minneapolis 1, 
4th Annual Retailers’ Conference 
and Spring Market, Jan. 14-16 

Meetings at Hotel Leamington, ex 

hibits at North Star Bldg 






(ontinued 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions 
and exhibit at State Coliseum, hotel! 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery. Charles 
Giles, 409 N. 23rd St., Birmingham 


‘“? 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Auditorium. 
hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 90% 
Rector Bidg., Little Rock 


California Retail Hardware Assn. 
Convention, Feb. 10-13, 1957. Ses 
sions, exhibit and hotel headquar 
ters at Fairmont Hotel, San Fran 

Krueger B. Jacobsen, 122 

Ninth St., San Francisco 3. 


CISCO, 


Connecticut Hardware Assn. Conven- 
tion, Feb. 6, 1957. Sessions and 
hotel headquarters at Statler Hotel, 
Hartford Ned Russell, Harris 
Hardware, Southport. 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 17- 
19, 1957. Hotel headquarters at 
George Washington Hotel, Jackson- 
Ville. Fla W. W. Howell. P, {) 
Drawer 1000, 1640 Plant Ave., Way 


CTOSS, (,a 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21, 1957. Sessions 
and exhibit at Radio City Audi 
torium, hotel headquarters Char- 
lotte Hotel. Charlotte, N. C. Martin 
i’, Kaelke, managing director, P.O 

Box 6215, Charlotte 7, N. C 


Illinois Retail Hardware Assan. Con- 
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vention & Trade Show, Jan. 6-8 
1957. Sessions and hotel headquar 
ters at Pere Marquette Hotel, ex 
hibit at Armory, Peoria. William 
F. Ewert, 1194 Merchandise Mart 
Chicago 54 


Indiana Retail Hardware Assn. Con. 
vention, Jan. 29-31, 1957. 
and exhibit at Morat Temple, hotel 
headquarters Sheraton-Lincoln Ho- 
tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4 


Sessions 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan 
20-22, 1957 Sessions and hote! 
headquarters at Hotel Utah, Salt 
Lake City, Utah. Leon L. Weeks, 
208 Continental Bank Bidg., Boise, 
Idaho. 


lowa Retail Hardware Assn. Conven- 
tion and lowa Hardware & Appli- 
ance Buyers Show, Feb. 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium, hotel 
headquarters Hotel 
Moines Philip R Jacobson, Mason 
City. 


Savery, Des 


Louisiana Retail Hardware Assn. Con- 
vention, March 31-April 1, 1957. 
Session exhibit and hotel head 

quarter at Roosevelt Hotel, New 

Orleans. David O. Mansfield, P. O 

Box 1696, Jackson 5, Miss 


Minnesota Retail Hardware Assn 
Convention, Jan. 22-24, 1957 Ses 
ions and hotel headquarters at Cur 
tis Hotel, exhibit at Minneapoli 
Auditorium, Minneapolis. f J 
Christopher, 2110 Nicollet Ave 
Minneapolis i 


Montana Hardware & Implement 
Assn. Convention, Oct. 25-27, 1956 


Sessions and hotel headquarters at 
Hotel Rainbow. Great Falls Nor 
man ©. Blevir Pr. O Hox iilb2 


Helena 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 22-24, 
1957. Sessions and hote! headquar 
ters at Cosmopolitan Hotel Denver, 
Colo. Francis W. Reich, P. O. Box 


i. foulder, Colo 


Nebraska Retail Hardware Assn. Con 
vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi 
torium,; hotel headquarters, ron 
tenelle Hotel. Omaha. { A. MeCoy 

's Insurance Bidg., Lincoln ® 

New York State Ketail Hardware 
Assn. Convention, Feb. 4-6, 1957 
Sessions and hotel headquarters at 
Hote! Statler, exhibit at Vemorial 
Auditorium, Buffalo Nichola 3 | 
Kiley, Hills Bldg., Syracuse 2 


North Coast Retail Hardware Assn 
(onvention, Feb. Seo, 1997 Hiote 


headquarter New W a ningtor 


- 
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CHAINSA 


COMPLETE WITH 16-INCH GUIDEBAR AND CHAIN 


Mf 


MODEL D028 





Quick Starting ... Fast Cutting 

Full 30 Day Warranty .. . Service Everywhere 
Full Discount... Outstanding Profits 

Complete Line of Direct and Belt Driven Models 


H ere's the lowest cost chainsaw on the market . . 
chainsaw with terrific cutting speed. 
with dependable Clinton engine. Has remarkable balance and operating 
vision . . . cuts close to the ground. Full control of power both on or 
Entire gquidebor surface chrome hardened—sharp chipper type chain. Eye- 
catching with hammerloid gold painted finish. You can't seil a better sow 
at near the money. There's also the Chief Direct Drive Model D3B with 
cutting capacity from 16" to 26"—prices start at only $189.50, F. O. B., 
Clinton, Mich. 


. @ powerful, easy handling 
It's quick starting and cool running 


Clinton is the only manufacturer offering complete line of chainsaws. If 
prospects are looking for a belt drive chainsaw, you can sell Chief Belt Tor- 
sion Drive Chainsaws. There cre two models—prices start at only $199.50, 


F. O. B.. Clinton, Mich. 


Remember, you need not service Chief Chainsows .. . there are authorized 
Clinton engine and chainsaw specialists waiting to help out your customers. 
More than 3,500,000 Clinton engines are now serving on farms, homes ond 
in industry. Clip coupon ond get complete facts. 


HARDWARE AGE, SEPTEMBER 27, 1956 





New CHIEF CHAINSAW 


(Also Mode! D038 availab/e) 


NO OTHER CHAINSAW HAS SO MANY 
BIG SELLING FEATURES FOR THE MONEY! 


BOY, how they're selling... 


NEW *159°°... 
DIRECT DRIVE 
Ww 









A 














CLINTON MACHINE COMPANY 


DEPT. 3-M 
CHAINSAW DIVISION, CLINTON, MICHIGAN 


SOUNDS GOOD TO ME! _. send me all the facts shout your new | 


Chet Direct Orive Cha:nsews end Belt Torsion Drive Chainsaws. 














My Favorite jobber is... 





um Guaee cums Gump cui tenet wir Gil Gl 
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Convention Calendar 





(‘ontinued 





Hotel. sessions and exhibit at Sena- 


ter | tor Auditorium, Seattle, Wash., 
Martin W. Danko, Route 12, Box 
109, Fife Sq., Tacoma, Wash. 


| 
i 
' 

North Dakota Retail Hardware Assn. 
| Convention, Jan. 15-16, 1957. Ses 

sions, exhibit and hotel headquar 

| ters at Graver Hotel, Fargo. Mi 
| FE. J. MeGrann, 54% £=Broadway, 


Fargo. 


Ohio Hardware Assn. Convention, 
Feb. 11-13, 1957. Sessions and ho 
te] headquarters at Hotel Cleveland, 

| exhibit at Cleveland Publie Audi- 
torium, Cleveland. John B. Conk 
lin. 198 S. High St., Columbus 15 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 5-6, 1957. 
Sessions and exhibit at State Fair 
Grounds, hotel headquarters Skir 
vin Hotel, Oklahoma City Aaron 
Gritzmaker, 512 Midwest Bldg... 
Oklahoma City. 








Pacific Northwest Hardware & Imple 
ment Assn. Convention, Jan » 
1957. Hotel headquarters and s« 
sions at Davenport Hotel, Spokans 
Wash. J. Malcolm Smith, 210 E 
pire State Bidg., Spokane 1, Wa 


. 
90 Handyman screw drivers Pennsylvania & Atlantic Seaboard 
> Hardware Assn. Convention, Jan 

9-31, 1957 Se ons and exhibit 

at a retail top of 79¢ at Aas A Hall, Philadel ' a 


Pa. L. W. Jenness. 707-710. 161 
Walnut St.. Philadelphia 4 








A 8 SR BN 8 Sie —-—~ 





Price, package and product invite your customer to buy 


from this merchandiser. Here are 90 Handyman screw South Dakota Retail Hardware Assn. 
drivers priced from 25¢ to 79¢. There are 6 each of 15 Convention, March 19-21, 1957. Ses 
drivers and there’s one or more to suit all but the most sions and exhibit at Coliseum Audi 
specialized needs. Order yours today. Ask for Stanley a Sea Se eenee Seaeee 


, é ter Hotel, Sioux Falls ©. R. Ball 
Handyman screw driver assortment H3000. Your cost is or Hotel, Sioux Fa R. Baily, 


. ; 1300 §S. Jefferson Ave... Sioux Falls. 
$29.20-——the display merchandiser is free. efferson Ave., x Fal 


Tennessee Retail Hardware Assn. 





HARDWARE 


HUMOR 
i \{ r MUTT Yt oe 
fe\|\ * | fj*\| * 
PVN EAC 4 


ea = 2 es ewe 





Ay A 
This pricing and sizing strip is supplied with every H3000. i LAX ‘ee | 
And you get a postcard to register for a new strip if and ome ‘Gathers ae . | 
when retail prices change. Note how the illustration of ‘ —y | * ® 
screw heads helps your customer pick the right driver . . | 
' 


an extra service that makes extra sales. The merchandiser B “a, HORNS 
has legs for counter, island or window display and comes 
with hooks for fixing to peg board. 





STANLEY fon. 2 NDT 
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Convention, Jan. 27-29, 1957. Ses 
sions, exhibit and hotel headquar- 
ters at Hotel Chisca, Memphis 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 27-30, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Shamrock Hilton, Houston, 
R. M. Souder, 1108 Gibraltar Life 
Bidg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12, 1957 
Sessions, exhibit and hotel head 
quarters at Herring Hotel, Ama 
rillo, Texas. R B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 





Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions, 
exhibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. T 
Omohundro, Jr., Seottsville 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. W. J 
Shaw, Suite 214, Werby Bidg., 3915 
Main St., Kansas City 2, Mo 





West Virginia Hardware Assn. Con- 
vention, Feb. 17-19, 1957. Sessions, 


° 
exhibit and hotel headquarters at N dd d f | 
ipbpit an ge Bocary juar it CW saw te | e oO ine 


Daniel Boone Charleston. 


James C. Fielding, 1628 MeClung i/ 4 
cn Sea 6Y2” H68 ... only $64.95 


Wisconsin Retail Hardware Assn. 


Convention, Feb. 5-7, 1957 Ses.- 
sions and exhibit at Milwaukee 
Auditorium-Arena, hotel headquar This is Stanley’s H68, a 6-1/2” companion to the new line of 
ters—Schroeder Hotel, Milwaukee. heavy duty builders saws, H68 cuts a 2 x 4 at 45° and 2-3/16” 
H. A. Lewis, Stevens Point at 90°. It has ball bearings throughout and every other work 


saving feature of the new 6”, 7” and 8” Stanley saws 
H68 has the “Ffree-Start’ Guard that never sticks at any 
' vs ' : angle of cut and gives maximum blade coverage, H68 has the 
Customer Is Given Choice vnilines Drive that protects saw eer against shock 
Of More Than One Lavout caused by striking foreign objects like nails, etc, And H68 
, costs only $64.95, Free display packed with each H68. 
A New England hardware deal- 


er insists that his kitchen plan- NOW 4 SAWS AT LOW PRICES 
R” H&5 now only $79.95 
_ H70 now only $69.95 
642” HOs now only $64.95 


6” H65 now only $59.95 


ners give prospects more than one 
suggestion for a modernization 
job. 

The estimated cost of these pro) 
The 


breakdown of cost into individual! 


Your Stanley Electric Tool 
distributor has the complete 
line now. See him. Ask about 
the display stand, as shown 
here, that can be yours ab- 
solutely free. 


7 o ects is given in a lump sun 


units is made only upon request 
When the price of any or all of 


the proposed layouts is considered 





too high, says the dealer, “we will 
suggest that lower-priced units be 


ubstituted inl Some parts of the 


For further detalis, free literature, 


project. Comparison of the differ. decler heips, etc., write Stanley 


~aoemenas O LANLEY 


Britain, Conn. 


ent qualities will generally result 





in a return to the higher-priced 


pian 
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SKATE SHARPENER 


WILL BOOST 
YOUR PROFITS! 


* BALL BEARINGS 
* MODERN DESIGN 
* FOR ALL SKATE TYPES 


the improved Model SAS Skate Hoid 
er shown with grinder comes as 
reguiar equipment with ail Wisseta 
Skate Sharpeners. Also may be pur 
chased separateiy it has a wide 
ana accurate range ol adjustment 





















The skate is rigidiy clamped to pre 
yent movement or chatter Bottom 








































For Flat or Hollow Grinding! 
surtace is caretuily machined 
A small investment now in a new Wissota Skate Sharpener will mean bigger repair 
Gepariment profits and more store tratlic this fall and winter! Easily and accurately 
sharpens reguiar hollow ground hockey, specially deep ground figures, or flat ground 
narrow biade skates 


NOT ONLY A SKATE SHARPENER— the Model SIOM shown above may also be 
used as an aii around Too! Grinder! A wire brush wheel, saw gumming wheel or cloth 
buller may easily be substituted. A sickle cone may be used for sharpening mowing 
machine sections, using any Wissota Sickle Holder: 

The Wissota SIOM Skate Sharpener unit is mounted on a special board, complete with 
holder, two surface pilates on which holder slides, a 1/3 H.P. heavy duty motor (packed 
separateiy), three vitrified grinding wheels and two V-belts tor the two separately driven 


spindies. Three wheels as follows: 7x!’ *s tor flat grinding, Sxix'/ for regular hollow 
grinding. julx"* for deep contour hollow grinding 
$10 Skate Shorpener. Li Comotote * ORDER NOW FROM YOUR JOBBER 
ate er, Less Mot ns TAILS! 
SAé Skete Holder, Only (Also sold seporetely) OR WRITE FOR DETAILS 


DEPT. A 
MINNEAPOLIS 4, 
MINNESOTA 








on ct ge ae adalat ali lla al 





Vented Space Heaters -_ Vented Wall Heaters + ry 
e mod ) BTU > mode 25,000 BTU | x) 
to BS By to 60,000 BI ie. 


Vented Floor Furnaces l y 1 Unvented Space Heaters 


; , in i? BTU xX | i; ’ ‘¢ BTU x 
) BTU j——$ 1 to | 8] Seo 


Stock and Sell the Complete Line 

















© Wall heaters approved under 
1956 AGA requirements 


® The blower as shown is available 
on all models 











Every Martin Gas Heater is AGA 
approved for natural, liquefied and 
manufactured gases. (Safety Cabinet) 

















end tes nigilets sta! 9 Jorts® 3 


Manvtactured by 


MARTIN STAMPING & STOVE CO. 














Huntsville, Ala. Over 50 years heater experience 





| 


WissoTAs LOW COST -*- Washington 





(Continued from page 10) 


SBA Advises Dealers To Look 
into Distributive Education 

Hardware dealers looking for 
more trained help or for a train- 
ing program for their employees 
should look into distributive edu- 
cation, the Small Business Admin- 
istration advises. 

Complete information about dis- 
tributive education programs and 
what they can do for the smal! 
retailer is contained in the book- 
let, “How Distributive Education 
Helps Small Business,” the 14th 
in a series of Small Marketers 
Aids. 

Copies of the booklet may be 
obtained from the Washington of- 
fice of SBA or from any SBA field 
office. 


Construction Put In Place 
During August Sets Record 

The value of all types of new 
construction put in place during 
August reached a new high of $4.3 
billion, according to the Com- 
merce and Labor Depts. 

At the present rate, the market 
for builders’ hardware will con 
tinue strong because the depart 
ments estimate new construction 
is at an annual rate of $44.3 bi! 
lion, compared with actual outlays 
of $438 billion in 19565. 

Advances in private industria 
building, utilities, and commercial! 
building more than offset the 
home building decline 


Census Bureau Foresees Many 
More Customers for Dealers 


} 


There will be nearly half again 
as many customers for hardware 
dealers in 1975 as there are now, 
according to the Census Bureau 

The Census Bureau, projecting 
the current rate of increase in 
the number of households in the 
country, figures there will be be- 
tween 61.6 million and 67.4 million 
households by 1975. 

In April, 1955, the Bureau es- 
timated that U. S. households to- 
taled 47.8 million units 

Resume reading on page 11 
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DOUBLE FACE BLACKSMITHS’ SLEDGE 


Exclusive machine-turned 6-inch radius faces 


assure point-to-point 
heat treated steel! 


contact. High carbon, 








CLAY PICK 





13% longer life—tough, high carbon steel—per- 


fect anchor curve for 


increased “dig-ability.” 








Balanced, Lone 


of WARREN-TEED hand tools 


Choose your heavy hand tools from Warren Tool’s 


complete line. They're forged from high carbon steels, 


perfectly balanced, and heat treated edges and 


faces are made to last under roughest, toughest 


treatment. Complete line is decimal packed, in an 


exclusive easy-to-inventory, attractive Flanders 


Blue carton. (Shown are only a few of the tools in 


the Warren-Teed line 


For list of tools available, 


sizes, etc., send for complete catalog.) 


WRECKING BAR 


uniformity and balance—both ends heat 
deeper V on claw end for sure grip 








CONCRETE FORM STRIPPING BARS 


Superiorfr forming Tht rough edges accurately ground 


better leverage in hard-to-reach places 





RIPPING BAR 


90° angle claw—4” angle chisel—gets into 
corners, under siding, etc —perfect for 
hard-to-reach places 








eet 


WARRENSTEED 


trade 


or mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil Railway Track Tools 


General Offices... Warren, Ohio 


Export Division 
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30 Church St., New York 7, N. Y. 





HAND DRILLING HAMMER 


Heat treated, high carbon steel—perfect 
uniformity and balance 








AX EYE GARDEN MATTOCK 


Light, streamlined design for perfect “feel” 
and balance—-factory power fitted handle 
—heat treated, sharp cutting edges. 












WHAT'S NEW 








® For more information on these products and services 
use free post card on page 101. 


(Continued from page 13) 


there is a pure white fixture seal. 
None of items can 
water and none will freeze for they 
are made of pure vinyl. Rosenberg 
Bros. & Co. 


Vor more data circle No. & on postcard, p. 161 


these absorb 


Travel Alarm Clock 
Travette is a smartly-styled fold 
ing alarm clock you can sell to your 
customers who travel a lot or who 
extra alarm 


want an around the 


house, Clock is 3 in, square and | 


in. deep and comes in a red or tan 





Unit 
easy winding and alarm setting and 
features a shatter-proof crystal and 


leather case. opens out for 


luminous Retails for $8.75. 
W eatelor Div.. (ye vie ral Time Corp, 


Por more data circle Neo. 9 on posteard, p. 161 


dial. 


Barbecue Braziers 

Competitive price is a feature of 
three models of high quality bar- 
braziers. All three have 
plated 24 in. grill. Fire 
bowls are of heavy gage steel with 
black baked-on enamel. 


hbecue 


chrome 


The econ- 
omy model stands 28 in. high with- 
out wheels. De Luxe model has two 
6% in. rubber-tired wheels, and 
stands 24 in. high. The Super De 
Luxe model stands 32 in. high with 
8 in. rubber wheels. Both De Luxe 


98 








Luxe models have 
mechanism to raise or 
Available accessories 


and Super De 
cam crank 
lower grill. 
are: aluminum motor, 
cutting 
Accessories fit 


Atlas Tool 


hood, spit 
hardwood 
board, and firerake. 
both de luxe 
and Mfg. Co. 


For more data circle No. 160 on postcard, p. 161 


rotisserie spit, 


models. 


improved Reel Clutch 


Now built into each Bronson No. 
700 Spin King spinning reel is the 
Crank-O-Matic clutch. By turning 
handle forward, as on the retrieve, 
this clutch overrides the star drag 





— 


setting, automatically increasing 
the drag, to permit practically posi- 
tive retrieve action. Mere release 
of handle instantly 
drag tension to original star drag 
setting. Designed for fresh water 


or salt water fishing, this reel fits 


reduces the 





bait casting or spinning rods. Reel 
spool has approximately 100 yd of 
6-lb test limp nonfilament line. Sug- 


gested retail selling $19.85. 
Bronson Reel Co. 


For more data circle No. 11 on postcard, p. 161 


price 


Heater, Rack Combination 

Here is a portable electric room 
clothes drying at- 
tachment available. Hot air is sent 


neater with a 
through top of heater by jet stream 
up-draft. The deluxe model has an 
which is 
levels to 


economy thermal control 
adjustable to three heat 


cut current consumption. Cabinet ts 





shock 


knocked over or 


burn and proof. It can be 
smothered 
while in Attachable 
clothes rack equals 35 ft of clothes- 
It is available in a spe 
Tru 


safely 


operation 


line space, 
cial deal. Comes in five colors 
mont Producta Co. 


For more data circle No. 12 on posteard, p. 161 


Flashlight, Flare Kit 


Automobile owners and boat own 
ers will be customers for this 
Safety Signal Kit, which consists of 


an Olin two-cell flashlight, two red 





aa 
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This 


al) OP ite 
Tenite tag IP le a hee, 
iiss 
tells your 
POL 
customers tan, Seems, VE, 
He res, DM ENE 

of pipe FS Loi 
they can . 
trust 











Tough pipe made of Tenite Polyethylene 
heips bring water where it's needed 





Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly 
and at low cost 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It's available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 


drinking, irrigation, anima! watering, lawn sprinkling systems-—or wherever cold 


POLYETHYLENE water must be brought from one location to another. 


an Eastman plastic 


Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE 
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WHAT'S NEW 








flares, two flashlight batteries and 
a flare stand. Kit fits neatly into 
ylove compartment of the average 
Car and gives user a warning sig- 
nal when stalled in the dark. Kit 
retails for $2.19. Electrical Div., 
Olin Mathieson Chemical Corp. 

Vor more data circle Ne. 13 on posteard, p. 10! 


Movable Power Sprayer 


Fruit and vegetable growers, 
estate and home owners, poultry- 
men, and nurserymen will be in- 
terested in the Baronet wheelbar- 





row-type 


sprayer. 
powered by % hp engine and is 
available with a 12% gal tank and 
single cylinder, double acting pis- 
ton pump for handling wide range 
of abrasive or corrosive spray ma- 


Sprayer is 


terial. Pump has discharge ca- 
pacity of 2 gal per minute. F. LE. 
M yers & Bro, Co. 


Por more data circle Neo. 14 on posteard, pp. 16! 


Rolled Link Matting 


Made of B. F. Goodrich Korosea! 
material and galvanized rust re- 
sistant wires, this matting 
will not fade or deteriorate with 
age. It will resist fats, acids, oils, 
caustics and greases and will stand 
much abrasion. Offered in three 
color combinations, red or green 
bordered on black and custom style 
with brown, white and yellow on 


steel 


black. Available in 24, 30, 36 and 
48-in. widths. Each mat is 30 ft 
long. A new eight scraper blade 


link increases both cleaning effi- 


It can be simply 


ciency and safety. 





100 





cut to size for individual custom 
mats from the stock roll. Natco 
Products Corp. 


For more data circle No. 15 on posteard, p. 161 


30-Blade Power Mowers 


Two Contour power mowers have 
been added to this line of mowers. 
The multiple-edge cutters have 30 
double edge spring steel 
which are mounted on an axis and 


hlades 


overlap. The reel gives 1/3 million 


-7= 





strokes per minute to cut a cleaner, 
smoother lawn. Both mowers are 
18 in. models. The Model 182 runs 
on 2 wheels and the Model 184 on 4. 
Has a 4-cycle high compression en- 
gine and the blades are housed in 
a cast aluminum two-tone housing. 
Henderson Mfg. Co. 


For more data circle No. 16 on postcard, p. 16! 


Tap-Acting Switches 


Can be used with conventional 
wall plates and are known as Tap- 
Lite switches. They are designed 
chiefly for larger residential instal- 
lations and commercial buildings. 
Has single rectangular actuator 
button instead of round button 
used in other Tap-Lite models to 
make it suitable for use in wall 





SEG ERB EERE SREB RERERRE EERE REE ER RRR RRR RRR AananAanrAanennaeedgi 





plates which also contain an appli- 
ance outlet. Single pole model 
lists at $1.65, three-way type at 





$2.15. Four-gang plate lists at 
$1.80. Minneapolis-Honeywell Reg- 
ulator Co. 


For more data circle No. 17 on postcard, p. 101 


Door Weatherstripping 


Foamedge door weatherstripping 
consists of a vinyl tube filled with 
polyurethane foam. There is a 
flange strip for attaching. The 
single strip is for around windows 
and doors. The double strip is for 
yarage doors. 
it yoo d 


The polyurethane is 
insulator, form-fitting, 





resists 
light, grease, oil, gasoline and has 
high abrasion resistance. Sterling 
Alderfer Co. 


For more data circle Noe. 18 on postcard, p. 161 


shock-absorbing. It sun- 


Customized Locksets 
Here is a lockset, the Sentry Lock, 
which features interchangeable 
parts so you can offer your custom- 
ers as many as 75 lockset designs 
from a minimum inventory. Five 
(Continued on page 106) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 





























































Postcard valid @ weeks only. After that use own letterhead fully describing item wanted 


use this FREE 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. Mb 
(Sec. 49 PL AR) 
New York N.Y 








BUSINESS REPLY CARD 


No postage necessery if meiled in the United Stetes 





POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y 


9/27/56 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Postcard valid 6 weeks only. After thet use own letterhead fully describing item wanted 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 


it clearly. We cannot service post cards with incomplete addresses. 
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A big help tor busy deoal- 
card for tree 
int< rmation on new prod- 
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Box Address for Quick 
Check Cards Only 
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HERE’S THE HAMMER 
THAT’S TAKING THE TRADE 
o 


BY STORM 
ORDERED YOURS YET? 


We were sure dealers everywhere would go for our new 

Jet Rocket hammer. But we didn’t realize the response would 
be so sudden and so overwhelming. It must be that the many 
dealers who had outstanding sales successes with the regular 
RocKEeT knew immediately that JeT Rockets were bound to 
produce the same kind of sales and profit results. 


Or, maybe, the famous Rocket construction features— precision- 
forged and heat-treated head, chrome-plated tubular steel 


handle that won't bend or break, and the wonderful grip that won't , 4 " 
slip wet or dry or in gloved hand—all available at this new, low ee 
price——was too much for dealers and their customers to pass up. ee & 

> 
Whatever the reason, orders are pouring in. But what about you? : 

, 

Have you contacted your ‘True ‘Temper wholesaler about this amazing “qe 
hammer seller? Have you swung it a few times to test its perfect balance * 


and feel? Have you compared it with out-and-out imitators for pure strength? * 
Have you compared it for good carpenter-preferred design? 


If not, why not do it today? Call your wholesaler. Tell him 

to bring out one of these wonderful tools. Sell yourself as 

others have. It’s easy with the No. B16 Jet Rocker. 

True ‘Temper Corporation, 1623 Euclid Avenue, Cleveland 15, Ohio. 


TRUE TEMPE » You Can Look to 
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~i New “snap-on” handle 
\" snaps up sales 


New, streamlined, “snap-on” 
handle is sturdy and 

adjustable to user's height 
Fingertip throttle control 

permits changing engine 

© speed without stooping or 
- stopping. Toe up control 
safety latch. Handle 

stands upright for 

compact storage 


ADJUSTABLE 
DEFLECTOR 


Model 310-T, 21” cut Model 300-T, 18” cut Model 320-T, 20” cut Model 300-£, 18” cut 


Also available Self-propelled Electric-powered 


with rope starter ‘ Ys hp, 3450 rom 


ax” 


“Since 1904”... Worcester, one of the country’s leading producers of quality lawn mowers 























q 
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New feature-packed line 


for volume sales 


ae 
“2 
4 These are the features customers 


want...the features that sell! 


e Side chute prevents clumping or matting 
e Adjustable deflector controls discharge 
New, streamlined, “snap-on” handle 


e Fingertip controls 





Inset wheels for close side trimming 

e Staggered wheels prevent scalping 
Unbreakable steel deck 

e All-steel wheels with recessed hubs 
“Sta-Temp’ hardened ‘blade 

® Quick, easy cutting-height adjustments 


Large, wide-tread tires 





e Nationally-famous 4-cycle engines 


Leaf mulcher included, no extra cost 






Model /50-R, 18” cut 


Also available 
with rope Starter 





Model 900-R, 21” cut 
Mode 450 is [ it 
5 Mode! 350. 16" cut 


; 
/ Mode 50H, is” cut 





Worcester builds a mower to meet every customer's need...in every price bracket! 























WHAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 101. 








(Continued from page 100 


knob designs and 15 rose designs 
combine to form the different com- 


binations. SentryLock is also avail- 






























































Spark up your sales 
by stocking a fast-selling 
selection of Hindley 

bright wire hardware. 
Write us today for 
complete details. 






































able in complete basic stock sets 


which may be sold as packed or 


interchanged with other sets. Sar- 
gent & Co, 


Per more data circle No. 19 on posteard, p. 161 


_ Deluxe Upright Drainer 
This deluxe brass upright cellar 


drainer with double pole switch 


has been added to the Rapidayton 
The heavy- 
duty model with double poles which 


line. new switch is a 
acts as two switches operating in- 
automatic 


Drainer 


insuring 

long life. 
also has corrosion-proof brass rod, 
float 


dependently, 


operation and 


and impeller. Brass strainer 





























MANUFACTURING COMPANY 
Valley Falls, Rhode Istand 


WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 



























when if 


Tait 


lifted and cleaned 
becomes temporarii: 
Mfg. Co. 


For more data circle No 


Can be 


ced 


20 on postcard, p. 101 


Drill Press Vise 
This vise has been designed for 
light 


use and its size permits its 


use On drill] press tables The i”AW is 





wide and 1% in. deep. It will 


The 
pounds. Deamond-Stephan Mfg. Co 


o in 


; 


open to 6 in. unit weighs 6 


For more data circle No. 21 on postcard, p. 161 


Black Milk Filter 


Dairy farmers will be customers 
for these black milk disc filters. 
This disc makes use of color con- 


trast to warn against the presence 








of mastitis in the dairy herd. White 
flakes, which identify mastitis, 
show up quickly on the black filter. 
This dise requires no special hand- 
ling and is used the same as a white 
filter. This unit re- 
moves sediment efficiently and de- 
tects mastitis early. Schwartz Mfg. 
Co. 


double-duty 


For more data circle No. 22 on postcard, p. 161 







Cluster Lighting Fixture 
The line is de- 

signed to have both a casual look 

and appearance of luxury. Consist- 


Cordette Casual 
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ing of three basie fixture units of 
identical size and shape, each unit 
is 7 in. in diameter at the base and 
l2 in. long. Unit is equipped with 
1-ft cords to permit maximum sus- 
pension of 42 in. from ceiling to 
bottom of unit. Maximum wattage 
is 75 for each reflector. Being in- 
troduced in stores at about $29.95 
through Oct. 31, after which the 
suggested retail selling price will 
be $34.95 in eastern states. Mos 
Light 


For more data circle No. 23 on posteard, p. 161 


1957 Outboard Motor 


Outboard motorboat owners will 
be customers for this company’s 
redesigned line of 1957 outboard 
motors. The line features nine 
models with new styling and per- 
formance features. Motors range 
in prices and sizes from 3.6 hp 
(illustrated) retailing for $119.50 
to 40 hp selling for $675. Gasoline 
savings of up to 34 percent and 
novel color treatments are some of 





f 
” * > 
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for all 
Industry 


For more than 430 years, 
Marion has been making and 
supplying Hickory Tool Han- 
dies of the highest quality. 
Industries of all types have 
accepted Marion Handles as 
the very best obtainable. 
Here's why: 









¢ Tough, Selected, Straight Grain Appalachian 
Mountain Hickory 


Resilient and Shock Resistant 
Properly Seasoned 

Quality Controlied 

Leng-Lasting Service and Lowest Cost 
Gueranteed Valves 

Especially Designed for industrial Use 


More and more plants are specifying 
Marion Handles—because Marion Handles 
provide the greatest Service, Satistaction 
and Safety. 


Marion Handles are sold exclusively 
through wholesale hardware and industrial 
distributors. Industrial activity is at an all- 
time high; now's the time to plan on in- 
creased sales to industrial users, Write 
today for Marion's price list No. 26 or list 
No. 100 on the new Power Packed Line. 


Quick Change Power Packed 





MARION HANDLE MILLS, Inc. 
Marion, Virginia 






For The First Time! 


No “Special Order” Penalties. 
Order In Small Quantities 


1. Five Trays contain the 91 items that account for 60 two 85% 
of the average hardware dealer's bolt and nut business. This 
means FAST TURNOVER and BIGGER PROFITS, 


2. All boles are Brite-Plated. Five assortments 
~ Carriage Bolu, Machine Bolts (2), Cap 
Screws and Stove Bolts. 


f 4. All boles come with nuts on. 


4. All products come in small-quantity cartons 
with the right amounts to fit into the tray sec- 





tions. Eliminates over-stock storage. 
SPECIAL TRAY STAND 


5. The Lamson Serve Yourself Tray “adver-  DOvwrable floor stond ovail 


tises” and sells your “back room” stock. But, 2 %¢ '© hold any 4 trays 
and assortments you 


2 2 . : , . ; 
remembe r, it does not re place if. select. 


Order from your Lamson distributor 


oh, “Help Yourself With Serve Yourself Bolt Trays” 


(= /e LAMSON & SESSIONS (; 
EXaD 





1971 West 65th Street - Cleveland 2, Obie 
PLANTS AT CLEVELAND AND KENT. OHIO «© SIRMINGHAM « CHICAGO 


























WHAT’S NEW 





the features of the new line as well 
as turn-key starting, 12-volt elec- 
trical systems and higher compres- 
sion ratios Scott-Atwater Mfg. 
(oO. 


For more data circle No. 24 on posteard, p. 161 


Adjustable Caster 


Lokswiv is the name of this ad- 
justable double ball bearing caste) 
and glide combination. Equipment 
or furniture on uneven floors can 





be leveled quickly without tools. A 
self locking device ‘assures a fixed 
position when furniture is moved 
about. Plastic wheel is on a swivel. 
Wheel is interchangeable with a 
glide. Sockets are available with 
welding projections for meta] in- 
stallations. Adjustable Caster Co. 


For more data circle No. 25 on postcard, p. 161 


Spin-Type Casting Reel 
Push-Button WonderCast reel, 
No. 1775, will appeal to fishermen 





HARDWARE AGE, SEPTEMBER 27, 1956 





























because it combines the attributes 
of casting reel ruggedness with the 
benefits of the fixed spool, no back- 
lash spinning principle. Reel fea- 
tures a 4 to l 
easily operated non-reversing crank 
eontrol and a heavily chromed 
double-gripped crank. Reel has 
anodized aluminum alloy frame. 
tetails for $19.95. Shakespeare Co. 


For more data circle No. 26 on postcard, p. 161 


retrieve ratio, an 


Waterproof Cloth Spray 
Here is a spray-can water repel- 
lent harmless to clothing, fabrics, 
and leather. The spray will not 
stiffen, shrink, or discolor articles 





which be dry cleaned. Just 
spray this water repellent on the 
article and let it dry overnight and 
until it is 
Bridgeport 


can 


it will be waterproof 


washed or cleaned. 
Braas Co. 


For more data circle No. 27 on posteard, p. 161 


Colored Plastic Boxes 


Homemakers can tell at a glance 
what they have in their refrigera- 


: 


tor or freezer with these color- 





4 tts f 
aaa 
* age 
-é 
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keyed plastic storage boxes. Sold in 
packages of four, each box has a 
different Boxes non- 
breakable, moisture and vapor 
proof, and hold a full pint. Colors 
are translucent pastels that permit 
food inspection without uncapping 
Mehl Mfg. Co. 


For more data circle No. 28 on postcard, p. 161 


color. are 


Colored Fish Line 

This line has been given a coral 
color which fish cannot The 
line has been braided of hard line 


see. 





to give it a diameter a little greater 
the 
line. 


line vet 
wearing qualities of braided 


The nylon has a slick silicon finish 


than monofilament 


and is guaranteed for 5 years. Sun 
set Line & Twine Co. 
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Safe Stool for Children 


Step-Ette stools have a double- 
barreled sales for 
because they can be used safely by 


appeal dealers 


* 


by 
e ry - 





t 


children. Rubber-treaded full circu- 
lar step permits use from any angle, 
and wide spread legs prevent tip- 
ping It may be 
kitchen or bathroom. It doubles as 
a spare TV stool. Stool comes in 


over. 


sold for 








ALUMILADDERS 
AND PROFIT TWICE 


Rene out WERNER aluminum exten- 
sion ladders and you'll sell more alu- 
minum ladders too—A rental service 
promotes the sale of more companion 
items—paints, brushes, roofing, building 
materials, gutters and dozens of other 
items needed for those high jobs which 
only a WERNER Alumiladder can put 
within such safe easy reach. 


Demonstration is the most powerful 
salesman —to the one who is using the 
ladder—to the community which is made 
aware of its lightness— 
ease of handling—and 
safety features. Be first 
in your neighborhood 
with a WERNER Lad- 
der Rental Service. 

Write today...for 
booklet outlining pro- 
cedure and benefits 
of renting WERNER 
Alumiladders. 


SS OOO ODODOO OE 


i R. D. Werner Company, Inc. 1 











| 295 Fifth Ave., N. Y. 16, Dept. 1 sot 
' WERNER: 
[ @Leuminwm i 
































num mounting is securely attacnea 


to blade by hardened rivets. Hard 


woot handle |S extra large fo 


WHAT'S NEW 








easier operation. Sand Level 4& 
Toot Di OT Hubba dl Speciality 
Producta. Ine 


Por more data circle No. 32 on posts ard, p. i9 


® For more information 
on these products and 
services use free post 
card on page 101. 








Collapsible ice Bucket 


The Nappy Ice bucket is maa 
7 sot? material Tr prevent marrinyg 


es y] turniture surtaces if iS AVA 


Mi 
Hill 


yellow, pink, grey and red, with 
chromed legs. Only 17 in. high and 
light weight, it is easily portable 


Retail $5.95. Trembeo Products ‘ 
can be removed for cleaning. Re 


tails for $9.95. John Oster Mfaq. Co 
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Electric Can Opener 


Here is an electric can opener 


you can sell to owners of this com Finishing Trowels 





pany’s electric meat grinder. Can Contractors and home handymen 
opener head operates on the meat will be interested in this line of 
yrinder’s motor base. It cuts any plastering and finishing trowels 
size, any shape can, leaving an edge which come in all popular sizes 
that cannot cut and has no burrs. Trowel blades are special tempered 
Can lid is lifted magnetically when spring steel, ground and polished 
can is opened, Can opener blades Lightweight, heat-treated alum! 





READY FOR USE 


woop CHOPPERS MAUL 


GFF r RTS + 


oe gel _ oe ' opseiiihes 



















a buyers look to Warwood for 
tools of correct design, accurate 
forging, scientific heat treatment 


High Quality | and finest finish Fer nearly Loo 
| 


years, the name W ARWOOD 


Polished has stood for the best in lorge d 


tools Most attractive in appe af , 7 
7 
Hickory Handles ance with blue heads and clear 
white handles. Here are the kind 


ot tools it pays to sell 





DOUBLE FACE SLEDGE 





TOOLS FOR 
General Construction 
Agriculture and Gardening a, 


Mining and Industry 


Waruwood Workmanship Makes the Difference _ Railroad Track Maintenance | SINGE igs4 
WARWOOD TOOL COMPANY °* Wheeling, W. Va. ox Ss 
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ae Why 


ee | BIG WHEELS 


Trim-G ard is d feather-light tool 


nat make painting q licker and 















easier, Protect vindow-gla 

walls and other adjoining surfaces 

while painting along narrow edges 

of window frame moldings or 

woodwork. Keeps paint where it 

hel: ng large convenient h indle 

keeps hand from tiring lrim- 

(j;uard packed tv dozen in 

sales-making carton A, proven ° 
seller, Order f1 uur wholesaler 


PLASTER- STIK se heirtine cracks quickly, easily 


The favorite of 
millions of home- 
vners for filling 
e nasty hair- 





Other LEONARD 
products include: 











line cracks in plas- CRAK-SEAL 

xy No pi ee PAINTER'S PAL 
‘o) me 

ready to use ‘Sé is ‘ell ng display oonten PASTE-BAK 
olds one d ks, yet takes little PIPE-SEAL 

counte! pace "i CA ihe rit #)i rif tery 





SOLD THROUGH QUALIFIED WHOLESALERS 


THE LEONARD COMPANY 


DEPT. 6, 506 THIRD STREET + DES MOINES, IOWA 


ROTARY MODEL 
7AV-20 


FOR ~ 4 | YAZOO BIG WHEELS ARE DIFFERENT! no other 


mower like it in the power mower field today 


se ee a ee . YAZOO IS A TOP QUALITY LINE pre- 


cision engineered, built to clip the finest lawns, 


stand up under extreme mowing conditions 
m HOUSEWIVES VAZOO ibaa Sou 





IS A COMPLETE LINE you ll sell 
the homeowner industrial accounts muni 
ipalities schools nurseries cemeteries 

0 y E . churches tourist courts other commercial 
enterprise YAZOO GIVES OUALITY AT A 
( A M 4 F R 3 PRI¢ 7 pe rlormance that cant be matched 


by any other mower in America. YAZOO helps 
OR KITCHEN 7 sell FREE 


you with national aqcvertising, 


R A N GF hard-hitting advertising and merchandising aids 
JOIN THE RAPIDLY GROWING YAZOO FAMILY! 






THE NEW PAULSON-WARE Aluminum Griddles offer you dual 
market profits. For the home, these new griddies ore used on 


(YAZZZ00) 


hitchen range ond beorbecve grill. For the camper, they re sup- 
plied with iron legs, reversible for mounting over low or high 
open fires 


Quolity-thick oluminum Exclusive under-rib construction. No 
breaking in Easy to clean. Broils to perfection 


GUARANTEED NOT TO WARP 
Wire or Write Today for Details 





ge ee eeaeroeo2oe@ 4 
VAZIOO MANUFACTURING OO riA.7i 
Bos 4527, 3607 Livingston Reed 

dactson, Mississippi 

}’ lea wie (6 1% pare ; ai ana 


a | 
; , nie ; wid tei wets bette if Bits 
Whit. ' tas Maat: eT "M wets 


rIMM 


ee | | 
Pitt rT 
7 


FALLBRPOOF 


‘ciTry WTATE 


meet 
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HOME HARDWARE 


with SHELBY 
PlastiCoat CARDS 








CUSTOMERS SEE 


what they're buying — 
quick sales result. 


PlastiCoat cards en 
tirely seal hardware in plas 
tic There are no dirty cards 
hardware stays clean indef- 
initely. 
PlastiCoat cards inspire self- 
selected sales by suggesting 
uses and giving directions for 
use 
PlastiCoat cards eliminate 
loss screw points 
never project to scratch hands. 


screw 


PiastiCoat cards fit peg rack, 
wire rack, or counter bin. 

Order the complete line of 
Shelby home hardware on 


PlastiCoat cards from your job- 
ber. 


THE SHELBY SPRING HINGE CO. 


SHELBY, OHIO 


WHAT’S NEW 








able in seven pastel colors, and 


holds 2% ygallons or 160 ice cubes. 
Lining and covering are Koroseal, 
with fiberglas insulation. The 
bueket is leakproof, washable, and 
odorless. Nappe Smith Mfa. Co. 
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Chord Tone Chime 


Here is a door chime that sounds 
chord when rung. This 
model, No. L-30, is small and richly 


a musical 














modern. It has front and rear chord 
Retails at $12.95. Model No. 
K-41 C, the Symphonic, retains its 
present styling while sounding 
eight symphonic chords. The Sym- 
phonic retails at $36.95. Chord 
model is available mounted 
on a wired counter display. NuTone, 
Ine. 


tones. 


Tone 


For more data circle No. 34 on postcard, p. 161 


Steel Tube Hammer 


Here is an air-cushioned tubular 


stee| handle hammer. It is balanced 


with an all-steel head which has 
been electrically heat-treated and 
hand forged. The handle is per- 


manently locked into the head. The 
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air-cushioned, non-slip rubber grip 
has been permanently fused to the 
handie. Available in curved and 
straight claws with 16 and 20 
heads. Great Neck Saw Mfrs., Inc. 


For more data circle No. 35 on postcard, p. 161 


Improved Lawn Sweeper 
Users of lawn sweepers will be 

interested in the Wonder Bar-X, 

a new tubular control handle that 





brush 
height and angle of the front shield 
with minimum effort. Wonder Bar- 
X permits control of brush height 
up to 2% in. for sweeping lawn 


simultaneously positions 


or paved areas. Unit is featured 
on 30-in. Ranger Model S-303A 
and Sweep-O-Matic Models SM- 


30A and SM-21A. 
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Lambert, Inc. 


Portable Pump Unit 
Customers looking for a portable 
pump will be interested in the 


Model] 2187-50 unit which consists 





of a bronze self-priming pump with 
neoprene impeller mounted directly 
shaft of a % 
Pump shuts off automati- 


on the hp electric 
motor. 


cally when pumping job is finished. 


1956 





Pump has capacity of 10 gpm 
against a 10-ft head. Entire unit 
weighs 27 Ib. Jabsco Pun p (oO. 
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Plastic Trash Barrel 

Made of polyethylene this light- 
weight, rugged barrel is for service 
in the home, rumpus room, garage 





or workshop and weighs 5% lb. It 
is 18% in. in diameter and 25%% 
in. high. Equipped with tight-fit- 
ting cover with handle to keep con- 
tents intact and pests out of it. 
Barrel with cover lists at $10.95, 
barrel without cover at $8.95. 
Beacon Plastics Corp. 
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Stencil Ink Spray 

Here is a spray can which sprays 
stencil ink. Just a few moments 
after spraying, the ink is dry. The 





ink comes in a 16.2 oz aerosol con- 
tainer. These large containers will 
retail at $1.69. Arylon, Inc 

For more data circle Ne. 39 on posteard, p. 191 


kiesume reading On page 1} 
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IT'S SIMPLE to convince customers Cort- 
land Brand is the screening to buy! Simply 
show ‘em Wickwire's Multi-Wire Edge. 
Point out how it adds strength to the tack- 
ing edge .. . causes Cortland Screening to 
unroll flat, making it easier to handle, cut 
and install. Use these powerful selling 
points to help you make more sales. 


CORTLAND BRAND Insect Wire Screening 
is available in galvanized, aluminum and 
bronze. Your jobber has it in 100 linear ft. 
rolls, 18 x 14 mesh, 24” to 48” widths. 
Meets U.S. Department of Commerce Com- 
mercial Standard. 


Ask Your Jobber For All 3 


CORTLAND BRONZE Specia! alloy screening 
that's rust-resistant. Bright or Antique’ finish. 


CORTLAND GRAY-WICK Durable, zinc- 
coated screening, made from finest electric 
furnace steel. Attractive light gray finish. 





CORTLAND ALUMINUM Lightweight, rust- 


and-stainproof Alclad aluminum wire screening. 





WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 










PREE SALES KIT includes streamers, 
4 folders, newspoper mots to help you 
sell Cortland Brand products. Write 
BRAND for it! 


WIRE SCREENING 


Nails & Brads » Poultry Netting » Hardware Cloth 
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TO HELP. YOU SELL 








® For more information on these products and services 
use free post card on page 101. 


(Continued from page 13 





ing to fill with dummy 
Kach tool comes with a Christmas 


packages. 


gift card and plastic stocking ready 
to be hung on the family tree o1 
mantel, Stanley Tools Div.. The 
Stanley Works. 


For more data circle Neo. 46 on postcard, p. 16! 


Magnetic Catch Display 


The No. 175 catch for sliding and 
swinging doors has a floating mag- 
net inside molded nylon case and 


[»F 
































an oversize steel strike and screws. 
Nylon case is available in natural! 
or walnut brown finish to match 
Extra heavy pulling 
power of magnet forces it to auto- 
matically align itself with oversize 
strike and grip securely for posi- 
tive closing and holding. Designed 
for use on cabinets, closets, cup- 
boards, lockers, screen doors, slid- 
ing doors 


any door. 


Fach catch is individu- 


ally packaged in clearview display 
bag. Shipped 12 in a colorful re- 
inforced pop-up display. John 
Sterling Corp. 


For more data circle No. 41 on postcard, p. 161 


Glitter, Glue Display 
This glitter and glue merchandis- 
ing counter display rack increases 


impulse sales. Black metal rack has 






















































sales message and holds assortment 
of glitter and 4-oz Glu-Birds. Unit 
is 9'-in. wide. Separate 15'-in. 
metal rack for glues and carded 
glitter and glue are also available. 
Acorn Adhesives Co. 


Por more data circle No. 42 on postcard, p. 161 


Web Strap Display 


Shows cotton web 
factory 


Hardware as- 


heavy-duty 


straps for home, school, 


and recreation use. 
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40%, x 16-in 
long straps (roller skate size) and 
42 other straps in four other sizes 


sortment contains 


Heavy-duty cotton web straps in 
have nickel plated 
quick-release buckle and non-ravel- 
ing tip. Each strap is neatly fold- 
ed with its size 


assortment 


marked on an 
Market Forge Co. 


For more data circle No. 43 on postcard, p. 161 


attractive band. 


Electrical Units Catalog 

This company has a 72 page cata 
log illustrating more than 1400 
electrical wiring devices, lamps and 
specialty products. It is a selling 
aid as well as a reference book. The 
company’s previously handled items 
as well as the new lines are being 
featured. HKagle Electric Mfg. Co.., 
Ine. 


For more data circle Neo. 44 on postcard, p. 16! 


New Drain Opener Can 
This 


its 13 oz and 2 |b cans of drain 


company has re-designed 


opener for more effective display- 













































ing. The modern design lends it- 
self toward mass displays of either 
Easy-open friction 


size containers. 
cover and do-it-yourself instruc- 
tions are featured with this pack- 
age. The 13 oz can is color litho 
graphed and the 2 Ib can has a 
color coated label. Boyer Chemical 
oO, 


For more data circle Neo. 45 on posteard, p. 161 


Tacker Kit Unit 

Do-it-yourself customers will 
want this combination package 
tacker kit. A T-50 automatic gun 
tacker, 5000 staples in four sizes 
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ways 


better 


TO BRING YOU 
BIGGER PROFITS 





1. AVAILABLE NOW IN COLOR —For Greater 
Sales Appeal! 


2. IMPROVED WITH DUPONT NEOPRENE— 
For Longer Aging! 


3. NEW MONEL CHAIN AND LINKAGE— 
For Non-Corrosive, Trouble-Free Service! 


ten a ad Korky advertising in Life, The Saturday Evening 
momancwewen, “od . oD Post, This Week and other Sunday Supplements con- 

sistently reaches prospects throughout the nation . 
nearly a million Korkys have already been sold. Now- 
this revolutionary new tank seal is even better—to 
assure you faster turnover and bigger profits! 




















Kye-catching new color means greater display and 
i sales appeal...the addition of DUPONT NEOPRENE 
; means Korky will last far longer...and the new 
MONEL chain and linkage will give years of service, even 
in corrosive waters that would destroy most metals! 


Remember, too—Korky eliminates trouble-causing 
guide arms and lift wires—ends the nuisance of leaks, 
gurgies and costly water waste for good. It’s easy to 
install and there's nothing to get out of order. So mul- 
tiply your profits with Korky—the trouble-free tank 
seal that’s backed by Lavelle’s l/nconditional Guarantee! 





LAVELLE RUBBER COMPANY 
424 North Wood Street + Chicage 27, ilineis 


Please send me dot. Lovelle Korky Closet Tank Seals (172 to o 
Master Dispicy Carton ot my cost of $10.01 per doz.) 


Store Nome 

Addie 

City lone Yote 
Please invoice through my wholescler, whose nome is 
Wholesaler Name 

Wholesaler Adder 


ase et A ER le 
—_——_—— eee aaa eae eee 
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" No. 3 Short Point 
24" blade-—-Super Hydex stee! 


~ i? 


No. 33 Short Point 
2\4"' blade—High Carbon steel! 


Ne. 300 Long Point 
‘9’ blade--Super Hydex stee! 


- =D 


Neo. 97 HANDY KNIFE 
Shatter-proof, plastic handle a multi 
purpose knife 


HYDE MFG. CO. 


SOUTHBRIDGE, MASS., U.S.A. 





(First Floor) 
Coliseum, 
New York 


The complete line of Union 
Tool Chests, Utility Cabinets 
and ‘Tackle Boxes, also the new 
Union Super Steel Machinist's 
Chest will be on display for 
your inspection. 


® EYE-APPEALING 
@ BUY-APPEALING 
@ PREPRICED 2 FOR 15 
Step up unit sales with the self-serv- 


ice “Can't-Miss” 2 PAC. This con- 
venient, transparent pockage is a 





proven, “sure-fire” traffic stopper. 





TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


ONE SQUEEZE 


and you've nailed it! 


and a steel staple remover have been 


combined in this two-color tool 
chest like package. When opened, 
the inside cover shows a self-selling 
diagram and explains the tool’s 
uses. Items are separately boxed so 
the kits may be broken up if de 
sired Kit retails at $15.50 lrrou 
Fastener Co., Inc 


For more data circle No. 16 on posteard, p. 161 


Overhead Light Display 
Here is a light fixture display 
for hardware stores. The display 
is 4 x 6 ft and is hung from the 
ceiling. It shows many fixtures foi 


living rooms, dining rooms, kitch 
ens, baths and porches. /mperial 
Lighting Producta Co 


For more data circle Neo. 47 on posteard, p. 161 


Tool Island Display 


For indoor or outdoor showing 
of lawn and garden tools this dis- 
play stocks and display s four dozen 
long-handle and two dozen or more 
short-handle tools in 2% x 4 ft 
space. Of heavy gauge steel, it is 


HARDWARE AGE, SEPTEMBER 27, 1956 





Me 


Your keys to new profits are in... 






New 





PADLOCKS 





No. 372 


Cembination 





No. 1065 ETS 
Bicycle or Long Shackle 





Ne. 469 
Railroad Switch Leck 





No. 170 Night Latch 


Re 


No. 437 
Disc Tumbler 


Laminated 


You can rely upon FRAIM BRAND padlocks 
and night latches for the same dependable per- 
formance and customer satisfaction for which ) 
SAFE products have long been noted. This, too, \ 
you can rely upon... they are priced right! | 
Send for the new Fraim Catalog today. 

These products sold only thru recognized 

hardware and mill supply jobbers. 





DIVISION 
OF 


PADLOCK and HARDWARE COMPANY 
LANCASTER, PENNA. 
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TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 101. 





green Bali 
bearing casters permit easy mov 


finished in garden 
ing. Unit is offered complete with 
stock of Thumb 
tools, with spring dating and deli, 
ery. If ordered before Dec. 15 the 
dealer will get a 5 percent early 


linion Fork av Hoe 


balanced (,reen 


order discount 
(a. 


Por more data circle Ne, 48 on postcard, p. it! 


High Visibility Package 


High visibility 
improve your display while increas 


packaging can 
ing sales of heating pads. Large 
cellophane windows let the pads be 
seen, Product information is boldly 


printed for easy reading. A port 










able circular wro ignt iron countetl 
available to further 
Northern Elec- 


display unit 
improve display 
tric Co. 


For more data circle No. 49 on postcard, p. 16! 


Washer Catalog 


Here is a catalog that lists all 
sizes of washers carried in stock by 
this company including U. 8S. Stand- 
S.A.E. and other 
classifications. Special shapes and 
illustrated. An alpha- 
index in Catalog No. 40 
75 categories and includes 
reference tables on gauges, circum- 
ferences and Wrought 
Washer Mfg. Co. 


For more data circle No. 50 on postcard, p. 161 


ards, over 190 
sizes are 
betical 


covers 


areas. 


Christmas Tool Sets 

Special prices and packaging fo! 
Christmas sales have been applied 
to four groupings of electric drill 


attachments. No. 88 gift set (illus 





trated) has six bits from “x to l-in 
sizes in a durable red plastic cass 
with transparent lid. Retail $4.50 
The other Christmas specials ar 
the Borchest set of six wood auge! 
bits, the No Lockhead bit 
with a range of 55 standard holes 
and No. 400-M2 set of 4 


drivers. /rwin Auge r Bit Co 


2(x) 
acre \\ 


For more data circle No. 51 on postcard, p. 161 


Weatherstrip Displays 
Here are two weatherstrip dis 
plays for counters that permit you: 
customers to feel the actual prod 
it and see how weatherstrip 
used. DrafTite weatherstrip display 
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snows how weather 


illustrated } 


strip is applied to door frame 
StanStrip weatherstrip display per 
mits customer to pick up block with 
strip attached to see how it is ap 
plied to the bottom of overhead 
garage doors. Both displays are 
free. Standard Products Co. 


For more data circle No. 52 on postcard, p. 161 


Art Supplies Display 

You can capitalize on the grow- 
ing interest in art as a hobby with 
the Art Buffet, a 5x3x2 ft cabinet 
holding a complete assortment of 
artists’ supplies from oil color out- 
fits to rubber cement. Counter pass- 
out sales aids and color cards are 
included. Craftint Mfg. Co. 


For more data circle No. 53 on posteard, p. 161 


Tank Ball Display 


The Alert tank ball and guide is 
now packed in a new display carton 
that takes up less shelf or counte) 


<paraneen 
weet 


a 


om —— 


ramk BAL 





space than the former units and 
shows off the product better. Pack 
I 


Continue d on page 123 ) 
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ROYALITE GARDEN HOSE (plastic) 


Dollar for dollar, the finest quality hose on the market 
guaranteed for 10 years made of the very highest-quality 
vinyl... permanent colors . reattachable couplings . 
heaviest wall gauge. . . 4" diameter in 25-, 50- and 75- 
foot lengths .. . 75-foot lengths in transparent green only 
average weight: 6 Ibs. per 5O feet 

hose comes if opaque vreen, corrugated, opaque vreen, smooth 
with white spiral; clear green, plain; clear green with white 
spiral; opaque white with green spiral; opaque red with white 
spiral; opaque yellow with white spiral 


JEWELITE (plastic) 


lOO". Virgin Vinyl... guaranteed for 10 years permanent 


colors kink-resistant extra-light weight reattach 
able couplings ... 7/16 diametet in 25- and 40-foot 
lengths... average weight: 5 Ibs. per 50 feet 


hose comes in: clea aqua, plain 


NEW BENGAL (plastic) 


Highest-quality vinyl in its price class guaranteed for 5 
years .. . permanent colors . . . kink-resistant . lightest 
weight full-flow brass couplings... 13 32° diameter 

in 25- and 50-foot lengths average weight: 4 lbs. per 50 feet 
hose CUNICS tii black with red and Vrad | spirals, OPagt Vrecn, 
plain 


exclusive 4-tube construction 
ROYALITE" SPRINKLER HOSE (plastic) 


Ihe onl) sprinkler hose with even pressure all the way 
Patented DUO-FLOW construction makes the difference 


|. Water flows through 3 outer sprinkling channels and 
through sealed inner channel 

2. When water from inner channel reaches the tar end, it 1s 
forced back into the 3 outer sprinkling channels 

}. This maintains as much pressure at the far end of the hose 
as at the faucet keeps the pressure constant throughout 





100°”. Virgin Vinyl transparent 
? couplings at both ends 
sleeve packaged | 


sprinkler or soaker 
in J20- and 40-foot lengths. 
average weight: 2 Ibs. per 40 feet 











from the “U.S.” 


“us” 





Last season. the exclusive on decorated color was the 


biggest news in garden hose selling. Because of this proved sales 


success, ““U.S.”’ again brings you the most eye-catching, sa/es 
catching line in garden hose history 


NEW ROYAL JR. (rubber) 
Amazing new featherweight hose as easy to handle as 
plastic, but extra-strong because it’s rubber for those 
customers who want the best features of plastic and rubber 
hose combined in one. . . guaranteed for I5 years . . . finest 
quality natural rubber resists abrasion, weathering and 
kinking... knit carcass... free-flow couplings . . . permanent 
colors . 4" diameter in 25-, 50- and 75-foot lengths 

. average weight: 7'4 Ibs. per SO feet . Also available 
with rich brown cover 


RAINBOW” (rubber) 


Heavy-duty, tough rubber cover makes it ideal for industrial 
use... . guaranteed for 10 years . resists abrasion, weather- 
ing and kinking . . . 2-braid carcass in 4%" diameter . . . free 
flow couplings as permanent colors ... knit Carcass in yy,” 
diameter . black or green in 25- and 50-foot lengths . 
average weight: 1414 Ibs. per 5O feet 
black corrugated only 


NEPTUNE” (rubber) 


¥," diameter comes in 


High quality rubber compound throughout . perfect for the 
home gardener who still enjoys a sturdy rubber hose 

guaranteed for 10 years resists abrasion, weathering and 
kinking . . . flexible knit carcass . free-flow couplings . 
permanent colors are red or green. .*. %” diameter in 
and 50-foot lengths 12% Ibs. per 50 feet 


25 


~ 


average weight 


LEADER (plastic) 


" 
Vy 


1.) 


rich brown color 


full-flow couplings SO-foot lengths only 
ribbed. coiled. tied only packed 


10 to the carton tor the economically minded purchaser 


nose CAmETER = 





3/8 13/32 7/% 1/9" 
watt? }  aeaee BENGA\ twee aoa " 





30 LBS. 
40 LBS. 
50 LBS. 
60 LBS. 
70 LBS. 
80 LBS. 


FOR 


2.6 
3.5 
4.3 
5.2 
6.0 
6.8 


3.2 
4.2 
5.2 


3.8 








LoR CAR USE 


And to back this up, 
the independent retailer 


5S." maintains its policy of se/ling direct to 

Decorated color exclusively tor the 
independent dealer, giving him a line that can only be bought 
through independent retail outlets 


iS 








a 
—nee 
a 





———— 
9/16 3/a° 3/4" 
SAIMBOW MEP UE 8OrTAL COOD 
GCtttmrrovuve GCttineouve 
Keep this catalog alway 
on file. Lse it for easy ret 
erence when you Duy for 
les sell at competitive 
j rices and make your full 
profit. by orderme direct 
from “US 


BEST RESULTS WITH AUTOMATIC SPRINALERS, SELECT A HOSE IN THE GREEN AREA 








EXCITING 
SALES AIDS 


Envelope stuffer, counter card, window 
streamer, mats for newspaper ads, and 
“flow” charts. Never has there been a 
more lavish, colorful U.S. Garden 
Hose Program. 











ADVERTISING 


|.S."" backs up your garden hose pro- 
gram with a coast-to-coast Campaign of 


newspaper advertising direct to custom 


ers in local areas with no cost whatever 
to dealers, Listings of “US.” hose deal- 
ers will be carried in these ads, telling 


customers to buy al those stores 









ATTENTION 


. Lawn Lubbers 





Litho in U.S.A 














TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 118) 


age is red, white and blue and fea- 
tures its own selling message and 
illustrations showing how product 


Ardmore Products Co. 
For more data circle No. 54 on posteard, p. 161 


is used. 


Aerator Reference Card 
Here is a quick reference display 
card for this complete line of Mel- 


Q-Flo Jet-Aerators. A photograph, 


ET AERATORS 
Jé / wort FAUCETS 


[7 
— @ 
~ 


a 
" 





MIELARD 


number and 
unit is given. 


in three 


description of each 
The card is printed 
colors and has an eyelet 
for easy hanging. It measures 4) 
x 11 in. Melard Mfg. Corp. 
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Flashlight Merchandiser 


You flashlight 
with this 1¢ promotion deal. 


can boost sales 


M290 
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dea] consists of one standard 2-cel] 
flashlight and miniature on 
colorful display card, plus five pairs 
of same flashlights on sleeve cards. 
Miniature flashlight 
with purchase of 
Sleeve cards can be set on counter, 
placed in racks, hung on wall, 
pended from wire or used in jumble 
displays. Ray-O-Vae Co. 


For more data circle No. 56 on postcard, p. 161 


one 


selis for lé¢ 
regular unit. 


SUS- 


Tackle Box Catalog 


This manufacturer’s complete 
line of tool and tackle boxes is illus- 
trated and described in a new eight- 
page, three-color catalog. 
are descriptions and 
of several new models. Fiberglass 
tackle boxes in red and green are 
also shown. 


Included 
illustrations 


Waterloo Valve Spring 
Compressor Co, 


For more data circle No. 57 on postcard, p. 161 


Tube Solder Display 


Here is a self service display car- 
ton for selling Swif solder. The 
carton may be used on a counter or 
hung for easy access. As one tube 


Swif 


7A we be f= .te6 +o ote 









* O88 any 
om (a oe 


is removed another falls into place. 
A side window indicates when it is 
time to reorder. The solder comes 
in an unbreakable plastic tube. Her- 
cules Chemical Co. 

For more data circle No. 58 on postcard, p. 161 


Retailing Book 

You can get much information 
about merchandising Gold Seal 
floor coverings from “Retail Mer- 





FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S. Eagle” is TOPS! 


THE "U.S. EAGLE” LINE OF 
29 JOBBERS LENGTH SIZES 
| AND 60 WIRE SIZES PACKED 
_ ONE AND TWO IN AN EN. 
VELOPE IS PRICED TO SELL. 














| THE 167 DRILLS IN THIS CASE 
| SELL FOR $130 AT RETAIL PRICES. 
| DEALER'S PRICE FOR CASE AND 
| DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 


100 LAFAYETTE ST NEW YORK CITY 
DIVISION OF AVILDSEN TOOLS & MACHINES, Int 




















HIGHEST QUALITY 
LOWEST COST 
BIGGEST PROFITS! 








The least expen- 
pensive anchor on 
the market. . . and the 
best! The sides spread 
out when screw is in- 

serted gripping any 
type wall. Packed in 
display boxes, bulk or 
carded in hand strips 
of six. Sold exclu- 
sively through 


JORDAN INDUSTRIES INC. 
2751 N. W. 75th St., Miami, Fla. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


ca 


chandising Service,” a revised 76- 
page book covering such subjects as 
profits, displays, newspaper adver- 
tising, direct mail, radio advertis- 
ing, outdoor advertising and traffic 
building ideas. Sketches and photo- 








graphs back up the materials. You 
can also get 130 retail ad mats to 
use, Congoleum-Nairn Inc. 
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Water System Catalog 


This company’s line of Silver Jet 
pumps is featured in a 26 page cat- 
alog. This two-color catalog also 
includes submergible, centrifugal 
and sump pumps, and piston and 
rod types pumps and systems. A 





One of our suggested uindow displays 


full page is given to water require- 
ments and other dealer informa- 
tion. Charts, tables, photographs 
and cross-section drawing illustrate 
features described. Duro Co. 


For more data circle No. 60 on postcard, p. 161 








NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Store Fixture Catalog 


This free Rite-Style catalog No. 
57-D is a merchandising guide of 
display fixture equipment. Its 64 
pages have photos and illustrations 
of current trends in visual mer- 
chandising. Pricing and signing 
equipment, counter and shelf bin- 
ning equipment, counter units, mer- 
chandisers, floor and window dis- 
plays and stands, etc. are all in- 
cluded. Reflector-Hardware Corp. 
(kut to kum) 
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Metal Storage Shelves 


You can neatly and systematical- 
ly organize store departments o1 
office materials and orders in this 
adjustable metal shelf unit. Quick 


For Fall...A TRIPLE Feature! 


Our consumer advertising for fall will feature three of the most 
widely recognized and accepted Pratt & Lambert products: 
Vitralite, The Long Life Enamel; New Lyt-all Flowing Fiat; 
"61" Floor Varnish. 

P& L dealers, with an eye to profitable, related selling are tying in with 
this national program. And to help these dealers make greater sales, 
we are supplying them with modern, colorful display material, sug: 
gestions for attention-getting window trims and mats for newspaper 
ads. This is a powerful business-building program. If you are not a 
P&L dealer, get the full profit story by writing Pratt & Lambert-Inc., 
75 Tonawanda St., Buffalo A 

In Canada: 254 Courtwright St., Fort Erie, Ontario. 


PRATT xs LAMBERT-INC. 


4 Dependable Name in Paint since 1849 
NEW YORK - BUFFALO + CHICAGO+FORT ERIE, Ont. 








Bilt shelving is easily assembled 
and easily rearranged. Into the 
basic frame, shelves are slipped and 
dividers are placed on them. Four 
sizes of dividers are available, labe! 
holders, shelf boxes, etc. All parts 
are finished in baked-on gray o1 
green enamel. Frick -Gallagher 
Mfg. Co. 


Por more data circle Ne. 62 on postcard, p. 16! 





(Resume reading on page 14 
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Looking 
for a 


PITCH 
that sells 
more pumps? 


2 om & - 
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‘joseph A. Hoenninger (at 
left above ) of Raub Supply 
Co of Lancaster, Marrisburg 
Wilttamsport, Pa. and jack 
Kreutter, Goulds Represent 
ative, team up to help 
Goulds Dealers in Central 
Pennsylvania 


bE, f 


THE GOULDS TEAM* HAS YOUR ANSWER 


Your nearby Goulds Distributor and Goulds Representative 
have a big stake in the success of your pump department 
The Goulds Team is most interested in your selling more 
pumps your business is their business! They are pump 
specialists ready to give you sound sales advice per 
tinent product information quick deliveries. These are 
the ways in which the Goulds Team will make your selling 
easier~-and more proftitable. For all the tacts call your 
Goulds Distributor or write us today 


GOULDS PUMPS, INC. Dept. HA-96 SENECA FALLS, N.Y. 





A Complete Line of 
Pumps for every Farm 
and Home Need 


| PP You ger Mane with GOLDS PUMPS 
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Franklin Reports 12'2% Sales Gain at 
Annual Stockholders Show and Meeting 


A sales increase of 12% 
percent and a 100 percent 
gain in net profits were re- 
ported for the fiscal year 
ended June 30, 1956, at the 
annual meeting of dealer- 
stockholders of Franklin 
Hardware & Supply Co. held 
Sept. 17. 


The merchandise show was 
held at 918 N. Delaware Ave., 
Philadelphia, headquarters of 
the dealer-owned wholesale 
house. 

William Van Heertum, 
Van Heertum’s, Inc., Pali- 
sades Park, N. J., chairman 
of the board, welcomed mem- 
bers and guests. He empha- 
sized the importance of fast 
turnover as a profit maker 
in business and urged deal- 
ers to sell on budget plans. 


The company’s dealer pro- 
motion program for the bal- 
ance of 1956 includes a 16- 
page fall catalog and gift 
book and a 20-page Christmas 
toy book with four-color 
cover. 


Promotions for 1957 will 
include a four-page mid-win- 
ter newspaper size fiyer; a 
24-page spring consumer 
book in color and rotogra- 
vure; a four-page tabloid 
size summer promotion and 
a four-page newspaper style 
and size unit in the fall. Both 
a 20-page gift book for 
adults and a 20-page toy book 
are planned for Christmas 
season distribution by deal- 
ers. 


Franklin Fall group meet- 
ings will be held Oct. 
Hotel Traylor, Allentown, 
Pa.; Oct. 23, Necho Allen 
Hotel, Pottaville, Pa.; Oct. 
24, Hotel Jermyn, Scranton, 
Pa.; Oct. 25, Irvington House, 
Irvington, N. J.; Oct. 29, 
Lord De La Warr Hotel, 
Wilmington, Del. and Oct. 30, 
Hotel Hildebrecht, Trenton, 
N. J. 


Other meetings will be Oct 
81, Women's Club, Millville, 


go 
Ase y 
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N. J.; Nov. 1, Calvary Meth- 
odist Church, Milford, Del.: 
Nov. 5, Abraham Lincoln 
Hotel, Reading, Pa., and Nov. 
6, Valley Forge Hotel, Nor- 
ristown, Pa. 

Reelected are F. L. Herron, 
Sr., president and general 
manager; F. L. Herron, Jr., 
executive vice-president; Ar 
thur L. Rudnick, secretary, 
and John G. Pfeiffer, Pfeif 
fer’s Department Store, Sea 
Isle City, N. J., treasurer. 

New directors are J. Ray- 
mond Westerman, Weste: 
man’s Hardware Store, Wal- 
den, N. Y.; George R. Park 
Ill, George R. Park & Sons, 
Wayne, Pa., and Lucius A. 
Darby, Milton (Del.) Hard- 
ware and Franklin Hardware 
Co., Lewes, Del. 

Directors continuing in 
office are Clyde Drissel, Dris.- 
sel’s Hardware, Lansdale, 
Pa.; John Y. Fegley, Fegley 
& Son, Reading, Pa.; Melvin 
Hausser, App’s Hardware, 
Bordentown, N. J.; John G 
Pfeiffer; and Anthony Rice, 
Jr., Rice Hardware Co., Ham- 
monton, N. J. 


Ekco Products Expands; 
Purchases 2 Companies 


Ecko Products Co., Chi- 
cago has purchased Ruby 
Lighting Co. of Los Angeles 
and Dallas, Tex., and Ken- 
natrack Corp. of Elkhart, 
Ind. 

The purchases 
scribed as the 
of an expansion program 
into the builder’s hardware 
and architectural field. 


were de- 
initial steps 


Electro Expands Line 
Electro Engineering Prod- 

ucts Co., Inc., Chicago, has 

acquired the Du Wel power 


tool line manufactured by 
the Du Wel Mfg. Co., Chi- 
cago. 





har 


MRS. HENRY L. FUQUA 


Fuqua Hardware Moves 
To New Warehouse 


After 50 years at one lo- 
cation, and 64 years in busi- 
ness, the Fuqua Hardware 
Co., wholesaler at Baton 
Rouge, La., has moved into 
a new warehouse at 1515 
Choctaw Dr. 


The company began opera- 


tions on Laurel St., Baton 
Rouge. In 1906 it moved 
across the street to 304 


Laurel, where it stayed un- 
til the recent construction of 
new showrooms and ware- 
house on Choctaw Dr. 

E. D. Phillips is the gen- 
eral manager, and L. C. Ma- 
gee is assistant manager. 

Mrs. Henry L. Fuqua, wife 
of the late founder, still 
visits the firm’s employees 


often, although she is in her 
nineties. 

The late Mr. Fuqua was 
general manager until his 
appointment as general man- 
ager of the Louisiana State 
Penitentiary. He later re- 
signed that position and was 
governor from 1924 to 1926. 

After college he worked for 
a railroad and got in the 
hardware business when he 
joined what now is Doherty 
Hardware Co., Baton Rouge 
wholesaler. He left this or- 
ganization to start his own 
firm in 1892. 


Shelby Spring Hinge Co. 
Elects Vice-President 
talph D 


Maynard was 


elected vice-president of 
Shelby Spring Hinge Co., 
Shelby, Ohio, at a_ recent 


board of directors’ meeting. 
He will work principally in 
sales. 

Mr. Maynard had been 
vice-president in charge of 
sales of Champion hardware 
Co., Geneva, Ohio. 


Akron Metal Purchased 


Akron Metal Sales Co., 
Akron, Ohio, has been pur- 
chased by Caster Mold & 
Machine Co., Barberton, 
Ohio. It will operate as a 
division of Caster. 


Closing Date Nears For Dealers to Join 
Christmas American Toy Promotion in Life 


It will soon be too late for 
dealers to participate in the 
1956 Christmas American 
Toy Promotion in Life mag- 
azine. 

The eight pages of toy ad- 
vertising which highlight the 
American Toy Promotion in 
the Nov. 26 issue of that 
magazine will be followed 
with an alphabetical listing 
of states, and the names of 


participating dealers in those 
states. 

Participating in the Life 
ad enables a dealer to estab- 
lish himself as toy head- 
quarters in his community 
for a fee of $59.50. 

This fee buys a listing in 
Life, dealer’s name imprinted 
on 1000 American Toy Pro- 
motion catalogs for consumer 

(Continued on page 130) 
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Martin-Senour Elects 
Two Vice-Presidents 


J. R. Rawley and J. R. Deg- 
nan have been elected vice- 
presidents of the Martin- 





+ 
J. R. DEGNAN 


Senour Paint Co., Chicago, in 
an expanded merchandising 
program, 


DEALER BRIEFS: 





Mr. Rawley is vice- presi- 
dent in charge of adminis- 
trative and institutional mat- 


ters. He continues former 
duties as assistant to the 
president. 


Mr. Degnan is vice-presi- 
dent and director of sales. He 
was regional director of the 
firm’s West Coast automotive 
and trade sales divisions. 


W. H. Meiners Named 
By Keuffel & Esser 


William H. Meiners has 
been appointed sales manager 





WILLIAM H., 


MEINERS 


of the hardware division of 
Keuffel & Esser Co., Hoboken, 
N. J. 

Mr. Meiners was vice-pres- 
ident and sales manager of 
Carison Rules, Monrovia, 
Calif. 


lowa Dealer Wins P&C Vacation Award; 
Several New Dealers Openings Reported 


Tipton, lowa Mr. and 
Mrs. Don Nelson sold Rex 
Berry, a customer at O. W. 
Nelson Hardware, a pair of 
pliers and gave him an entry 


blank in the P & C pliers 
contest. Mr. Berry’s contest 
answer won. The Nelsons, 


owners of the firm, have been 
rewarded with a vacation trip 
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for being the supplying 
dealer. Their trip will take 
them to Cuba. 


Evanaeville, Ind. Moll 
Bros. Hardware is one of 
many stores in the new 


Tower Heights Shopping cen- 
ter rapidly being completed 
(Continued on page 136) 


Review of Activities and Trade Reports 
Will Keynote Atlantic City Convention 


A program covering con- 
troversial trade problems and 
subjects of importance to the 
national economy has been 
planned for the Atlantic City 
Hardware Convention on Oct. 


7 to 10. 
The National Wholesale 
Hardware <Assn.. the Na- 


Southwestern Hardware 
Officers Are Announced 

The following are the pre- 
sent officers of Southwestern 
Hardware Co., dealer-owned 
wholesaler of Oklahoma City, 
Okla., according to a recent 
announcement by the com- 
pany: 

G. C. Barker, vice-presi- 
dent and general manager: 
R. W. Hughes, secretary-trea 
surer; Al Yanuszeski, sales 
manager; and Jerry Riswell, 
merchandise manage! 


Power Products Elects 

Spoor Vice-President 
W. 

manager, 


John 


sales 


Spoor, general 


has 
is 


been 








JOUN W. 


SPOOR 


elected vice pre sident in 
charge of marketing of Power 
Products Co., Grafton, Wis 

Mr. Spoor’s advancement 
is a key move in a re-align 
ment of executive responsi- 
bilities and expansion of mer- 
chandising activities, the firm 
said, 


tional Assn. of Sheet Metal 
Distributors, and the Amer- 
ican Hardware Manufactur- 
ers Assn. are co-sponsors of 
the convention. 

The NWHA general ses- 
sion opens on Oct. 8 at 10 
a.m. in the Wedgewood Room 
of the Marliborough- Blen- 
heim hotel. Association activ- 
ities will be reviewed by 
Thomas A. Fernley, Jr., ex- 
ecutive secretary. NWHA 
president Charles L. Hildreth 
will give the annual address. 

At the NWHA general ses- 
sion, Jack Johnston, vice- 
president and general sales 


manager of Allison-Erwin 
Co., will moderate a sales 
manager's forum. E. P. Hal- 


lock, vice-president and gen- 
eral sales manager of Cali- 
fornia Hardware Co., and W. 
R. Mize, vice-president, sales, 
of Blish, Mize, and Silliman 
Hardware Co., will speak. 

Also at this session, NWHA 
president Hildreth will mod- 
erate a management clinic. 
His panel consists of Howard 
W. Price, executive vice- 
president and general man- 
ager of Salt Lake Hardware 
Co.; Edward F. Pritzlaff, 
president, John  Pritzlaff 
Hardware Co.; O. W. Ahi, 
president, Hibbard, Spencer, 
Bartlett & Co.; and W. W. 
French, Jr., president, Moore- 
Handley Hardware Co. 

A 10 a. m. meeting on Oct. 
8 of the National Assn. of 
Sheet Meta! Distributors will 
be held in Ocean Hall of the 
Marlborough-Blenheim hotel. 

Meeting will be called to 
order by president Roger K. 
tecker. Four speakers will 
lead discussions of various 
natures 

The speakers are: Lee J. 
Haines, president, E. E. 
Souther lron John P. 
Speck, Tiffin Art Metal Co.; 
Noel E. Girard, Girard Steel 
Supply Co.; and A. B. Lewis, 
chairman, Asphalt Roofing 


{_0.; 


(Continued on page 128) 
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FREE DISPLAY CASE 








‘; WELDWOOoD 
FLEXxiBig ‘4 


Actual Size 
17” high « 18” 
wide of compact 
Gisplay space 





we WIZARDS with wooo, f = 





Real wood veneer 
in handy rolls... 
sells right off your counter 


eLEXIBLeE 


Wood- Trim 


Here's a new profit item 
Weldwood that every do-it- he 
is Wailing for 

for edging plywood 





FREE! 
WOOD.-TRIM 
DISPLAY CASE 
Stacks 36 rolls of 
assorted woods 
inciuding Oak 


African Mahogany 
Wainut, Birch, Fir 





and Korina. tach ‘ (no more exposed cdges ) 

row ts o 70ne for decorating coffee tables, 

1” wide. in trans 

parent re-usable picture frames, lamp shades, 

case. Retaiis at , » | ' ; te 
Waste DAS s. ae 

B9¢ @ roll ist iskets, etc., etc 


a , Wood-Trim is so flexible it easily 

\ wraps around curved or angled sur- 

\ faces, yet it wont readily chip, split, 

‘peel. All that’s needed to apply it is 

j}a good wood glue like Weldwood’" 

' Contact Cement or Weldwood Presto- 

Set®Glue. No need for heat, irons, 
pressboards, clamps, nails. 





/ Another 
|\Weldwood | 
: \ Wiserd yi 


Heavily Advertised Nationally! 


*Trade Mark 


ORDER WOOD-TRIM TODAY! 
Made by UNITED STATES PLYWOOD CORPORATION 


Dept. HAI4WT 55 West 44th Street. New York 346. N. Y. 





News of the Trade 





Review of Activities and Trade Reports 
Will Keynote Atlantic City Convention 


(Continued from page 127) 


committee, 
Co. 

A joint meeting of NASMD 
and NWHA will be held at 
10 a.m, on Oct. 9 in the 
Wedgewood Room, Marlbor- 
ough-Blenheim hotel. Roger 
K. Becker, Thomas A. Fern- 
ley, Jr.; H. L. Cramer, man- 
ager, agency and construction 
sales dept., Westinghouse 
Electric Corp.; Phyllis 
Brown, editor, Research In- 
stitute of America, Inc., and 
Norman W. Foy, vice-presi- 
dent-sales, Republic Steel 
Corp., are the speakers for 
this joint session. 

A final session of the 
NWHA will be held Oct. 10 
at 10 a.m. in the Wedgewood 
of the Marlborough-Blen- 
heim. President Hildreth 
will preside. Five speakers 
will be heard. 

The speakers are: 
Marshall, chairman, 
mittee on cooperatives; 
ard F. Becker, chairman, 
committee on catalog style 
recommendations, Ohio Val- 
ley Hardware Co.; Burrows 
Morley, committee on pack- 
aging, Morley Bros.; James 
P. Townley, vice-president 
and general manager, Town- 
ley Metal and Hardware Co.; 


Palmer-Donavin 


Seth 
com- 
Rich- 


Over 600 Attend 


and Spencer E. Cram, 
dent, W. Bingham Co. 

There will be a joint meet- 
ing of NWHA and AHMA on 
Oct. 3 at 9 p.m. in the Wedge- 
wood Room. Mr. Hildreth and 
Mark J. Lacey, president, 
AHMA, will preside. Dr. 
Kenneth McFarland, General 
Motors Corp., will give the 
principal address. 

A president’s reception will 
be held the evening of open- 
ing day, Oct. 7. This recep- 
tion will be followed by the 
annual Central States Hard- 
ware Club dinner in the ba!ll- 
room of the Traymore hotel. 

The X-Club will hold its 
luncheon at 12:30 p. m. Oct. 
9 in the Chevy Chase room 
of the Marlborough Hotel. 


presi- 


Connecticut Distributor 
Holds 2-Day Open House 


Tracy, Robinson & Wil- 
liams Co., industrial supply 
distributor, held open house 
at its new quarters, 110 Air- 
port Rd., Hartford, Conn., on 
Sept. 20 and 21. 


Opens Arizona Office 

Black & Decker Mfg. Co., 
Towson, Md., has opened a 
new sales and service branch 
at 1506 Grand Ave., Phoenix, 
Ariz. 


Tracy-Wells Show 





More than 600 dealers attended a four day gift and house- 


wares show held the last week 
by Tracy-Wells 
manufacturers representatives 
and educate dealers 
programe 


Co., 


wholesaler. 


in August at Columbus, Ohio, 
More than three dozen 
were on hand to man displays 


on new products and merchandising 
Registering dealers got new Tracy-Wells house- 


wares and giftwares catalogs, and became eligible for several 


hundred door prizes 
Fla., was won by L 
Dayton. His T-W salesman. 
award, as did their wives 


Grand prize, 


R. Foley of H. R. Stockmeyer & Son, 


a week at Miami Beax h, 


Wilton Moore. the 


shared in 
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Kerosene Lantern 


Ideal light 


emerrency when powetT 
fails or fuse blows. Just 84%” high... fire 
engine red finish gives 4 candlepower 
light for 12 hours on each filling. Safe, 
re liable burn tf icdily iti wind Or rain, 


goes out imme ci ite ly if tipped ove; 


STOCK UP NOW! 


DIETZ Odorless 
Lantern Fuel and Igniter 


bor lanterns, lamps, porta- 
ble kerosene stoves, outdoor 
cooking equipment, charcoal. 
Only Dietz fine quality fuel 
is suitable for so many uses. 
Burns with bright, clean flame 
No storage hazards. Eye-catch- 





BAD WEATHER 
AHEAD 


Smart, weather-minded merchandisers all over the country 
are cashing in on promotions of emergency lighting and re- 
lated items. 


The whirlwind success of such promotions in the past two 
or three years has convinced them there's nothing like being 
ready .. . with adequate stocks of storm-proof lanterns, fuel, 
globes, wicks, ete. 


Dietz offers rugged, highly reliable lanterns of all types, 
with burning times of up to 72 hours on a single filling. 


Theres a full profit on every Dietz item . swelled by 
aggressive advertising, publicity, and a complete promotional 
kit including display material, ad mats and envelope stuffers 





Get the full story. Write us. 


R. E. COMPANY 





ing 16 oz. cans . 24 cans 
to the pia kage 
STOCK UP NOW! 108 Leavenworth Ave., Syracuse, N.Y. 
: OVER A CENTURY OF SAFE LIGHTING 
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1. The #70 TAS Foodwhip. New 
design, new colors attract buyers 
by the dozens. Priced right for 
quick sales, the T&S Foodwhip 
beats any food — , cream, 
batter, puddings. Offset handle 
and finger grips make beating 
easier and more natural. The die 
cast frame comes in copper finish 
with pink, turquoise or black 
handles; in chrome with pink, 
turquoise, black, red or yellow 


handles. 











Attractively packaged 
for counter display 


and gift giving 






wings — a distinctive feature in 
beaters of this type. Pre-priced 
for impulse buying and available 
with either black or red handles 


tes eee Sa ee 
Ls oS 


te ~~ ( «fs 


3. The #100 King Con Opener. A favorite all over the 
world, Millions have been sold — and the King is still 
high on the best seller lists. The all-metal opener com- 
bines a bottle opener and cork screw with the can 


opener. It is nickel-plated and the blade is of tempered 


steel. Each dozen is packed in a display carton. This 
staple item should be in every retail outlet. 


Send for complete information and catal 


aoe ee Soy a i) at FOS ME ie 
Sree — ~ ae ; heros hea 


a 








Sa ia 
oe. — e 
Pe + mene by * 
ee 2. The # 15P Beater. 
* sev erene® : 
“ss A lower priced popular 
favorite, This sturdy beater has 


large drive gear, easy to use 
plastic handle and stainless steel 


a ————— 


A tast seller and a real kitchen time saver 





og sheets. 





—___- News of the Trade 





Plumb Names Mackenzie 
Top Executive Assistant 


Joseph W. Mackenzie has 
been appointed as special as- 
sistant to D. Rumsey Plumb, 





JOBEPH W. MACKENZIE 


Fayette R. 
Philadelphia, 


president of 
Plumb, Ince., 
Pa. 

Mr. Mackenzie was sales 
engineer for Electric Storage 
Battery Co., and, most re- 
cently, manager of special 
product sales of the Weather- 
head Co. 


Estwing Honors Dealers 
With 50 Years Service 


More than 700 dealers have 
Estwing 
Mfg. Co., Rockford, Ill, to 


been selected by 


receive the Estwing Gold 


Hammer Award for a half- 
century or more service to 


the hardware industry. 


The award is an Estwing 
hammer finished in 14 karat 
gold attached to a plaque. 


Ingraham Co. Elects 


Cooper As President 


Robert E. Cooper Jr. has 
been elected president of In- 








ROBERT E. COOPER, JR. 


graham Co., Bristol, Conn. 
He is the first president of 
the 125-year-old firm who is 
not a member of the Ingra- 
ham family. 

Mr. Cooper had been with 
Montgomery Ward & Co. in 
Chicago for 23 years. 





American Toy Promotion 
(Continued from page 126) 


mailing, and a big promotion 
kit containing complete ad- 
vertising and display mate- 
rials for effective tie-in. 

Besides the Life coverage, 
this program calls for sat- 
uration television promotion 
from coast to coast. Live 
TV personalities will demon 
strate the various toys in 
the promotion daily for a 
minimum of two weeks in all 
major TV cities. 

Ad mats for local dealer 
tie-in advertising are avail- 
able from Timely features, 
21 E. 23rd St., New York 
City. 

Dealers can still¥join the 
American Toy Promotion by 
immediately contacting Grey 
Advertising Agency, 430 
Park Ave., New York City 
>) 


Here is how to tie in your toy display window with the 
American Toy-Life promotion. 
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Did you get in on ‘ 
the big one? 


Raid is America’s biggest selling bug killer 
among all aerosols—with sales still growing! 


Look! Raid is the hottest line you can handle! 





Raid House and Garden Bug Killer is outselling all other 
aerosol insecticides. It’s the fastest growing brand in 
insecticide history ! 

Raid Insect Spray and Raid Roach and Ant Killer 
grabbed more than 25% ol liquid insecticide sales in 


stores where Raid is sold! 
























M |. Don’t order any insecticides for 1957 
ord e until you talk to JOHNSON’S WAX 
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NOW he carries for PROFITS 
the same footballs he 
once carried for TD's! 


He was quite a ball carrier in those good old 
school days. And today, like thousands of 
profit-wise dealers, he’s still carrying the 
same D&M Footballs—and other DAM 
equipment for profits! 

Draper-Maynard gives you modern, top 
quality, profitable equipment to sell in every 
price range. That's the big secret to D&M's 
continued success in hardware stores for 
more than a century—and that’s the big 
reason it's right for your store. 

Chances are you played with D&M equip- 
ment when you were a kid, too, Renew the 
acquaintance, Line up with ever-popular 
D&M Football Equipment for extra profits! 





See the D&M catalogs. 
Ask your wholesaler or write direct. 


Draper - Maynard 
Sports Equipment 
Cincinnati 32, Ohio 











...Draper-Maynard Footballs 











NEWS OF 


News of the Trade— 





MANUFACTURERS AGENTS 


Darmon Tool & Mfg. 
Corp., New York, has ap- 
pointed five manufacturers’ 
representatives for its Hard- 
ware Div. 

Henry B. Lemmon Co., 
Hutchinson, Kan., will repre 
sent the firm in Kansas, 
Missouri, Nebraska and 


lowa, James 8. Aftel, De- 
troit, will cover Western 
Pennsylvania. 

Nase & Wolf, Bala-Cyn- 


wood, Pa., will serve south- 
ern New Jersey, Eastern 
Pennsylvania, Maryland, Del- 
aware, Virginia and Wash- 
ington, D.C. W. Russell 
Porter, Orlando, Fla., will 
cover Florida, Georgia, Ala- 
bama, North and South Car- 
olinas. 

C. J. Gerker & Associates, 
Houston, Tex., will represent 
the firm in Texas, Louis 
liana, Mississippi, Arkansas 
and Western Tennessee. 

v 

H. Boker & Co., Ine., New 
York, has appointed Ray- 
mond L. Reben & Sons its 
representative in New York 
and Connecticut. 

v 

Plymouth Rubber Co., Can- 
ton, Mass., has appointed Ar- 
hbeiter-Steele Co., St. Louis, 
its representative in Illinois, 
Kentucky, and Missouri 

v 

Parker Metal Decorating 
C'o., Baltimore, has appointed 
three manufacturers’ repre- 
sentatives. George E. O’Con- 
nell Co., Chicago, is covering 


Illinois and Wisconsin. Stan- 
ford C. Deno, Ashland, Mass., 
is handling New England. 
Nase & Wolf, Bala-Cynwyd, 
Pa., is the representative in 
Pennsylvania and New Jer- 
sey. 


Sumner Replaces Gorton 
In Washburn Sales Post 
Warren E. Sumner has 


been appointed sales man- 
ager of the eastern sales dis- 





WARREN E. SUMNER 


trict of Washburn Co., Wor- 
cester, Mass. He replaces 
E. H. Gorton, Washburn 
sales manager for 20 years, 
who recently resigned. 

Mr. Sumner joined Wash- 
burn in 1946 and was placed 
in charge of Androck sales 
to national chain stores in 
1952. 

Mr. Gorton was honored 
by the company last month 
at a testimonial dinner at 
the Hotel Bancroft, Wor- 


cester 


Meisel Bays Larger Headquarters 


Meisel Distributing Co 


=P ESD 





recently purchased this 17,000 sq-ft 


building to house display rooms, warehouse, and service de 


partment. Strategic 


central St 


Louis location permits this 


lawn and garden supply distributor to reach area dealers in 
a minimum of time. Building reflects a growth of less than 
ten years, from a small retail outlet to present large distribu 
tion of power lawn equipment and related lines. 
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THIS WINTER 
EVERY HOUSE IN TOWN 
HAS FOUR POTENTIAL 
SOURCES OF PROFIT 


.-.WHEN YOU SELL 4 


STERLING HALITE 
MELTING CRYSTALS! 




















HALITE MeLts 
HARD-PACKED 





























4} EVERY CUSTOMER 
NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 


INSTANT TRACTION ON 
SNOW AND ICE! 









PssssT/ 
THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 


BEST OF ALL, 
THE WHOLE 



















GANG OF US WILL . 
se... HALITE fas 
FOR YOU! LOOK a4, 
yessiree! HALITE’S : 
QUICKER, AND IT SAVES ks Ne 
YOUR. TICKER! 







T'S A FACT: Every customer you have needs Sterling Halite Melting Crystals 

> when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ” 
in the car for emergencies. And this winter, all your customers will know about 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work .. . saves time . . . prevents accidents . . . and how little it costs. This is 
advertising your customers will see, read, and remember. It will bring them into | 
your store for bag after bag of Sterling Halite. So order now: Halite comes in | 
10-Ib. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 
driveway clear and safe! 








HON 28 MONS OWF FD) BOI 


a - 


oe oer? 


STERLING HALITE® mettine crystats | see 
Product of International Salt Co., Inc. \ 
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“A Good Line to Handle” 






Cat, #00197 
Template Butts, Button Tips 
with permanently attached Learings 


Builder's Special 
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Wrought Steel Butts 
Cat. Zh240 


















You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 
portant the customers like the products.”’ 


Display them and you'll sell them—Griffin 
in any 


Hinges ... order by the carton... 
selections your customers want. 


NEW VISIPAKS~=— Order by the 


carton of individual carded items. 


GRIFFIN 


“since 1899"" 






MANUFACTURING CO. ERIE, PA. 


ger 














—~ News of the Trade 2 


Good Joins Atkins Saw 
As Field Sales Manager 


James E. Good has been 
appointed field sales mana- 
of Atkins Saw Div., 





JAMES E. GOOD 


Borg-Warner Corp., Indian- 
apolis, Ind. 

Mr. Geod previously was 
manager of the Chicago dis- 
trict for J. H. Williams Co. 


Motor Wheel Shows 
2 Power Mower Lines 


District sales managers of 
Duo-Therm and Reo Divs. of 
Motor Wheel Corp. previewed 
the 1957 lines of Duo-Trim 
and Reo power mowers at a 





New appointments, 





Revere Coppe yr & Braae 
Inc., New York, has ap- 
pointed Edward M. Rowe as 
its sales representative in the 
New Orleans area. 

v 


Paasche Airbrush Co. Div. 
of Cline Electric Mfg. Co., 
Chicago, has appointed Rob- 
ert C. Hoffman as sales rep- 
resentative in Indiana. He 
had been with DeVilbiss Co. 
for nearly 10 years. 

v 


Autopoint Co Div. of Cory 
Corp., Chicago, has appointed 
Jerome Zimmerman as New 
England district sales man- 
ager. He had been with Es- 
quire Calendar Div. of Keene 
Advertising Co. 

v 


Crystal Tissue Co., Middle- 
town, Ohio has appointed 
Robert A. Bowman as assis- 
tant sales manager of con- 
verted Products. He has been 
with the company since 1949. 


four-day sales meeting in 
Lansing, Mich., recently. 

Speakers at the meeting 
included M. F. Cotes, Motor 
Wheel president, Sam 
Briggs, vice- president in 
charge of appliance sales; 
and L. C. Vandertill, general 
sales manager. 


General Time Appoints 
Donahue Sales Director 


Joseph A. 
been 


Donahue has 
appointed director of 
sales of General Time Corp. 
He succeeds Henry J. Wag- 
ner, who retired after 51 
years with the company. 

Mr. Donahue had been 
general sales manager of the 
company’s Westclox Div. He 
has been succeeded by H. T. 
Millikin, who has been with 
the company since 1952. 


American Family Scale 
Names Sales Manager 
American 
Co., Chicago, 
Richard H. 
manager. 
Mr. Coldren 
the sales divisions 
Western Steel Co. 
lard Battery Co 


Family Secale 
has appointed 
Coldren sales 
had been in 
of (reat 


and Wil- 





new territories, etc. 


MANUFACTURERS SALESMEN 


Vaughan & Bushnell Mia. 
Co. has appointed George 5. 
Fox as West Coast sales rep- 
resentative. He was con- 
nected with Hoffman Hard- 
ware Co., wholesalers. At the 
same time the firm announced 
appointment of Howard A. 
Vaughan, Jr. to pre-sales 
work at the factory in Bush- 
nell, Ill. 

v 


Gould-Mersereau Co., Ine., 
has appointed Robert North- 
ridge as its representative in 
the Philadel phia-Washington- 


Baltimore area and Fred 
Klieffman as New England 
sales representative. Both 


men had formerly been with 
H. L. Judd Co. 
v 


Martin-Senour Paint Co., 
Chicago, has promoted Rebert 
C. Joyce to West Coast re- 
gional director. He succeeds 
J. R. Degnan who recently 
was advanced to vice-presi- 
dent and director of sales. 
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His evenings out...bring you BIGGER PROFITS 


with QUICKEE cream 


Waterless Hand Cleaner 





A man's hands get dirty when he works.... 
but he wants them clean when he sits down to eat 
or goes out to a show. 


QUICKEE Creamy Waterless Hand Cleaner is 
kind to hands. Gets them cleaner than clean in aq 
twinkle, removes the encrusted dirt under the 
fingernails .... without water, without scrubbing. 


















QUICKEE dissolves and removes grease and 
grime, pitch and tar, paint and paste, leaves no 
objectionable odor. Enriched with lanolin, it 
soothes as it cleans. 

Recommend QUICKEE..... your customers 

will appreciate it. Your cash register 

will appreciate it, too. 





Special Assortment No. 614 
with FREE “Mighty Midget” Display 
Means more QUICKEE sales for You! 


Now in one handy carton you get all three popular 
sizes of QUICKEE. And packed FREE with every 
assortment is a space-saving, sales-producing dis- 
play that makes buyers out of lookers. 


FREE Samples and FREE Leaflets, too! 


Ask your Jobber for Assortment No. 614 
today! 








QUICKEE PRODUCTS INC. 
Yonkers, New York 
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DEALER BRIEFS: 





(Continued from page 127) 


here. The 26-shop center is 
expected to open about Oct. 1. 


Watseka, Jill, —~ Mr. and 
Mrs. Forrest Chadwick have 


purchased Rudolph Savoie 
Hardware on Main St. in 
nearby Martinton. Savoie 


family has operated the store 
since 1945. No changes of 
name or policy have been 
announced. 


Los Angeles, Calif.—New 
York Hardware Trading Co., 
organized in 1909, has leased 
an 8000 sq ft store at 316 
W. 5th St. Cost of improve- 
ments in the building exceed 
$300,000. The one-story and 
basement structure will open 
in January. 


Twin Falla, ldaho—Green- 
awalt’s Inc. has purchased 
Nielsen’s Hardware. New 
owner is adding furniture 
and gift lines. Wayne C. Rife, 
former manager of the Green- 
awalt store at Buhl, Idaho, 
is manager of the new store. 
This brings the number of 
Greenawalt outlets to six. 
The firm emphasizes that it 
is not a chain store concern, 
“Every employee is a stock- 
holder,” it said. A three day 
grand opening event will be 
held. 


Dea Moines, lowa—Clovis 
Balduchi has opened the 
Fairground Hardware and 


Plumbing store in a building 
he purchased at 3001 Dean 





Ave. Lowell Hill is manager 
of the new store. Mr. Bal- 
duchi has been in the plumb- 
ing and heating business at 
another Des Moines address. 


Mitchell, S. D.—I|van Dow- 
ner has purchased the Brown 
and Donley Hardware store 
which was founded in 1901. 
Former Co-owner Guy 
brown was one of the pio- 
neers in this area. The oth- 
er former partner is Charles 
Donley, who bought a share 
of the business nearly 39 
years ago. The owners re- 
member when farmers had 
very little cash, and bills 
were settled once a year. 


Centreville, Ill.—A _ three- 
day opening event marked 
Centreville Hardware’s be- 
ginnings recently. Special 
shopping hours, from 8 a.m. 
until 9 p.m. were in effect, 
with demonstrations and door 
prizes to stimulate heavy 
traffic. The 4000 sq ft store 
features housewares elec- 
trical and plumbing supplies. 
Do-it-yourself is a major 
department with tool rentals 
prominent. 


Monroe, Wash. — Monroe 
Hardware Co. recently open 
ed under the partnership of 
Burt Main and Albert Skar 
berg. New owners purchased 
the business from Mr. and 
Mrs. Clifford Foxton. A 
grand opening celebrated a 
renovation job, and the ad 
dition of a full line of ap 
pliances. Store stayed open 
during remodeling. 





News of the Trade 








Bryant Electric Names 
Wood Sales Manager 


Clyde H. Wood has been 
named general sales man- 
ager of Bryant Electric Co., 
a subsidiary of Westinghouse 
Electric Corp. He succeeds 
Harold Hey who is retiring 
Jan. 1. 

Mr. Wood had been West- 


inghouse agency and con- 
struction manager for the 
Pacific Coast region since 
1941. 

Mr. Hey, who had been 
general sales manager at 
Bryant since 1938, will be 


assigned to the general man- 
ager’s staff until his retire- 
ment Jan. 1. 


Stritch Joins Revere 
To Aid Miniature Sales 


Revere Copper & Brass, 
Inc., New York, has named 
James R. Stritch to handle 
special sales work for the 
Miniature Revere Ware line. 

Mr. Stritch had been sales 
manager for Molded Latex 
Products Inc. 


Hardware Makers Get 
Standardizing Query 


Manufacturers supplying 
the hardware industry have 
been asked about their plans 
to provide materials that can 
be used in standardizing dis- 
tributors’ catalogs. 

The responses from manu- 
facturers will be considered 
at the meeting this month 
of the Joint Catalog Commit- 
tee of the National [ndus- 
trial Distributors’ Assn. and 








Here is the artist's sketch of the new one-floor, 40,000 aq ft warehouse of Totem Distrib- 
uting Co., wholesaler at Seattle, Wash. Building is scheduled for October completion. Key 
features are a railroad spur, streamlined facilities for speeding up handling of customers 
orders, and car parking. Building is on a tract of land containing an additional 20,000 sq 
ft for expansion 






136 








the Southern Industrial Dis- 
tributors’ Assn. 

Plans will be made at this 
meeting for the associations’ 
1957 convention program. 

A letter asking manufac- 
turers if they are cooperat- 
ing, or plan to cooperate, 
was sent out last month by 
Wallace Campbell, Campbel! 
Industrial Supply Co., Seattle 
Wash., chairman of the joint 
Committee on Catalogs for 
the National and Southern 
associations. 

The program to standard- 
ize materials supplied dis- 
tributors for catalogs was 
started several years ago. 

Standardization recommen- 
dations have been adopted by 


the National and Southern 
distributors, also the Na- 
tional Wholesale Assn. and 
the National Assn. of Sheet 


Meta! Distributors. 





OBITUARIES 





Edward F. Lioyd 


Edward F. Lloyd, 61, sales 
representative for numerous 
hardware manufacturers, 
died of a heart attack on 
Sept. 6 at his New Hyde 
Park, N. Y., home. From 
1917 through 1953, Mr. Lloyd 
was sales representative for 
Chicago Spring Hinge Co. In 
addition to sales activities he 
became the firm’s New York 
City branch office and ware- 
house manager. He became 
a manufacturer’s representa- 
tive in 1954 when this office 


was closed 


George H. Truppner 


George H. Truppner, a 30- 
year hardware veteran, and 
co-operator of a hardware 
store at Woodhaven, N. Y.., 
died on Aug. 21 at Jamaica 
Hospital following several 
weeks illness. Mr. Truppner 
and his three brothers oper- 
ated their store at 8032 Ja- 
maica Ave. 


James W. McGrory, Sr. 


James W. McGrory, 5r., 63, 
a manufacturers’ representa- 
tive for hardware and house- 
wares lines, died on Sept. 3 


while vacationing at his 
Ocean City, N. J., home. His 
business was conducted at 


Narberth. Pa. 
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A report in pictures of events in the trade 
HA Photo Angles 
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ae a 


A real action test highlighted the recent sales meeting of the E. T. Rugg Co., at its Newark, Ohio, plant. After a review 


of 1957 merchandising plans and new rotary and reel-type power mowers, Rugg management representatives decided to test 
the new models themselves 


Here are domestic and export sales, advertising, production, and management personnel of the Savage Lawn Mower 


Div., Savage Arms Corp., mapping plans for 1957 promotional campaign at home plant in Chicopee Falle, Mass. Front 
A. W. Schenck, sales manager, lawn mower division; (kneeling) C. Leonard and W. E. Sullivan. Standing: (from left) 
R. F. Kendall, T. Crolius, W. Vogel, J. Plasse, R. O'Connor, W. L. Brown, O. E. Pauley, P. W. Noyes, L. L. Lowe. V. R 
Ragsdale Mi M Press ott, | 2 ( ouillard, L. 4 heney, P Shepherd 1) ( ( raig, i Long, | ( ampbell, Ie Havourd W | 
Sherrill, |. Sears, P. Callahan, W. O'Connor, ( L. DuBuisson, and |. V 


I ale on 
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HARDWARE 
EXHIBIT— 


o discover on 
e assortment of 





























invites you ! 
ynusually larg 


IMPORTED & DOME 
HOUSEWARE 


at its first show in the 


between 
7 cope the Mezzanine Floor 





SHOW HOURS 





INDEPENDENT 


sTic TOOLS HARDWARE 
s « JOB LOTS * CLOSEOUTS 





PARK SHERATON HOTEL 


55th and 56th Sts. 







Sunday, September 30th, 1 PMto 10 PM 
Monday, October Ist, 10 AMto 10 PM 
Tuesday, October 2nd, 10 AMto 10 PM 
Wednesday, October 3rd, 10 AMto 10 PM 
Thursday, October 4th, 10 AMto 10 PM 


You will be accorded a cordial reception. 



















HELLER 





STORE FIXTURES 


faster. Their better display makes 


money saving prices. 
Ask for fixture catalog No. 7A 


MONTPELIER * 





IEW 





Heller's store fixtures move merchandise 


selling 


easier. (Actually people serve themselves.) 


There are Heller fixtures for every kind of 
merchandise and for largest display capac- 
ity. No other quality fixtures match Heller's 


W. C. HELLER & COMPANY 
OHIO 

















WILLIAM HOFSTRAND, 
HOFSTRAND, brothers, have jointly devoted more 


left, and WARNER 
than a century to association with Kelly-How- 
Thomson, Duluth, hardware wholesalers. William 
joined the company in 1906 at the age of 15 as mes- 
senger and mail boy. In 1909 he became a stenog- 
rapher, later taking over the order starting depart- 
ment. In 1920 he was transferred to the sales depart- 
ment where he is in charge of mark-outs and can- 
cellations. He is an avid baseball and football! spec- 
tator and enjoys vegetable and berry gardening in 
his spare time. Warner Hofstrand began his hard- 
ware career in 1906 at the age of 17 in the firm’s 
catalog department. Later he went to the receiving 
room and then to the pricing department. He served 
in the Army during World War I and returned to 
the company as city desk salesman, in which capacity 
he continues. 
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| Estwing . Unbreakable Tools 


Gift Boxed for Christmas Sales! 
Estwing ONE-PIECE Hammers 


Outstanding gift for those who appreciate fine tools 


. Forged in one piece of fine tool steel. Head can’t fly off. 

2. Handle can't loosen or splinter. 

3. Cushioned leather grip most comfortable and dura- 
ble in all climates. 

4. Mirror finish for greatest eye appeal. 











= 





Consumer Price 


E12C 12 oz. Curved Claw $4.65 
E16C 16 oz. Curved Claw $4.75 
E16S 16 oz. Straight Claw $4.75 









Estwing SPORTSMAN’S Axe « 


Acclaimed the best by outdoorsmen everywhere a Useig 
|. Same exclusive construction as Estwing One-Piece > 


Hammers 

Head can't loosen or come off. \ \ 
Thin, easy-cutting, perfectly-tempered blade. 

Cushion leather grip can't loosen or come off. 

Durable in all climates. 


Guaranteed to give Greatest Valve and Satisfaction 


PrY 


Consumer Price 


E24A Axe complete with Sheath $5.85 





New 


Estwing TUBULAR Hammers 


Top tubular hammer value on the market 


1. Forged head of fine tool steel fused to Airframe 
steel tube. Guaranteed Unbreakable. 

2. Cushion grip will not loosen or stretch. Not affected by 
gasoline, sweat, or oil. 

3. Full mirror polish for greatest eye appeal. 


Over 30 years experience building Unbreakable Hammers stands behind this New Tool 


SIDE 


REVERSE 


ON 


Consumer Price 
16 CT 16 oz. Curved Claw $4.25 
16 ST 16 oz. Straight Claw $4.25 






NEWS 


BIG 


ESTWING MFG. CO., ROCKFORD, iLL. 





Estwing...the ACTION LINE 
gives you bigger-than-ever promotional punch 


BIG SPACE ADVERTISEMENTS 
in leading publications 









September, October, November, December fe QUTEUNT A : Ce we 
Total Circulation Each Month eae — T= — Lstaal 
a 
5,819,700 G choo! Ghop 





Readers that are really ready 
to give or receive men’s gifts 











| FieldeStream 


Estwing Unbreakable tools will be advertised . 
regularly in 13 magazines . . . chosen Ay tdoor life 25) 
because of their proven ability to sell tools. UU a 

a , - . . 
They will direct attention to hardware Pe - Fe. | 48 wr = 
stores as the place to buy these attractive _ie > : 


Christmas gifts for men. 


CASH IN... 


Place your order now! 


ESTWING MFG. CO., ROCKFORD, ILL. 


Pike 
— 














Hows the Hardware Business? 





Trading Stamps Loosing Punch On Home Ground: 
Chains Report Waning Value, Anti-Stamp Feeling 


(ontinued from page 14) 
trouble it takes to organize and 
maintain them. The net profit 
variance for a store that has 


stamp plan is reduced to a 


fraction when these 


tiny 
figures are 





Where's the profit? 


| 
cenrTr increase over iast 


average) showed a $21,080 gross 
Store B, with 
[PG veraqe) over the 
montr >t lost year 
gross of $21,960 
than Store B. 

Rut Store B. the tradina stam: 


firct « 





riere in exampie ot what 
happens to the gross income of 
Tw sir’ rr hardware rores, in 
doliars and cents (based upon in- 
crease tiqures Upp ed by Pro 
Gdressive Oro: ey; Ww th gong without 
Tragina stamps: 

Store A and Store B had a vol! 
ume ’ $20 000 tor the first Six 
montr t last year without trad 
ing tamps. It year, Store A 
stayed away from tradina stamr 
while Store B took them Store 
As mid-year report at 5.4 per 


Jeadr [PG 


9 9 2 ner cent gain 


x 


showed a 


or $880 more 


¢? j 
ctore r ‘} ' ? DOV 2 Per cent 
— . . ' 
($439) of his improved gross fiqure 
to buy tradina stamps. His $880 
fe, ‘ 
oros<* req fe fnn+ r ’ ’ +) ; now 
whittled down to $441 
: “" ; ; 
ly ell @? A +h ‘yr J/@ 1 } J ime 
r ~ ; ' 
. $7 | GAO C+ rQ tM hy cnrne wit ‘yj 
net volume increase of iust 7.4 
' 
per cent attributable to tradina 
stame 
C4 re A with ; ’ vir had fj 
Cc 4 or > ele ° aa j jry i= The 
i ferancs atwean tha tw torec 
- “ “ 
$441. or 2.2 p favor o! 
; ry r C4 res fa 
2 ty $44 | educed still 
, > ’ } clark 
tiry if ; ‘J lr 
aan revi? wor 
re¢ Ad j? / 
") ‘ : 4 +4 
| ’ 
ear ’ ‘ 4 r 
; 
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fully extended and all the costs 
of operating a stamp plan are tal- 
lied, 

More and more big food marke! 
operators are realizing these facts. 
The growing wave of stamp op 
ponents is given reason in this 
statement by an Oklahoma dealer, 
as quoted in Progressive Grocer: 

“We don’t give stamps, but our 
competitors do. Yet our 
is good, 
stamps for 


business 
You can’t substitute 
service, quality mer- 
chandise, courtesy, and clean stock. 
We suffered up to 18 percent losses 
to stamp competitors six months 
ago. Three months later customers 
began to come back. They’re still 
coming back. Today we have not 
only regained lost volume, but are 
well ahead of last year.” 


Number of Jobholders 
Sets Record in August 


More people held mid- 
August than ever before, the Cen- 
sus Bureau reports. 

There were 66.8 million job- 
holders in mid-August, an increase 
of 100,000 from the previous rec- 
ord high reached in mid-July, ac- 
cording to the Census Bureau. The 
figures include many students hold. 
ing temporary 
bureau reports. 

Unemployment fell by 600,000 
over the month to an estimated 2.2 
million, the 
orded 


jobs in 


vacation jobs, the 


largest decrease 
between July and 


during the post-war period. 


rec- 


August 


Business Failures Drop 


Business failures in the nation 
dropped to their lowest level of the 
year during the week ended Sept 
6, Dun & Bradstreet, Inc., reports 
susiness failures totaled 196 com- 
pared with 237 the preceding week 
and 205 in the comparable week of 


1955. 
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Department Store Sales 
Register Gain of 2 Pct. 


Sales in the nation’s department 
stores in the week ended Sept. |! 
were 2 percent higher than the cor- 
responding week last year, the Fed 
eral Reserve Board reports 

Since the beginning of the year, 
department store sales have been 
running 4 percent ahead of 1955. 

Here is a breakdown of depart- 
ment Federal Re- 


store sales by 


serve districts: 


Federal Heservs iw seek ended wh emi Jan ' 

~ Aug Rept 1 Sept. | 
HN ' | 4 
" i, i 4 
| : " ‘ 
‘ ' : 
Kiel nd I : + 3 
Liianta ' fi > 6 
(‘hieago ’ : i4 : ’ 
wd ’ ‘ ; 
Minneapeolts , a. - . 
Kaneas (i +18 ' ’ 
Dalles : “\ ; + 4 
“an Frat ' , ; , 

’ ~ " ’ ‘ 

* he 


Sears, Wards August 
Sales Above 1955 


Sales of the two largest mail or- 
der houses houses for August were 
above the like 1955 
Roebuck & Co. 


increase, 


considerably 
month. Sears, 
showed an 11.3 
and Montgomery Ward posted an 
8.7 percent gain. 

Sales are up for the year to date 
for both firms. Sears’ seven-month 
report through August shows a 7.8 
percent gain. Wards gain for this 
10.9 percent 
Other large chains 


percent 


period is over seven 
months of 1955. 
report similiarly high gains for Au- 


gust and the year to date. 


Gamble-Skogmo Issues 
New ‘Discount’ Catalog 


Gamble-Skogmo, Inc., is distrib 
uting one million copies of its fall- 
The 


catalog is described as a consumer 


winter consumer catalog 
discount catalog. 
fifth edi 


some oft 


The book, now in its 
tion, contains 148 pages, 
them in full color. Prices on some 
models of home freezers have been 
cut from $10 to $50 below 


summer catalog prices. 


priny 


extra emphasis has been put on 


vift. home accessories and silver 
Musical instruments are 


offered for the first time 


items 











what he's 
looking for ? 





STERLING 


RINSE-OFF 


PAINT & VARNISH 
REMOVER 





He's looking for a paint and 
varnish remover that's safe 
and easy to use, that eliminates 
sanding and scraping .. . 
Sterling Rinse -Off. Simply apply 
and rinse off with clear water. 
Packed 6 gallons, 12 quarts or 
24 pints to a case. 


STERLING PAINT & VARNISH CO. 
Malden, Mass. 
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Promotions 











Stanley to Feature Four 
New Tools in Advertising 

Stanley Tools Div., The Stanley 
Works, New Britain, Conn., has 
launched an advertising campaign 
to introduce four new tools. 

The tools are Surform, a cutting 
tool; Glide-O-Matic, a steel tape 
rule; Steelmaster, an all-steel ham- 
mer; and Screw-Mates, multiple 
combination drills. They are fea- 
tured as part of Stanley’s “Fall 
Tool Fair” promotion. 

Ads for the promotion are ap 
pearing in the September issues of 
Saturday Evening Post, Popular 
Popular Science and 
Other ads will 
appear during October and Novem- 
ber in Parade and American 
Weekly Sunday newspaper supple- 
ments and Mechaniz Illustrated 
magazine. 

The company offers dealers free 
newspaper tie-in mats, a four-color 
window poster, display figures, 
store display cards and a diagram 
for window streamers and window 
displays. 


Mechanics, 


Home Craftsman. 


Moe Light Sets Campaign 
To Introduce New Line 


Moe Light Inc., Div. of Thomas 
Industries, will introduce its new 
line of “Cordette Casual” fixtures 
in consumer advertisements in the 
October issues of Better Homes & 
Gardens, Living for Young Home- 
makers and House Beautiful maga- 
zines. 


To inerease consumer interest in 


the new line, special low prices 
will be featured on the fixtures 
to tie in with American Home 


Lighting Fixture Month during 
October. 


Promotion to Sell Major 
Appliances Is Scheduled 

U. S. Steel Corp. is again spon- 
soring “Operation Snowflake,” its 
Christmas promotion to increase 
sales of major appliances. The pro- 


Manufacturers’ New Merchandising Plans 





will Nov. 5 ard run 


for seven weeks. 


motion Start 

The promotion will be carried on 
radio and television and in news- 
papers. 

Six commercials are scheduled to 
be delivered on the “U. 8S. Steel 
Hour” on the CBS-TV network on 
Nov. 7 and 21 and Dec. 5. Ads will 
be run in more than 300 news- 
papers and 2,000 commercials will 
be delivered on radio during the 
two-week period of Nov. 26 through 
Dec. 7. 

U. S. Steel 
dealer tie-in 


also is offering a 
kit which contains 
point-of-sale display material and 
complete plans for putting “Opera- 
tion Snowflake’’ to work at the local 
level. 


Hamilton Mfg. Schedules 
Christmas Ad Campaign 


Hamilton Mfg. Corp., Columbus, 
Ind., has scheduled Christmas ad- 
vertising in seven consumer maga- 
zines to promote sales of Cosco 
stools, carts, card tables and chairs, 
and juvenile furniture. 

Full-color advertising will ap- 
pear in Living for Young Home- 
makers, Good Housekeeping, House 
Beautiful, Saturday Evening Post 
and Better Homes & Gardens. Two- 
color ads are scheduled for Life 
and Parents’ magazines. The ads 
will appear in November and De- 
cember issues. 
be offered free tie- 
in promotion kits containing easels, 
banners, display ideas, radio com- 
mercials, ad mats and suggestions 
for preparing tie-in advertising. 


Dealers will 


G.E. Christmas Light 
Contest Offered Again 
$5000 


A repeat of last 
nationwide residential Christmas 
lighting contest will be offered to 
dealers and their customers by the 
Lamp Div., General Electric Co., 
Cleveland, Ohio. 

Details of the 


year's 


competition are 
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SMOOTH -F 


FOR FAST, 
ACCURATE 
ASSEMBLY 


Your customers can be sure of 
fast, accurate assembly when they 
use Bethlehem fasteners. This is 
because Bethlehem fasteners have 
rolled or cut threads which are 
clean and smooth-fitting. Besides, 
they have strong shanks, and well- 
formed heads which are easy for 
the wrench to grip. ‘They're top- 
quality fasteners in every way 
good builders of repeat business. 


gETHLEHEY, 
STEEL 


SAAAANAAAAAAAAAAAANANS 
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Bethlehem Bolts 
Are Good Bolts 





NG THREADS 
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More trappers prefer Victor animal 
traps than any other brand. And more 
trappers buy Victor than all other 
brands combined. Here are three rea- 
sons why 





Ne. 1 VG Victor with deli ved action guard 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
‘rats. Also ideal for trapping skunk and 
mink, 


Ne. 2 Victor single jaw, coil spring trap 
was designed by and for successful fox 
trappers. Sturdy, quick in action, it has 
exceptional holding power. 








Ne. 1 JG Victor Step Loss trap is compact 

can be set anywhere. Used extensively 

by professional trappers who depend on 
ite holding power to prevent loss. 


Order these and other Victor 
styles used by trappers in your 
eree from your whelesaler, 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. + Pascagoula, Miss. 
Berkeley, Cel. + Niegere Fells, Canede 
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Manufacturers’ Promotions 


(Continued 





booklet “How to 
Your Christmas Lighting 
Contest,” prepared by G.E. Dealers 
wanting the book to distribute to 
home owners or local civic organ- 
izations should write the Inquiry 


contained in a 
(‘onduct 


‘Bureau, G.E. Lamp Div., Nela 
Park, Cleveland 12, Ohio. 
Individuals and civie organiza- 


‘tions can vie for 22 prizes to be 
awarded to each classification. Con- 
test will stimulate electric Christ- 
mas trim while improving 
appearance of residential neighbor- 
hoods. 


sales 





a Ad Campaign Will 
Feature ‘Pay-Later Plan’ 


A new “Pay-Later Plan’”’ for con- 
sumer purchases of firearms is be- 
ing featured in consumer advertis- 
ing by Marlin Firearms Co., New 
Haven, Conn. 

Ads are scheduled in 
Sports Afield magazines. 
‘lin consumer 


True and 
All Mar- 
catalogs also wil! 
carry a brochure on the “Pay-Late: 
Plan” and a credit application 
blank. 

Dealers can receive a complete 
kit which includes a table of down 
payments and monthly payments for 
all Marlin rifles, carbines and shot- 
guns, sales contracts, a sample of 
the Certificate of Insurance issued 
to customers using the plan, pay 
ment and rate charts, window 
streamers, gun tags and trade cata- 
log sheets, 








Black & Decker Starts 
Biggest Ad Campaign 


Black & Decker Mfg. Co., Towson 
(Md.) offers dealers what is said to 
be by far the largest Christmas ad- 
vertising tie-in campaign in its 
history. 

Details of campaign called “Op 
eration Snowball” were recently 
presented to 5000 dealers and 
wholesalers in 42 major cities from 


coast to coast by use of closed cir- 
color television. 
Said to be the first 
closed-circuit color TV sales meet- 
ing ever used in the hardware busi- 


cult 
full-scale 


ness, the program outlined Christ- 
mas promotional activities. 

“Operation Snowball” 
three major media to be 
peatedly from the end of October, 
through Christmas week, and end- 
ing with a post-season ad designed 
to attract who receive 
money for or wish to 
buy accessories for basic power tool 
gifts. 

Life, Reader's Digest, and Bet- 
ter Homes & Gardens are consumer 


includes 
used re- 


customers 
Christmas 


magazines to be used. Dave Gar- 
roway Steve Allen will offer 
slack & Decker lines on television. 
And 1000 
papers will cover 114 major cities 
entailing over half the population 
of this country. 

Dealers may having 
their names used, through distribu- 
the Win- 
dow and store trims with the “Op- 
Snowball” motif 


and 


line ads in local news- 


tie-in by 


tors, in newspaper ads. 


eration are also 


available. 


Edison Institute Has 
Fall Gift Campaign 

The Edison Electric Institute of- 
fers dealers a fall gift campaign 
carrying the slogan “Make it a 
Merry Christmas with Electrical 
Gifts.” 

A big back-up package of pro- 
motional tie-in materials will help 
dealers benefit from the overall ef- 
fect of the national promotion plan. 
Kit of materials includes streamers, 
counter cards, a check list, and as- 
sorted window display units. 

The low-priced 10-piece kit is 
available from Edison Electric In- 
stitute, 420 Madison Ave., New 
York 17, N. Y. Campaign period 
runs through De- 
cember. 


November and 


Casco Enters Biggest 
Promotional Campaign 
Products sridge- 
port, Conn., has combined the in- 
troduction of two new electric prod- 
ucts with the biggest advertising 


(asco Corp., 


and sales 

its history. 
Life, Ladies Home Journal, Bet- 

ter Homes & Gardens,McCalis,Good 


Housekeeping, Ebony, and Sunset 


promotion campaign in 


consumer magagines will carry ad- 
vance publicity for Christmas pro- 
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HOW 

TO SELL 
BISSELL 
SWEEPERS | 


»~»- One in o series 





DOESN'T TAKE MAGIC TO MOVE BISSELL SWEEPERS! Just get the Bissells” 

out where customers can see and try ‘em... prove to themselves how easy it is 

to tidy up and keep rugs clean with the Bissell between vacuumings. A year-round 

| seller, the Bissell display more than earns its keep as customers see the colorful 

| point-of-sale material and recognize the sweepers they've seen demonstrated on 
TV! The magic words are “stock, display and promote’ to sell Bissells! 


Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 





A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 


You carry a quality line sizes and styles to fillevery customer's Don't delay, place your order today 
with a quantity demand need. They are designed to give the with your wholesaler or write for one 
when you stock Kimble maximum of consumer value but nearest you. Address Kimble Glass 





Glass Towel Bars. priced to stimulate sales and give you Company, subsidiary of Owens- 
They are made in a wide range of high profit margin. Illinois, Toledo 1, Ohio. 


KIMBLE GLASS BARS Owens-ILLinoIs 


AN (1) PRODUCT GENERAL OFFICES -TOLEDO 1, OHIO 
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motion on the new electric blanket 
and king-size portable griddle. 

Local newspaper advertisements, 
radio and TV spots, and trade 
magazines will supplement the con- 
sumer program. 


Westinghouse Sales Up; 
Fair Trade Still Out 


S. J. Stephenson, manager of 
portable appliance division, West- 


inghouse Electric Corp., recently 


announced that sales for the year 
to date are up 34 percent despite a 
strike which curtailed production 
from the year’s beginning through 
March 21. 

Westinghouse discontinued fair 
trading its appliances at this time 
last year. Mr. Stephenson said that 
its new pricing policy “has proven 
successful, and we do not intend to 
return to fair trade.”’ 

He added that Westinghouse has 
no quarrel with the proponents of 











Veto) amok the 


B0- 


FIBER GLASS 
FLOWER BOXES 






Fast moving 


ae 


Tats 


useful indoors and 
outdoors color -fast 
. won't rot, rust of 
corrode . 4 colors— 
green, brick red, white, 


black . 18, 24, 350 
and 36 inch lengths. 








BIRD BATHS 


Handsome lines 
and soft colors 
will make this a 
sales leader 

fiber glass bow! 
rT taht virtually 
unbreakable 
smooth surface is 
easily cleaned 
bow! fastens 

to stand, anchors 
yrevent ippin 

i COLOTE if 
turquoise, white 
18 in. diameter, 
25% im. high 














summer. Made of colorful, durable 
molded hber glass, BO-KAY® con 
tammers are unaflected by 
sunshine, soul acids and fertilhzers 














You'll find that BO-RKAY® is a 
profitable line both winter and 
water, 
Colors molded in the reinforced 

See us at the Hardware Show Booth No. 1194 
PLASTIC PRODUCTS CORPORATION «+ CLEVELAND 22, OHIO 


JARDINIERES 


Molded hber glass 
retains color 
and luster useful 
indoors or outdoors, 
on stand or hanger 
won t rust, rot 
or orrode smooth 
edges protect 

plants 4 colors 
green, brick red, 

white, black 
11% om. diameter, . 

7 on. high 











pla otic wipe « lean 
for VcaTgts 


remain bright 
Distinctive design at- 
tracts attention creates unpulse 
sales. And, BO-KAY® stands, wall 
brackets and hangers add proht 
For full information, 
call your yobber or write direct 


volume . tow 











; 
’ 
’ 
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fair trade, merely that “fair trade 
did not work for us.” 


Mr. Stephenson said that no 
changes of profit margins on the 
wholesale or retail level are con- 


templated. 


Ads Not Pulling? Get 
More Charge Customers 


Hardware dealers who want to 
increase the number of persons 
who read their advertising will be 


interested to know that charge 
accounts are a key factor in the 
effectiveness of a store’s adver- 


tising. 

A recent study shows that the 
more charge account or revolving 
credit customers a store has, the 
more its ads are read and the more 
business is generated. 

The study, by A. J. Wood & Co., 
research organization of Philadel- 
phia, was made in department 
stores and specialty shops around 
the country, but the findings are 
just as applicable to the hardware 
field. 

The study that people 
with a charge account in a specific 
store are more interested in the 
ads of that store than are people 
who do not have a charge account. 
Readership of a store’s ads is 20 
percent higher among charge ac- 
count customers. 


reveals 


As charge accounts increase 
readership, they also result in 
more shopping trips to that store. 
In checking with people who shop 
the different stores for advertised 
merchandise, it was found that 
twice as many people with charge 
respond to the store’s 
advertising than those without 
charge accounts. 


accounts 


After visiting stores for adver- 
tised merchandise, charge account 
customers buy nearly four times 
as much merchandise as do cash 
customers. according to the study. 


Room Air Conditioner 
Ratings Simplified 


Dealers and the public will bene- 
fit from a plan which should dispel 
confusion resulting from past at- 
tempts to describe air conditioner 
capacities in terms of horsepower, 


27 MORE Spray Enamel 


ATL.NO ADDITIONAL COST 
























KRYLON Products 


@ Crystal-Clear perma- 
nent protective coating 

® Stencil Ink Sprays and 
Hide-a-Mark cover 
coat 





® Zine chromate Metal 
Primer undercoater 

® Rust Veto Spray for 
protecting metai 
surfaces 

® Tenac open gear and 
cable lubricant 

® Rust. Release to 
“unlock” rusted or 
bound parts 

© Spray Cleaner and 

Degreaser for cleaning 

dirty oil of gleosy 

equipment, surfaces 


KRYLON 


SPRING at this 


opportunity to sell 










Ws The EASY, FAST, 
© al LOW COST WAY 
to change Screens 


%, actual and Storms 


them with Krylon! Stock, display, sell Krylon-—order today .. . 
sells itself on sight, and 














=f pring Fasteners 





Proven SURE-SALE Counter Items 
Here's WHY They Sell— 


Spring tension firmly seats screen or storm——stops rattles ond drafts, 
minimizes heat loss. Snap fastening eliminates paint scarring 
Hardened, rust-proofed spring steel assures long life 


Here's HOW They Sell— 


4-color, 4" x 6”, 
play card (shown). 4 fasteners, 
with screws, per card. 36 cards in 
corrugated mailing box. |2 boxes 
per carton. Shipping weight 686'/, 
ibs. Also packed one gross bulk in 
4-color counter display box. 12 
boxes per carton. Shipping weight 
60 Ibs 


self-serve dis 


LUDWIG MFG. CO., INC. 


1405 16th Street @ Racine, 
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Wis. 








. your customers want valve . quality at a pricel Give it to 


a most profitable “repeat sales” 


item, too! 


® guaranteed non-clogging valve 
® good to the very last spray 
® nationally advertised—publicized 


© featured by leading stores-—coast to coast 


sow 44 "igs 


Modern Wrought Iron Spray Enamel 
DISPLAY RACK  - fe sae 


- tu 


with the purchase of 716-24 
assortment Krylon Spray Products 
plus 12 giant cans of dealer 
choice. (Rack by itself worth } 





$15.00) 


man that will go to work for 


super silent sales 





you at once 


ORDER FROM YOUR JOBBER OR WRiTE [7 ; } | 


Krylon, Inc., Norristown, Pa. 















—-THE BRAND WITH DEMAND: COAST TO COAST 


“HI-DUTY™ Spring Butt-Hinges 
and SPRING SIE L BUFFERS 


Tyre cei 
TRUCKING DOORWAY DOUBLE ACTING 


® Extra heavy doors should heave Chicago “Hi-Duty" Spring Bett 
Hingas and Spring Stee! Buffers, to give extra long service under 
any conditions 


& “tHi-Duty” Spring Butt-Hinges for Double Acting doors, with buffers, 
will effect economies for the user and function properly for many 


CHIE) - 
SPRING HINGES 


"Spring Hinges of Quality” 


Thkicaao Spring Hinae Co 


CHICAGO 7 ILL 


Each yeor, more and more architects 
recommend on sore Hinges 
wherever modern, high que " prod- 
ucts are required oke a t from 
the men who know and speci 








1500 CARROLL AVE 





MR. PHXZ TRIES 10 
FIND A FASTENER! 





it's only @ nickel sale, 
buf spends valuable time 
frying te leceate it! 


Does he have it in stock, or is it discon 
tinued’? Is he out of if, or is the box mis 
placed’? t's a nuisance sale, but it costs him 
money when he can't find the fastener. And 
if he doesn't have it to sell, his customer 
will go to the hardware store down the street 
Too bad he doesn’t know about the Sharon 
line-——one thowsand sizes of the most-wanted 
fasteners, neatly packed—a complete fastener 
department in only 13 feet of shelf space! 


Large variety in @ small space is one important 
reason why if pays to stock the Sharon line! 
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ASK YOUR JOBBER, OR WRITE: 





—— ee 





Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It" Editor. He'll 
be glad to serve you. 


HARDWARE AGE 





Chestnut and 56th Sts. Phila. 39. Pa. 
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tons, and other measurements 
which, most manufacturers agree, 
have not provided a firm basis of 
comparison, 

Most manufacturers are going 
along with a recent proposal offered 
by the Air-Conditioning and Re- 
frigeration Institute to set up un- 
derstandable methods of comparing 
capacity cooling ratings. 

(‘ooling capacities of room air- 
conditioning units will be published 
on a basis of ratings and tests 
providing for expression of ca- 
pacity in terms of British Thermal 
Units. 

Participating manufacturers who 
will make public the btu-per-hour 
capacity ratings of their products 
are: Admiral, Airtemp, Birtman, 
Carrier, Emerson, Fedders-Quigan, 
Friedrich, Fridgidaire, Genera! 
Electric, Gibson, Hotpoint, Hunter, 
Lonergan, Kelvinator, Lewyt, 
Phileo, Quiet-Heet, Sears-Roebuck, 
O.A. Sutton, Westinghouse, Whir!l- 
pool-Seeger, and York. 


Manufacturers Expand 
Plants and Warehouses 


Champion Bronze & Paint Co, 
has moved to its recently acquired 
and remodeled plant at 230 E. Ohio 
St., Chieago. Floor space at the 
new location is 50 percent greater 
than in the old plant, while produc- 
tion and storage facilities have 
been doubled. A 10,000 sq ft addi- 
tion was included in the $300,000 
remodeling job. 

Warp Bros. has added 12,000 sq 
ft to its Chicago plant in the fourth 
major expansion since 1946. New 
space is devoted to window mater- 
ials production. 

John Sexton & Co. has a new 
warehouse building of 175,000 sq 
ft at Chicago. In designing the 
building to get the most out of 
the 130,000 sq ft for storage, aisles 
only 90 in. wide were used in con- 
junction with special forklift 
trucks. 

Thomas Industries Inc. has made 
an addition to its Fort Atkinson, 
Wis., plant that brings total area 
up to over 208,000 sq ft. It is the 
sixth addition since its erection in 
1938. Production, research, and 
storage have all been greatly ex- 
panded in the most recent addition. 


Toastmaster in Eight 
Price-Cutting Actions 

Seven New York City area retail- 
ers and a Minneapolis surplus store 
have been hit by Toastmaster Prod- 
ucts Div., McGraw Electric Co., El- 
gin, Ill., in fair trade actions, the 
firm announced. 

Three of the New York City re- 
tailers have been fined $250 for 
contempt of court for selling Toast- 
master toasters for less than fair 
trade minimums. They are: East 
Radio Stores, World Happiness 
Products, and Whitehall Jewelers. 
Payment of the fine of Whitehall 
Jewelers was held in abeyance 
pending proof of any further con- 
tempt. 

Suits have been filed for fair 
trade price violations against four 
other retailers in the New York 
City area. They are: Hardt & Reid, 
briggs Housewares, and Atlantic 
Television Co., all of Brooklyn; and 
Newmark & Lewis, Manhasset. 

The eighth action was the grant- 
ing of a temporary injunction re- 
straining the Great Minneapolis 
Surplus store from advertising, of- 
fering for sale, or selling Toast- 
master products below minimum re- 
tail prices set by the Minnesota 
lair Trade Act, pending settlement 
of the action. 


Westinghouse Joins 
Portable TV Market 


Three models of 14-in. portable 
television receivers will be avail- 
able this fall from Westinghouse 
Electric Corp., Metuchen, N. J. 

The 27-pound units will mark 
Westinghouse’s entry into the 
booming portable receiver market. 
Three colors in enameled aluminum 
will be marketed at $129.95. 


Census Report Lists 
34,858 Retail Stores 


The federal government has 
been busy with retailers for many 
months, counting the number of 
their stores, checking their sales 
and payrolls, and now makes an 
advanced report on its 1954 Cen- 
sus of Business 

Hardware stores are one of the 
classifications of retail outlets. 
The advanced report shows that 
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INSTALLER 


cata By * lies “~\ 


For Use With 








SCREW ANCHORS 
SELL it for profit! RENT it for 


profit! LEND it for profit on 
increased sale of Molly screw 


anchors! Patented Hi-Speed 

Installer makes perfect instal- | 
lations. Installs 8 Mollys per ‘ee 
minute in prepared holes. 

Handles any size Molly with- 


out change or adjustment. 
Easy to use. 


ASK YOUR JOBBER © WRITE FOR FREE FOLDER 


CORPORATION 
DEPT. 1-22 
READING, PA, 














“80 pounds of real 
 pipe-threading 
power... 


Standard range: '4” to 2° pipe; with 
Drive Unit: 2'4" to 12” pipe. 










No. 142 
FEATHERWEIGHT CHAMP 
Portabie Power Drive 






: 
2 


Choice of Electric, 


Gasoline or Ai Power Cos ts On ly 


WE 526500 
FRE eel Complete! 


ie BT Tvesaar Sieh. Lame leet ie 


THE Coa MANUFACTURING CO. 


Main Office and Factory 


1312 East 289th S¢.. Wickliffe (Cleveland), Ohio 





: : 
NA THREADED PIPE 11'S TIGHT IT’S BEST .COSTS LESS | 
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selected 
HICKORY HANDLE 


This beautifully polished, 
octagon neck, round beil, 
adte eve carpenters’ ham 
mer is made with regular 
curved or straight ripping 
claws, 16 o head, spot 
burned finish. The finest 
carpenter hammer avail 
able. 


HELLER 
HAMMERS 


You can sell Heller Ham- 
mers with complete confidence. 

























this is only 


1 of 60 
different 

hammers & 
hatchets 
in the 
Heller 
Line 

























All are made of forged, high 






carbon tool steel, precision 





hardened, tempered and tested 






to meet Heller’s high standards 



















of quality. Each hammer ts per- 
fectly balanced and 1s fitted 
with selected hickory handles. 


| 
waite NOX 


to your nearest Heller Branch for the 
new, complete hammer catalog, * 1-56. 


waves Manete 


This new catalog describes and 
illustrates our complete line of 
hammers manufactured for: Car 
penters, Machinists, Tinners, Brick 
layers, Tilesetters, Blacksmiths, 
Farriers, Upholsterers and Weid- 
ers; also our line of Hatchets 


HELLER roo1 co. 


Subsidiary of Simonds Saw and Steel Co. 
NEWCOMERSTOWN, OHIO 
les Angeles 








BRANCHES: New York, Detroit, Chicage, 





HAMMERS—FILES— WRENCHES— TOOLS 
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the Department . <4 -e 
found 34,858 st in ines iene CLEAN-OUT AUGERS 


ANDROCK major sales were in hardware | for clogged drains and closets 


lines. 
p A C K A G ' D Sales in these 34,858 retail hard- s 
ei 


ware stores in 1954 are listed in 
the advance report as $2,694,348.,- 
000. These stores had 36,469 pro- 
prietors, and there were 106,854 
paid employees for the work week 
nearest Nov. 15, 1954. The total 
payroll for the vear was $305.- 

















: AC * 806,000. 

A The 34,858 retail stores are Gardner Clean-Out Augers are a 
household necessity——effective where 
broken down into 25.266 stores chemicals fail Furnished in five 
‘ as lengths—8, 10, 15, 20 and 25 feet, each 
with payrolls and total sales in complete with adjustable, tubular 
handle. Series 1940, H.D.M.B. sprin 
these stores were $2.478.530,000. “ = ; Beries 1960 musi wire , . 
’ , Kach auge acked i attractive, 
The latest previous census of in: “dhedah aaumeur display 

6 Sizes business was conducted by the De- OR, A FOAF-FOURE sells! 

: f ( ree j POLE SOCKETS 

on Wire Loops ae of rane ree in — ee ee 

; ‘hat census showed 34,009 retai ry 
Prepriced 10¢ i retal 


hardware stores with sales in 1948 
of $2,491,602,000. 

The census classifies stores by 
individual units, including those 
in chains, and not by companies. 
Sales of major lines determines 








Order from Your Jobber, or Write Us 








the classification where two or - ~_ te 
more types of business are con- Sanco 07 ne 
ducted in one store. For instance. ARDNER WIRE CO. 
a hardware section leased out in 1329 Se. Cicero Ave., Chicege 50, Iii. 

a department store would be con- 

sidered a hardware store. The His Hardware Age 

same section, if operated by the Ad. Brought Results— 


department store. would be put in “~ whe ‘. ie 

a nu rer resentative, 

7 Sizes ° Carded with the overal!! business as a de- date oe HARDWARE AGE : : 
Prepriced 10¢ partment store. necessity, especially in view of the fact 
that | have secured several desirable 

lines through the Advertisement | 
placed in the AGE in August. With 








Factory Take-Home Pay ca sgn gg continued success.” 
At New High in August A Satisfied Advertiser 


The average factory worker's 
weekly pay check reached a new 
high in the middle of August, ac- . a 
cording to the Commerce Dept. y 

The average weekly pay check eee, JOINTER $1.06 




















totaled $79.79, an increase of near- a) i $2.90 
ly $1 over the $78.80 weekly aver- ~ > TUCK 
4 Sizes e on Wire Loops age during July. The report said POINTERS $ 20 
Prepriced 15¢ $7.50 of the average pay check was Deaiers-Less 40% 
accounted for by 2.6 hours over- THE :anane sg co. 





Also: Eye Bolts « Coat Hooks time in mid-August. 
e Screen Door Braces 








es —_-- —— —_ 


CHAIR-LOC 





A New Liquid 
Admiral Ups Prices Amaxing New Lia 
ANDROCK Price increases ranging from $10 > Sebi: net en 


makes them ¢-x-p-a-n-4 





to $30 on refrigerators, freezers, permanently 
. ® Quickest and easiest way 
Quality Hardware Since 1880 and electric ranges were recently te fix loose chair rungs, 


lees, handles, dowels, 
dove-tails, ete 
A Fast-Selling impulse item 
Write for Free Samples and 


announced by Admiral Corp., Chi- 
cago, Ill. Three refrigerator mod- 

; ine : Literature 
els which had been increased in sieeiai sett 
price early in August are exempted. Lakehurst 3, N. J. 


THE WASKBURN COMPANY 
Worcester, Moss ° Rockford, Ill 
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How about your stocks of toys, wheel goods 
and sports equipment for Holiday selling? 






Early selections mean Bigger Profits for you and 
greater satisfaction for your customers. 


The profits in your toy department are in proportion to your sales. So, it is importam 
that you go into your Christmas selling season with adequate stocks of fast-moving, 
popular merchandise. 


As a member of the Toy Guidance Council, plus our own regular sources of 
supply, TRYON buyers have assembled what we consider the most comprehen 
| sive array of new and popular numbers for your selection. 





You can make your complete selections from this exhibit (two floors). But 
we advise that you do not delay in determining your requirements. Invari 
ably, delay causes disappointments in delivery. For many numbers in our 
stock cannot be replenished later on. 


Wheel goods, of every description, await your selection, too . . . along with the 
choicest items in WINTER SPORTS GOODS, FISHING TACKLE AND GUNS and 
accessories ... all in the Christmas gift category. 





Make TRYON your complete source of supply. You'll be 
glad you did, for very sound reasons of selection and economy. 


EDW. K. TRYON CoO. 


6816-819 ARCH STREET (€et. 1811) PHILADELPHIA, PA. 














RED WOOD 
FINISHES 


clear + pigmented 


WHATS NEW? 


Turn to pages I0I-102 of this 
issue. The Quick Check Card 


SALES 


Appeal 


TRADE 


Acceptance 


properly filled out will bring 
you quickly the details on 


new products that interest 





CUSTOMER 


fast moving 
protitable A PPI0 vd | 


you. 





7 


IT’S QUICK—IT’S FREE ALUMATONE CORPORATION 


977 ble Zz. Miss 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc 


Set solid, maximum 80 words $5 00 
Each additional word 10 
Positions Wanted 
Special Rote) set solid. maximum 
words $2.00 
Each additional word ty, 


Allow Seven Words for Keyed Addreu 
or Your Addreu 





BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°/, discount allowed for 4 of more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Semoples of merchandise, terature 
catalogs, etc., will not be forwarcec to box 
number advertisers, unless accompanied by 


sufficient postage for 


remaiiing 


No agency commission aliowed 

HARDWARE AGE is published every offer 
Thursday Classified forms ciose {5 days 
prior to publication dote 


Remittance must 
of check or 


accompany order in form 
money order, not currency of 


stamps 








Representatives Wanted Representatives Wanted 





Accounts Wanted 











EXPERIENCED SALESMEN 


with following among retail hardware and 
houseturnishing stores. to the most 
popular branded line of dog furnishings 
Can be handied as a side line. Liberal 
commission Choice territories open 


Address Gox H-5i. care of HAROWARE AGE 
Ohestnut & 6th Sts, Philadeiohia 3. Pa 


se)! 








PAINT BRUSH SALESMEN 


Vreaminent paint brueh manufacturer hast open terri 


for stieemaaful ale produces l’refer 


thier ’ “ 
ering on pelt, hariware infer deaiere and inau 
trial rotected territoris Metablished husinese W 
aint onelder aideiiie ian or Mmanifacturere age 


Address Geox 615 
Chestnut & 


care of HARDWARE AGE 
56th Sts., Philadeighia WW. Pa 








Manufacturer Representatives Wanted 


Ai! Territories Open 
® New Garden item 


© Tremendous Sale Potential at $4.96 Retail 


© Will be Nationally Advertised for Spring 
Seaso: 
Write for perticulers 
Address Geox 1-28. care of HAROWARE AGE 
Chestnut & S6tTh Ste., Philadeiphia 36, Pa 











[COP RETAIL SALESMEN OPPORTUNITY 
' rut mati wy nm ats : repeat ris a 4 P 
' hed ' ent ii cat Co } 
fienit reati high earnitr ; ' 
yore) ide line men onl Ketirement mane evi 
‘ elient territories availatile W rite ruil e% 
emed Coverage itie ws, i Velhar 
‘cw ," rk 

Libs KEV EHI PNTATIVES WANTED ¢ 

ell national know! md acivertiaed line ’ 
incl tbancler twins barbed wire paling wire hie 
fence wire aii ind othe tee larm pga 
made by group of Helgian mill brew elects 
territori still open W arehouse stocks kept 
major erties If you call on dealers and whol 
salers now this would be a very profitable prop 
sition which could earn you several hund ia 
ive weekly Adres Ho» 1.34. care of ae Ani 
Lon, theetnut & 6th Ste., VPiiladeiphia 5 la 

PACLUSIVE PROTECTED TERRITORII 
open tit nationatiy cietributed ithiqj ue water é 
placement plumbing e@peciaity item packaged f 
sale to plumbing supply houses, hardware dist: 
viors and retailers i nique demonatration me 


mt of 10 om fir Address Hox 620, care 


at fall 


of Tlamoware Ace, ( hestnut & 56th Streets, Phils 
deiphia 7. Pa 

MANUFACTURERS REPRESENTATIVI 
W ANTI 1) Ag ITCSaive and pr miucing suleare 
contacting hardware chain stores aut Supt 
jobbers and supermarkets b wcluaiws territer 
commission basis. Some areas open. W rit: ' ' 
Rooth No. $* National Hardware Show. DURA 
nity METAI PRODLCTS CO UNION 
pe Ae = 

REPRESENTATIVES WANTED. Manufact 
er of compiete tine of Plumbing Cast and Tubula: 
lira (,oode plus Valwes Showers ets ' ive 
several Commission Representatives for Michigan 
Wisconsin. Minnesota Nebraska lowa and \s 
kaneas, selling throwgh Hardware Stores. Ruildis 
and lumber Vardse, Large Plumbing ¢ tractors 
and other outlets Advise all details Address 
Re |-7), eare of Hasowaree Aci (heatnut & 

sh Sie Philadelpt » 39. Pa 


152 


Stainless Flatware Sales Representative Wanted 
For on Francisco-Mo. California retary 


by old Labliehed nationally knowr prand nharme 
a af ; : whe if re-arran@ing thie ter 
; rir rk necessary because line we 
Mime ' orwtected territory Must he 
a 4 entire hosewares field 
lLAberai ¢ fi ] Hae 
Address Geox 1-40, care of HARDWARE AGE 
Chestnut & Sth Ste... Philadelphia 1, Pa 








PAINT BRUSH SALESMEN 


Ketabliehed a | manufacturer with pe 
nase oe territories for sales producers l’refer met 
calling @ pair haraware btiammlpet water ana ary 
induetriais Will it wy ideliine men We operat 
New York and Atia i ware 
Address Geox G-2, care of HARDWARE AGE 
Chestnut & S6th Sts., Philadeiphia 39, Pa 











REPRESENTATIVI WANTED TO HA 
DLE DOOR CLOSERS and related items } 
territorial protection VM uat e thor wwhiw me 

with traces if ci | at ifTAalis CoOTM:s 
limes handled and territ tua vered Ch 
employees know of this ad Address: Box I 
eare of Hiaw WAR Vor { heatnut & ‘itt “ff 
*hiladelphia , 

(COMMISSION SA, |} KREVPRESENTA 
riIvVES WANTED 1 few ' tects 
territories ft ver lume i iidine m ogiatel at 
naradware tra ’ ivi established wor lock mat 
facturer. Ment , territor ered and ling ca 

| ried Addr« i if care TAR same A 
( hestnut Ot | lelvhia . P 

SALESMEN: Calli mn hard e and sporti 
vin s wholesale na | oy 4 ret ‘ : ‘ ‘ri ry 
sion basis: to handle line of imi} 
camp chairs peach reat VW ' ee! f 

iter prima ' the “Scvert he tate ' ' winter 

t wv ept tions { ther 1 

tate ' the ‘ { ih A 
fin { j re 

NEW ENGLAND & PACIFIC COAST t 
tories open Wi ivé thie : eat nHroctucet ; 
Wrought Iron Mail i boat NOV elling m 
of the larwer, genera re hardware yet \ 
taple veut it mi repeatet Able ga learne are 

tel to write «wu Addre i i ire 
hiaspware Ace, ( hestnut & Sé6t!) t Philadelpl 
Q Ps 


ENERGETIC REPRESEN! 


the Vittehburg@h area f thy taat el MeL ‘} 
Pity [RE T-AFRRATOR LINE. calling on ard 
ware incl housewares§ trace Boot! t the 
liardware Show or te MELARD MFG 
(CORP. 4 Auetin ew New 
York 

MANUFACTURER REVRESENTATIVI 
Calling n Contract H Dealers, Fi 

pp Leal Tie Yards 1 ‘ 

‘ ' ir et ariel 4 if ware 
tem ly re tate : + i! et eF 
perience “a ! ' ‘1 . ! 
pensation ’ ' } ht rY ie ‘ 

’ ’ ve » hia M 
‘ lrent ' New Te ‘ 





Export Sales Manager 


Forty Years of Foreign Trade Management 
and Sales Consultants, give this firm top 
rating for your consideration for the fur 
therance of your export sales problems 


Established overseas contacts and personal 
staff visits insure the successful sales 
promotion of your products in the Foreign 
market. 


lf you are not now getting the volume of 
overseas sales your product deserves, then 
it is time to revise your export sales 
policies. Let this long established foreign 
trade organization act as your export sales 
managers and prove by action, not words, 
what can be done for your line 


Address Geox 1-37. care 
Chestnut & S6th Ste 


of HAROWARE AGE 
Phitadetohia WW. Pa 








Accounts Wanted 





(GENTLEMAN WIiTtl FOLLOWTI> 4. 
ALASKA would welcome ther lines "Ref 
et exchanged st «the prope tire AG es 
AT |-12, emre { Ti ARDWAaAR! Aor {heatnut -& 

| Séth Ste.. Philadelphia 39, P 











REPRESENTATIVES 





HARDWARE AGE, SEPTEMBER 27, 


ove 
gre "i 
estallin! ‘ h 7 New 
York Philadelphia Detroit (jleveiar md =LawU 
ville VN Cal rie wc r 
Inquiri i ed. Wi ANCO Corporat od 
Street, Pittsburgh 22, Pa 
| HAV} Bh! IKRAVI hf 
VRPARS « ‘ ‘ 
} trade 4 ‘ 
saler and eciaer i 
Age trie ay ' 
Ll have ered’ the « ’ Fe 
*, , ‘ ile ¢ 
line retera esti ] 
vive them ¢ er eae Rr 
| 4 ca riARDY ” ' ' t 
I ) Fa 
ATTENTIO MANUFAC TU REI Ma 
Representative want tion 
igt M Tae ' 
competit ’ vno v ‘ | 
Rated A int n M , .* \ 
treate 4 te ‘ r 
1.36. ¢ ‘fH sae A f > 2 
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INTELLIGENT & AGGRESSIVE 
NEW ENGLAND REPRESENTATION 


for one good line, established or new, but 
with volume potential. Selling to the Hard 
wore, Lown ond Garden and associated jiob- 
bers & Department stores. See during Nat'l 


Hardwore Show 


Address Bou 1-46, care of HARDWARE AGE 
Chestnut 4&4 S6th Sts Phitadeiphia 3. Pa 


WAREHOUSE AGENT 
IOWA — NEBRASKA 




















Wish line pockaged for reshipment to cus- 
tomer. Hardware, plumbing and related trade 
We carry eccount or you bill direct 

MARK ANTHONY CO. 
P. ©. Box 494 Des Moines 2, lowe 
WELL KNOWN AND HARD HITTING SPE. 
CIALTY SALES ORGANIZATION WITH HIGHLY 
SUCCESSFUL MERCHANDISING BACKGROUND 


AND REPUTATION FOR GETTING RESULTS 
SEEKING ADDITIONAL LINES WITH VOLUME 
POSSIBILITIES FOR DISTRIBUTION THROUGH 
HARDWARE, HOUSEWARES AND GARDEN SUP 
PLY WHOLESALERS IN OREGON. WASHINGTON 
AND BRITISH COLUMBIA. BEST OF REFER. 
ENCES. BOX 4100, PORTLAND 8&8. OREGON 


1S 























DO) Yo NEED FORCEEtL I INTELL! 
GENT. Kl iIABL.I ve ime il ra ‘ , be 
vania, South: ley l) f 
‘iver Z1 year ha A 
bstablished representative »w ’ 
portant hardw varden swt 7 
supply lines Attending Natior show a Ae 
ser Jesse Ya KIT it B ’ 

Box 1.43, care ! li aR AR) f ‘ 
6th Sts Philadelphia ) Pa 

WILL REPRESENT YOU | DE TROTI 
commission ba tj et 
ind) = bari lede i iware ! f ‘ 
thirty year 4 ‘ HH 1-J¢ LT AR 

ARE AcE, ( hest t & Sy 
Pa 

MANUFAC T! RERS Gal COV ERIN 
WHOLESAL!I iware res 
supply, build ‘ pi sini lenartrrne 
stores in Faste ‘Pem , ley Lhe 
ware, Mary red : : tie Ldiats ' ‘ ' 
sires one or tw elit a} re interests 
repeat and long tern spects. Addr Hox I 
eare of Har! AR AGr { : 4 ‘ 
Philadelphia °9, Pa 

MICHIGA INDIA ‘ (ott KF. 
ruck, “ALI KEP RI RPNTATIGO 
AVAILABI.} We ntact a | 

sftione , 7 d vare : : TY ‘ 

ot the ma m of retailer { ne Agore 

ve I : ? ' 1 €)we V ’ 4 
res H | e of Har ami Che 

t & 61 | ) Pa 

ESTABLISHED AND At RESSIVE MANI 
FACTURER AGENT at l csbybne lesires 

od competitive line of Hick loo! Handles a 

’ if ' ‘ VA ‘) 7  =—_," ' 

istery Vf te ' 

tetail _. s ter 

‘ ‘i | ; liaw 4 
( ‘ ‘ | | 
Help Wanted 
Need extra earnines? 
Sell our QUALITY dog furnishings. Easy 


selling because they're the best made at 
competitive prices. High Commission 
MODISH CRAFTSMAN CO., INC. 











Box 566 Springfield, Ohio 
4 | } ‘I \ \ ‘ I fe 
Galas 7 \ ' " ri ‘ ; \ 
W ‘ treet Viam } 
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Help Wanted Positions Wanted 




















‘ \ 7 Lon, ~} R\ if b Tbiateral if manu 
MANAGERS FOR || ‘i222. Peverinced in all "phases, of cata 
: ctior inata equip ent syed ai ie sonnel 
; HY iete, ia wal Micali. is trilvatess m i plant 
SHOPPING CENTER eration, Set up unite, for manutacturers 's 
tandards adopted by itaiog committees of associa 
HARDWARE STORES Sa Fenminet os te ee ee 4 eee 
e of HiARDWaRR Acs (hestnet & At} Gee 
t’ ladel; ; ¢ 
Expanding northern Ohio shopping cen en Pa 
ter hardware operation creates open iit 
ings for qualified managers. I! inter- VACATION RELIEF.” Winter Vacation R: 
ele eft, hardware Store Manager. thirty years ex 
ested and you plan to attend National perience, Available Kansas City Trade territos 
Hardawre Show Oct. Ist through 4th ‘an take complete charge, References. Address 
: Hox 1-33, care of Hampwane Ace. Chestnut & Sét! 
an interview can be arranged in| | Sts, Philadelphia 39. Ps 
N. Y.C. Please write at once to George 
Dodge, c/o Park Sheraton Hotel, 55th 4 
; LAPERIENCED HARDWARI MAN 
S6th St. at 7th Ave. N. Y. C., giving years of age excellent health, is desirous of making 
complete resume of personal history onnection with Southern Hardware lobber in pu: 
chasing or sales ce partrrent Willing tf) start at 
and experience. Contact Dodge on ar hottom and prove capability, At present residing 
=) mn teeorgia but willing to relocate. Available Se: 
} anit a b ' 
rival for appointment. If N. Y. C. inter comes Tih Addie 0 a oe oe ee 
view not convenient mail your applica wake Ace, Chestnut & 56th Sts., Philadelphia 39 
Pa. 
tion to 
Address Geox |-45, care of HARDWARE AGE POSITION: ‘A . 
Chestnut & Séth Sts, Philadeiphia 30, Pa tk i ANTED: CREDIT MAN 
\C ER presently employed with large Wholesal: 
llardware lhistributor doing volume business with 
sr) siearmien, seeks resTeornesiiiie position it} New 
} 1} Mit \ i } 1) \i if | . tdi } : ' * Hackg und of € bff c Viet mer and A, 
. . Sao ist ‘ . . ’ . ree intant ‘ hang leaired 7 if hae bh of fir incial 
‘ incemen*t Addr Hox | ff) eare of TAD 
‘ | | { i ‘) i | wt Lor { heat ul * iith sts. Philadelphia 
\ | |’ 
i 
HARDWARE DISTRIBU TOR LOMATED IN 
VilpWi ' need Ke : cAle ‘ ceqd ’ all 
has {f hardware il a vholesa HOL SEWART ANI) SPORTING, (,0)00T)% 





Nenging } ite k wil AL EFSMAN WITH WELL rounded experie 
ve | HPusiness, must be excelient at detaiia and | ee years itaicle selling, two years hee 
i! inta wie iat have sales years tf age married will travel fr 
‘ r iwement phat Ke it , ime (Can fury h heat of referencs AAdveas 
) lars irding experience, qualificat J. L. Mahas King St., Rockford, Ili 
i rie if ' } ‘ ’ a4 ‘ 
ite " . j erit \ re Hox 1-42. care 
tf Piar ame Ace. Chest . a : te r) 
elohia Pa 


Business Opportunities 








Business Opportunities 
































FOR SALE 
HARDWARE STORE lawated rthermm lilineisa in 
UNUSUAL BUSINESS | | !\2!°A"5.0 "Solem". 
lished : " | ‘ me +100 00 sreasing 
yeariy Depa ervice ‘lean divers! 
OPPORTUNITY hed sock. (oxi2y building and 
acl ining apart ¢ ¥ med for perting and outside 
Good volume hardware, furniture and giftware storage. $125,000 cash of terme 
and appliance business for sale at Medina, Address Gox 1-67. care of HAROWARE AGE 
New York, fine city. Modern new front, newly Chestnut & S6th Ste. Philadeiphia WW, Pa 
fixtured with $18.000 worth of Streater fixtures 
First floor and basement, modern lighting, sec 
ond floor for furniture. New York State's finest 
hardware all ready to do a good business, with LTT rion MANUPACTLU BRER llard 
many nationally advertised franchises will ware t with new large warehouse equippe 
rent at once. Moderate amount cash needed with | Mot cated near Akron and ( leve 
investigate this one af once md. PF aeiliti ivailable tor & manutact Me 
y , limty stir ont mn OF Ad : 
RUHLMANN BROS. HARDWARE CORP. | forr'® Comte Store Copter, 0 
LOCKPORT, NEW YORK 
PHONE: L—3-3711 
cyN\i } TABLISHED PROPFILTAHLE EX FOR SALE 
(it iV. Metropolitan New \ xk Agent wish Hardware and Gilt Store located in Morth 
; aa . Western Pennsylvania im @ nice college town 
tis é ‘ } Over 30 years in present location. Volume over 
utht »w ' $/246.000 Clean diversified stock Large two 
exp ' {) ‘ it on story brick Dullding 
! s r Ad ‘ i Te lA Address Gee 1-275. care of HARDWARE AGE 
WA Loe. ¢ » Sét }’ Chestnut & Sth Ste. Philadeionia W. Pa 
Pa 














WANTED TO BUY—SCREEN WIRE CLOTH 


WHY CARRY OVER SCREEN CLOTH TILL NEXT YEAR? TURN THIS DEAD MERCHANDISE 


INTO CASH’ 
We can use any quantity of screen wire cloth (part o full rolls) in ALUMINUM. BRONZE. GAL 
VANIZED STEEL or PLASTIC HAROWARE CLOTH POULTRY WIRE: and FENCE WIRE 
Send list of what vou have and lowest erices you will accept to 


A.1 HARDWARE €CO.. 27 Merth 2nd St., Phila. 6, Pa 










































GOOD LOOKS HELP SELL ‘EM 
—QUALITY KEEPS ‘EM SOLD 


ACELITE CHROME PLATED SUPEREAM 


ERS have gleaming 


for your disploys — plus 


' showcate™’ 


cutting edges that stay shorp—pius big 


it" to %” 
wood, plastics. 


reaming 
sheet meta! 


capacity 


for 
No cus 


tomer will want to be without one of 
these husky SUPEREAMERS Stock ‘em 


display ‘em—and see! 


No. 18 chrome piated ream 
in big I" 4 Koellte 
handie 


No. 99-38 detachable chrome 
reamer fits handie in the 


er fixed 
plastic 


plated 


popular 


Kealite 7 and 97 Junior kits 


Write for literature 
and prices 


XCELITE INCORPORATED 


Dept. G 
Orcherd Perk 
New York 


beauty 
chrome-hard 














BAKELITE TRIPLE EXTENSION 


With Plastic Cord 


PINEST QUALITY 
COMPLETELY UNDERWRITERS’ LISTED 





available 





FOOTAGE 
INSERT PRICE 


On Your Next Extension Cord Order Specify EAGLE 
GET THE BEST—-YET PAY NO MORE 


WITH U.L. DONUT LABEL 


Mere is a line of extension cords to satisfy the most 
demanding dealer 


in 6 9, 


chandised on display racks, individually boxed, also 
BULK PACKED WITH ATTRACTIVE LABEL SHOWING 
IN LARGE 


EAGLE ELECTRIC MFG. CO., Inc. 


* ATTRACTIVELY PACKAGED 


786 cord set is 
lengths. Mer 


The Eagle No 
12, 16 end 20 


LETTERS, WITH SPACE TO 


Long Island City 1, HY. 








Tie-in With 


Strongest Local 


Power Tool 


Promotion Ever 


Wie 


reste 


ob 














for information write 


PORTABLE ELECTRIC TOOLS, INC. 
Dept. HA 9/%S6 
320 W. 83rd St., Chicege 20, Il. 





Index to Advertisers 





Alumatone Corp 


Aluminum Co. of Americe.. 

American Chain Div. 
American Chain & Cable 
inc 

Floor 


Co 


Turpentine 


American 
Machine 


Surfacing 


American Farmers 


Assoc 


Animal Trap Co. of America 


Aristo-Mat Co 
Arvin industries inc 
Atkins Saw Div 
Borg-Warner Corp 
4 
Bassick Company 
Bennett-ireland, inc 
Bethiehem Stee! Co 
Bissell! Carpet Sweeper Co 
Cc 
Century Drill & Tool Works 


Chair Co 

Chicago Spring Hinge Co 
Clinton Machine Co 
Columbian Rope Co 


inc 


Loc 


Congoleum-Nairn, 
Gold Seal Div 
Continental Can Co 


Crown Rubber Co 


Dazey Corp 
Landers, Frary & Clark 


Dietz Co. R. E 
Draper-Maynard 


DuPont 
Se 


Co 


DeNemours & Co 


Co 
Prods 


Eagie Electric Mig 
Eastman Chemical 
Edwards Co 

Empire Brushes, 
Estwing Mfg. Co 
Evans Products Co 
Div 


inc 


Inc 


Consumer 


Co., 


1S! 
87 


90 


83-84 


inc 


143 


123 


147 
93 


8) 
155 


82 
1279 
132 


4.35 


27 


F 
Fiex-O-Gioss, inc. 
Warp Gros 
Frederick Mfg. Co 

G 
Gardner Wire Co 
Gates Rubber Co 
Gilbert Co A. C¢ 
Goodell Co 
Goulds Pumps Co., inc 
Graham & Co., Inc., John 


King Cotton-Cordage 
Co 
Co 


Greenlee Tool 
Griffin Mia 


H 


Co., W. C 
Too! Co 

Mig. Co 
Co 


Heller 
Melle: 
Hindley 


Hyde Mig 


independent 


independent Lock Co 
Lockwood Hdwe Mfg. Co 


international Salt Co. Inc 


& Son. 5. ¢ 
Jones & Laughlin Steel Corp 


Johnson Inc 


Jordan Industries 


. 
Kellogg Brush Mfg. Co 


Kimble Giass Co 


Owens liilinols Glass Co 
Krylon ing 
Kwikset Soles & Service Co 
L 
Lamsor 4 Sessions Co 
Landers. Frary & Clerk 
Universta 


Herdware Exhibit 


150 


32-33 


a 


28 
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156 
125 


\}4 


131 
9) 
1273 


145 
147 


108 


26 
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Louson Co 
Div. of Tecumseh Prods. Co 9 
Lovelle Rubber Co is 
Lenk Mig. Co 69 
Leonard Co il 
Linck Co 0. € 156 
Ludwig Mfg. Co 147 
A 
Marion rMandie Mills ine 107 
Marshalltown Trowel Co i) 
Martin Stamping & Stove Co % 
McGill Metal Products Co iié 
Melinor Metal Prods. Co Inc 25 
Midiand Products Co 156 
Miller & Co. inc.. Robert E 156 
Molly Cerp 149 
N 
National Mfg. Co 155 
Nationa! Metal Products Co 73 
Notional Screw & Mfg. Co $7 
Nicholson File Co 4 
Oo 
Oster Mig. Co 149 
P 
Pauison Mig. Corp iy 
Plastic Products Corp 144 
Plumb, inc Fayette ® 61-62-63-64 
Portable Electric Tools ine |54 
Power Products Corp.. 19-20-21-22-23-24 
Pratt & Lambert inc 124 
9 
Quickee Products. in 136 
- 
Red Devil Tools Co iSe 
Remington Hardware Co. Ir 8 
Republic Steel Corp 16-17 
Russel! Burdseal! & Ward Bolt & 
Nut Co is 
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Safe Padiock & Hardware Co 117 
Samson Cordage Works 8 
Savage Arms Corp 

Lawn Mower Div 104-105 
Sharon Bolt & Screw Co \ 48 
Sheffield Steel Co. 

Div Armco Steel Corp. 64 
Shelby Spring Hinge Co 112 
Stanley Works 94.95 
Sterling Paint & Varnish Co. 142 
Swon Rubber Co 4|-42-43.44 

T 
True Temper Corp 40. 10) 
Tryon Co., Edward KX. iS! 
Turner & Seymour Mfg. Co. 130 
U 
Union Steel Chest Corp. 16 
U. S. Expansion Bolt Co 72 
United States Plywood Corp. 

industrial Adhesive Div. 128 
United Stotes Rubber Co. 

Mechanical Goods... 119-120-121-122 

w 
Wallace & Sons, & he 
Warren Tool Corp 97 
Warwood Tool Co 110 
Washburn Co 150 
Weller Electric Corp 08 8&9 
Werner Co., Inc., ®. D. 109 
Westinghouse Electric Corp 
Lamp Div 70.7) 
Wickwire Brothers, tnc. 113 
Wissota Mfg Co.  % 
x 

Kcelite inc 164 
Y 

Yaroo Mtg. Co 7 







Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 3344%, but 
a full 3744%— for you. 


Westfield, 


INFORMATION| 








More profit on 


HOUSEWARES 


with these 


J high-quality 
fast-selling 


BRUSHES 


colorful merchandise .., 
appealingly duplayed 


Kellogg @ Brushes 


famous name... famous brand 


KELLOGG BRUSH MFG. CO. 


Mass. 


Our new catalog No. 26 
heips dealers know ali of 


the anewers about — 
. 





BUILDERS’ HARDWARE 


Many new products have been added to this extensive line 
that has served the trade so faithtully for ever 50 yeers 


The name National and the flag symbol are safe buyin .) 


gvides for deaiers and the trade alike 





Available in all 
styles, in a full 
range of sizes, and 
in @ variety ol 





There is genuine economy in the installation of hardware 
that is built to such exacting specifications Smooth opera 
ting efficiency and « long. care free service life are assured 
Write today if your copy of our new cataleg Me. 26 hes 
net errived 













colors. 


Centact your 
wholesaler or 
write 

directly te: 









RUBBER COMPANY 
Fremont, Ohio 














ooo 















MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 


ee —~ oe 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New,” which appears in every issue on page 12. During each month HARDWARE ' 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 


ee amg 























ror 








plus 


... for a better look at our 


POWER ROLLERS 


Profits 





when you sell BULBS 1c 
protects MO-GO pleced around bulbs planted in the Gop 


Fall will give complete protection against their 
' 


bulbs destruction by field mice end moles. An 

customers. at Booth 829 
nn "°° ** Oxy comelete costes | ntettenel Mardwrare Show 
TACIT S00! bize.veteils at 80c.; Home size (approx. THE COLISEUM 


your wholesaler or write 5 





New York City 





INCK CO., Inc., CI oJ 
Oo. = CeeeK CC poo hee Goembon, BS, J MIDLAND PRODUCTS CO. Midland Park, N. J. 








PUTTY KNIVES 
WALL SCRAPERS 
oodell LINOLEUM KNIVES 


\ \° 
S& WF OOD material 






Multiply sales... sell chisels by the set... 


in rolls, fiberboard boxes, wood cases. 


= 
GREENLEE 


GOOD tools 
GOOD craftemanship 






Write for free GREENLEE 
Hend Tool Catalog No. 35-H 


GOODELL COMPANY «© antrim. nN. x GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 












TO) POS OF SILENCE ~~ eae 


RUBBER CUSHION FURNITURE GLIDES | ‘<:..:: |Eeal 


L NEW DISPLAY BOX = 


Contains 1 Dozen Cards of 


either %', %" or 1" Domes 


PROMPT SHIPMENT 


Ask your jobber, W he ls aot write 
40):14 00 oe 1 aed olen, (ommri em 7). om ee, eee le eee) COLORFUL... EYE-CATCHING 






































HARDWARE AGE, SEPTEMBER 27, 1956 
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TAPPING SCREWS 


a ee en ee 








“NAT STANDS 


with dress-parade packaging 





Brighten up your fastener shelves and speed up off-the-shelf selection with 
the snap and color of National's high-visibility labeling and uniform packaging 
These smart, trim boxes stand out, boldly identifying National quality by their 


glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 


‘ 
quit kiy identify tastener Ly pes And SiZ@s are printed large enough lo see, even on 
higher shelves 
Standardize on National's most complete, accepted 
® quality line packaged to stand out boldly for greatest 
sales appeal Wi / 
Ask Your Distributor... He Knows od S 





THE NATIONAL SCREW & MFG. COMPANY ©.) 
Cleveland 4, Ohio | ‘we 
Pacific Coast: National Screw & Mfg. Co. of Cal. “4 " 

3423 South Garfield Ave. « Los Angeles 22, Cal. 





Red Devil Toots. 


The Red Devil Trademark on a tool or machine guarantees 
faster turnover than any other brand name provides. _ 

is because Red Devil Tools and Machines are better 

designed, better made, better packaged, better 
and priced right to begin with. Full mark-up, multiplied b; “thi 
higher turnover, spells higher pr pr me 
more successful retailers prefer to sell Red vi 
than any other brand. 





Rod Devil Took. 


manufacturers of Glaziers’ Tools, Putty Knives, Wall, Wood end 
Paint Conditioning Machines, Floor Conditioning 








